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It’s Not Too Late— 


To lay your plans for a bigger Christ- 
mas business than anticipated, if you 
act at once. 
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A generous assortment of these four 
big Security Holiday sellers, in your 
store, will turn the trick. 


Com Vig 


Each is a star seller. A moment's 
comparison with others will quickly 
convince you of their unmatchable 
SECURITY value. Value that means sure fire sales SECURITY 
a ee eee and satisfied customers. DUPLEX TOASTER 

made The only combined straight 
As to profit—your discount is 40% off a eee nga — 
list prices in 2 doz. lots assorted. — 


F.O.B. Chicago. 


YANO 


Now is the time to act. Your order 
mailed to-day will assure immediate 
shipment so as to reach you before 
December Ist. 


In Ordering Be Sure to Specify 
the Name of Your Jobber. 


(69 S09 SK) 


SECURITY | 
ELECTRIC PERCOLATOR SECURITY CURLER 


Made of polished aluminum SECURITY ELECTRIC MFG. CO. Famous for its swivel. 


Capacity 9 cups Cannot twist cord. 


List $6.00 2633-41 Canton St., Chicago List $3.50 
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Impress upon your trade the fact that the name “Ancestral” is not only a reminder’ that 
1847 Rogers Bros. has stood the test of three-quarters of a century but that the silverplate they 
buy is worthy of being passed on to their children and grandchildren. 


For advertising and display helps ask your jobber or write to Sales Promotion Department, 
International Silver Co., Meriden, Conn. 


1847 ROGERS BROS 


SILVERPLATE 
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T’S profitable to stock 
V.& B. Tools! There 
is a substantial and con- 
stant market for each 
brand—and each item 
has a sturdy quality that 
makes for quick profit- 
able sales. Meet your 
varied demand with V. 
& B. fine tools. Concen- 
trate—it pays! 














VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


Makers Of Fine ‘Toots 
2il4 Carroll Ave.~ ~ Chicago, Ill. U.S.A. 
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“with KESTER SOLDER 


KESTER Acid-Core SOLDER % 


1 lb. cartons—1, 5 and 10 Ib. spools 


KESTER METAL MENDER 


10 cans acid-core, about 4 Ib. each to the carton 
100 cans tu case 
om 





| KESTER Rosin-Core SOLDER 
1, 5 and 101b. spools 18 inch sticks in 5 Ib. boxes 
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KESTER RADIO SOLDER 


10 cans rosin-core, about 4 Ib. each tothe carton 
cans to case 
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Let Me Set You Right!” 


HERE is a difference between Kester 

Metal Mender and Kester Radio Solder. It’s 
about the same difference as a buck saw anda 
hack saw. Both are saws sure enough, and both 
are solders. But the difference is this: 


“Kester Metal Menderor Acid-Core Sol- 


der has a chemical flux scientifically prepared for 
general soldering on old or new work. Parts do 
not have to be tinned for successful use. It works 
equally well on all metals except aluminum. 


“And Kester Radio Solder has a natural 
flux (rosin) which is a pine tree product. This 
flux has no chemicals and positively no corro- 
sive agents and is, therefore, the only flux radio 
engineers recommend. It will not spatter or 
fume and will make joints of low dielectric loss. 


“This flux is mild in its action and is 
suited best for delicate work where parts are . 
already tinned. 


“To use Kester Radio Solder in place of 
the Metal Mender, would be like trying to cut 
firewood with a hack saw, and—vice-versa.” 


Moral: Use ’em both for the purpose they’re intended. 
Manufactured by the 


CHICAGO SOLDER COMPANY 
4205 Wrightwood Ave. CHICAGO, ILL. 


Direct Factory Representatives 


DAVIES- LY CO. LOUIS J.ZIESEL CO. THE FAUCETTE-HUSTON CO. 


New York City San Francisco Chattanooga 
Boston, Mass. California Tenn. 
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kn SilverSteel Saws: 


7 To My Fellow Hardware Dealers” \ 


A PRIZE LETTER! 


from A. L. Clark, with The Jor- 
dan Hardware Co., of Williman- 
tic, Connecticut, “The Land of 
Steady Habits.” 















Being steady means being Reliable. This old reliable hard- 
ware company has sold Atkins Silver Steel Saws for many 
years. Read the letter below. 


“Here’s Why I Recommend Atkins Silver Steel Saws to My Fellow Hardware Dealers: 
When you know the E. C. Atkins Company and the products they turn out as well as we 
do, you will understand why we recommend their saws. To begin with, their saws are na- 
tionally advertised, and any dealer knows what that means. The finish and the perfect bal- 
ance of an Atkins Saw is in my estimation far superior to any other saw on the market. It 
is true, it is not the cheapest saw to be had, but it is the cheapest saw to own, and any car- 
penter will tell you so that has ever used an Atkins. We truly recommend Atkins Saws 
to any dealer, not alone for quality, but for profit as well.” 


Here are some high grade, quick selling specialties it would: pay you to stock. 





Send us an order. a 
r . 
ATKINS ) MATKINS > a 
‘oe -Le}-F—) CUT ue No. 105 > 9 /__ el 
SAW HANDLES (jj SAW SET 
Made of carefully selected, dried and sea- For hand and small saws, lever on lower A rubber lined, noiseless vise, easily ad- 
soned — wood, ' sanded, wonee and pol- _ side easily operated, giving rapid, accurate Le strongly — ~ slight premase 
ished. metal parts chosen to_ give : . - on the outer jaw clamps the saw in place 
greatest wear under all conditions. Insist °°*®"S: Heavily nickel-plated. by lever lock principle. Screw clamp at- 
on genuine Atkins handles. taches it to bench,*table or board, 
Established 1857 “The Silver Steel Saw People” 
Machine Knife Factory: Home Office and Factory: Canadian Factory, Hamilton, Ont. 
Lancaster, N. Y. Indianapolis, Ind. 
BRANCHES 
Atlanta Memphis New Orleans Portland Seattle Paris, France 
Chicago Minneapolis New York San Francisco Vancouver, B. C. Sydney, N.S. W 


ATEINS ALWAYS ASEAN" 
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~Now for Another Lig 
WEED (Wnistmas_ 


EED CHAINS will link up your 
store with Christmas shopping. 
They make the ideal Chistmas gift— 
“The gift which Completely expresses 
the spirit of Christmas— good will to 
men and peace or earth that comes 


from SECURITY!’ 


“For a Merry Christmas and a Safe 
New Year” will be the compelling ap- 
peal of our full page WEED Chain ad- 
vertisement in The Saturday Evening 
Post of December 6th. 


And a beautiful lithographed Christ- 
mas door trim and special holly deco- 
rated WEED Bags in full colors, are yours 


Cc ei Ah, ‘ a tng, | for “Another Big WEED Christmas.” 


| “The Gift for Safety” | eo ra 
JEP Doe ietOmRRU Net once rN aa Sn : 3 
ewes = 4 MERICAN CHAIN COMPANY 


INCORPORATED 
BRIDGEPORT, CONN. 


In Canada: 

DOMINION CHAIN COMPANY, LIMITED, Niagara Falls, Ont. 
District Sales Offices: 

Boston, Chicago, New York, Philadelphia, Pittsburgh, San Francisco 

W orld’s Largest Manufacturers of Welded and Weldless Chains 

, for All Purposes 













































Above is shown the WEED Christmas 
Door Trim and how regular bags of 
WEED Chains are to be inserted in 
the special holly decorated Christmas 
| | Bags for display in your window. 











———— 
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Here’s a sales-winning combination 
for every hardware dealer. A Christ- 
mas carton you can set up in half a. 
minute. Six handy packages with 
Christmas jackets to slip on each one. 
And half a dozen Walworth Stillsons— 
the nationally advertised household 
wrench with a hundred uses. 

This holiday packing is extra, not 


WALWORTH MFG. CO., Boston, Mass. 


WALWORTH 


STILLSON 
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Carton packing + Xmas fixin’s = "Xmas Sales 


regular stock. But all you have to do 
is ask for the Christmas packing in 
ordering Walworth Stillsons.* There’s 
no extra cost for this extra help. 

The special Christmas jackets can 
be slipped off again after the twenty- 
fifth, and you have the standard 
boxed wrench that sells the year 
round. 


Sales Units and Distributors in All Principal Cities 
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@, pl ’m ‘Ready ~ Send Your Orders!” 


ON’T delay another minute. Send in your orders today 
for your stock of Folberth Automatic Windshield Clean- 
ers in special holiday wrappers. 
Christmas shoppers will come to you asking for Folberths. 
Get ready for this demand now! A full-page advertisement 
in THE SATURDAY EVENING POST with its 2,500,000 
subscribers, is going to help make this a bigger Folberth 
Christmas than ever before. 
Send for your supply of special holiday window displays 
printed in brilliant Christmas colors. Most important of all 
—Send in your orders now! 


THE FOLBERTH AUTO SPECIALTY CO., CLEVELAND, OHIO 


FOLBERTH 


omatic 


4D wy (bsHiELD CLEANER 


With the famous “Uni- 
versal’? Model (left) at 
$7and the new “‘Junior”’ 
Model (right) at $5, you 
have a proposition 


which meets every mo- 
torist’s demand. 
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More than 300,000 merchants will be saved end- 
less worries and a total of millions of dollars by Mc- 
Caskey Systems during the month of December. 


In contrast, thousands of other stores, through 
mistakes and carelessness by employees, will suffer in- 
dividual losses, many of them equal to or greater than 
the complete cost of a McCaskey System. 


- 
Pid .S3 


During’ the «Holiday rush, extra clerks are em- 
ployed—clerks “Whose experience and dependability 
have not been proven. Your regular clerks are under 
a constant abnormal strain. Your employees will 
only be as efficient as your systems permit them to be. 


There is no question about your needing a Mc- 
Caskey Cash and Credit System, not only during De- 
cember, but during every month next year. 













Galt, Canada 
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Caskey Credit and Cash Sys- 
s } tem. 
ONE WRITING We 7 
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question About 
21 Your Needing 

° aMECaskey 
20 System NOW 
2 ee, | 











The cash system records every cash sale and 
charge sale, every “paid out” and “received on ac- 
count,” by clerks and by departments, combining the 
advantages of cash register, adding machine and 
business recorder, and giving you permanent records 
so complete and accurate that any banker would ap- 
prove them. 


The credit system substitutes one writing where 
you now use three, putting back into your business 
hundreds of dollars now outstanding in uncollected 
and doubtful accounts—substituting a much simpler, 
better and more complete method in place of day-book 
and ledger and eliminating work, losses, confusion, 
errors and omissions. 


You need a McCaskey System now as never 
before. 


Mail that coupon today for facts about the low 
cost and easy payment plan. 


The McCaskey Register Company 


Manufacturers of Credit Systems, Cash Register Systems and 
Salesbooks. 


ALLIANCE, OHIO 





The McCaskey Register Co., 


Alliance, Ohio. 


Please forward 
and description 


Watford, England 


information 
of the Mc- 
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UNITED STATES CHAIN & FORGING COMPANY, Union Trust Building, Pittsburgh, Pa. 
Makers of McKay Tire Chains, McKay Shurout Chains, McKay Red Bead Bumpers 
Pacific Coast Sales Representatives: NORMAN COWAN CO., 451 Rialto Building, San Francisco, Cal. 


Be Sure to See the Exhibit of McKay Tire Chains and McKay Red Bead Bumpers at the National Automobile Shows 
NEW YORK, Jan. 2d to 10th—Spaces 66 and 67 CHICAGO, Jan. 23d to 31st—Spaces 113 and 114 
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Sell Snap-On Gift Sets 
rom Regular Stock 


















NET: on 


A Selected Kit )mmmmmrs 
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Snap-On engineers have 
specified in the “What Car 
Do You Drive’ book the 
exact wrenches for each 
make of car—no more or no 
less than are _ absolutely 
needed. With the efficiently 
arranged Cabinet stock, it is 
a simple and quick operation 
to select and drop them in 
the handy leatherette kit bags 
provided. 

The Snap-On System pro- 
vides a uniform line of fast- 
moving, quality tools and re- 
quires a much smaller in- 
vestment than the average 
dealer has tied up in miscel- 
laneous, slow-moving 
wrench stock. Write for 
details before the holidays. 




























INTERCHANGEABLE 


Socket Wrenches 


Anyone looking for a gift for a man will not only appreciate the prac- 
tical usefulness of a kit of Snap-Ons, but will be impressed with its out- 
of-the-ordinary features as a Christmas present. Any man who re- 
ceives a kit for his car, truck, motor boat or machinery will be tremen- 
dously pleased, because he will have—for the first time in his life—the 
satisfaction of working with wrenches that will run on or off any nut- 
anywhere—in the hardest-to-reach place—in jig time. 

And any Snap-On dealer can display and sell Snap-On Sets from his regular 
stock—with no additional investment for the Christmas season. We have pre- 
pared attractive holiday display and advertising material to properly present Snap- 
Ons to your Christmas trade. 




















MOTOR TOOL SPECIALTY CO. 


14 E. Jackson Blvd., Chicago, Ill. 


Distributing Branches in 18 Principal Jobbing Centers 


Snap-On Wrench Co., Manufacturers, Milwaukee 
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“American Flyer” 
Railroad Equipment 


shown in large illustration 
above 


A. Train and Track—No. 
1307 — Electric 12 
wheel engine — an 
exact copy of the 
New York Central 
Electric Locomotive 
with headlight, auto- 
matic reverse, mai 
car, 2 Pullmans—all 
electric lighted, 20 
pieces of track, length 
of train 48 inches— 
track 202 inches— 

ice $26. 

. Electric Lighted Sta- 
tion No. 99—$6.25 

. Automatic Block Sig- 
nal No. 2018—$3.75 

D. Automatic Semaphore 

—lighted No. 2015 
—$5.75 


O wo 


ty 


. Telegraph Pole—No. 
210 $0.50 


Crossing Gate — No. 
2021—$1.25 
. Tunnel—No. 86—$1.50 
. Improved Transformer 
—No. 1250—$3.75 
Bridge — No. 213 — 
$1.25 


AS OO 


“ Baggasc Pease — No. 


. 


rm 


re . Danger — Bell and 
i Light — No. 2016 — 
$3.75 


¥ 
ka 


. Crossing Signal — No. 
206—$0.35 


Z 


. Platform Station—No. 
91—$1.25 
P. Billboard — No. 92 — 
$0.35 


. Fence—No. 216—$0.60 
Trees — No. 214 — Set 
$1.25 
Gardens — No. 215 — 
Set $1.25 
T. Double Arc sane —wre. 
2010—$3.2 


Ya 


Show this advertisement to 
your Toy dealer, if he hasn't 
got the “American Flyer’’ 
or Structo Toys and Autos 
that you want, and doesn’ 

want to order them, we wil 

ship you any Train, Hoisting 
Toy, Auto or Equipment 
illustrated, postpaid, on 

receipt of cash 
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and“ Structo’ Hoisting Toys and Autos 


BF persica are you going to do this aft?” 
pipes up Pinkey as the three boys 
burst out of school on a cold winter day. 


“T’m for going into the house and doing some- 
thing,” is little Bill’s immediate response. 


“Say, you birds I’ve got it!” suggests Frank, 
‘C’mon over to my house. I’ve got my “American 
Flyer” train and a lot of new equipment; a new 
station, a new semaphore and a bear of a crossing 
gate. Whadda you say?” 


“You’re on,” said Bill—and the young American Flyer trio 
started to Frank’s house on the run. . 






——_— — -— 
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No. 1221—Electric Engine, with headlight, 8 inches; 3 double-truck cars 
6‘ inches, 14 pieces of track, semaphore, station, tunnel; rheostat and 
track tion. Length of train, 31 inches. Price, delivered, $12.00 











No. 2—Mechanical Engine, with brake and piston rods 
Flyer 6% inches, tender 4 inches, cars 5% inches; baggage car 
Transformer __ has sliding doors; 10 pieces of track; 103 inches; length of 


Price delivered, train, 2414 inches. 
$3.75 Price, delivered, $2.65 








No. 13—Mechanical Engine, with brake and piston rods 7 inches, tender 
4 inches, cars 5'4 inches, baggage car has sliding doors; 12 pieces of track, 
2 switches, length of track, 160 inches, length of train, 25 inches. 

Price, delivered, $4.25 





Send ten cents and we will mail you Horace Wade's famous story 
about ‘‘The Backyard Railroad’’ and the beautiful catalogue il- 
lustrated in color showing the full line of American Flyer trains 
and Structo Hoisting Toys and Autos, 


oe 








American Flyer Mfg. Co. 2219 So. Halsted St., Chicago 











STRUCTO 


Hoisting Toys & Autos 


Loads and Dumps 
utomatically 
Height 12% Inches 
Length 21% Inches 
Width 6 Inches 
Price Delivered 
$3.75 








STRUCTO 
Giant Steam Shovel 
No. 110 





Model of 
Real ‘‘Cletrac’’ Type 
Tractor 
Trailer Included— 


Length Over-all 15 in. 
Price Delivered $3.25 





STRUCTO 
**Ready-Built’’ Cater- 
liar Tractor 
No, 44 





Loads and PAT] 
Automatically 






Width 4% Inches 
Price Delivered 
$2.25 


STRUCTO 
Grab Bucket No. 52 





Powerful Spring Motor 
Special Body Raising 





STRUCTO 
**Ready-Built”’ 
Contractor’s Truck 
No. 42 











STRUCTO. 





zines and Newspapers listed on the right. 
toys. This will be YOUR BIG American Flycr Year. 


2219 So. Halsted St., Chicago, Ill. 
General Distributers—STRUCTO Hoisting Toys & Autos 


American Flyer Mfg. Co. 


For the Xmas Campaign! 


The above is a Miniature Reproduction of the American Flyer-STRUCTO advertising in the Maga- 
We believe this is the most comprehensive campaign for 
Every boy wants American Flyer and 


New York Office, 5th Ave. Bidg. 


Masisine 
Advertising in— 


Saturday Evening 
Post 
American Boy 
Boys’ Life 
St. Nicholas 
Child Life 
Boys’ Magazine 
JohnMartin’sBook 
' Junior Home 
Magazine 
Boys’ World 
Little Folks 
Youth’sCompanion 
Popular Mechanics 
Popular Science 


Four Color Adver- 
tising in the 
Comic Supple- 
ments of 





St. Louis Post Dispatch 
Pittsburgh Gazette 
Times 
New Orleans Times 
Picayune 
Boston Post 
Birmingham News 


Newspaper Adver- 
Se ee 


Los Angeles Herald 
San Francisco 
Examiner 
Denver Post 
Washington Star 
Atlanta Journal 
Indianapolis News 
Des Moines Register 
and Tribune 
Louisville Courier- 

. Journal 
Baltimore Sun 
Detroit News 
Minneapolis Journal 
St. Paul Pioneer-Press 
& Dispatch 
Chicago Tribune 
Chicago Daily News 
Kansas City Star 
Omaha World-Herald 
Buffalo News 
New York Journal 
New York Times 
Cincinnati Times-Star 
Dayton News 
Cleveland Press 
Toledo Blade 
Portland Oregonian 
Philadelphia Bu!letin 
Dallas Times-Hera!d 
Salt Lake City Tribune 
Seattle Post 
Intelligencer 
Spokane Spokesman 
Review 
Milwaukee Journal 
at Free Press 
Bulletin 
Toronto Telegram 
Montreal Star 
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TUBULAR ICE SKATES 
and OUTFITS 


HOCKEY RACING 


The Proven Popularity of This Type of Ice 
Skate Has Led Us to Produce, After Long Ex- 
perimenting, a Tubular Ice Skate Which Has 
Stood the Most Severe Tests Imaginable. 


THE SKATE OF THE CENTURY 


HIGH 
GRADE 
GOODYEAR 
WELT 
SHOES 





MANUFACTURED BY 


3 
HARDWARE COMPANY 





TORRINGTON, CONN., U. S. A. 
NEW YORK OFFICE 151 CHAMBERS STREET 


1864 Sixtieth Anniversary 1924 
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SANDS LEVELS 









Sell the Level 


Craftsmen Prefer 


The new low prices on Sand’s Aluminum 
Levels have greatly widened the market for 
these tools. Most workmen prefer the con- 
venience of the aluminum level—the lower 
price puts them within the means of all. 


Point Out the Greater 


Convenience on the Job 


Climbing ladders, working on_ scaffolds—every- 
where on the job a Sand’s Aluminum Level is always 
at hand. They just hook it on a claw hammer or one 
finger and carry it anywhere. 


Permanent Accuracy 
Unconditionally Guaranteed 


“The accuracy and workmanship of every 
Sand’s Level as well as all materials entering 
into its manufacture, are unconditionally 
guaranteed.” There’s no time limit—we stand 
back of our product without reservation. 
That’s the principle on which this business is 
built. 














Order Through Your Jobber 


Over 350 jobbers located in all sections of the country 
carry Sand’s Levels in stock. If yours can’t supply 
you promptly write us direct, mentioning your jobber. 








SANDS LEVEL & TOOL CO. 


Owned—J. SAND @ SONS—Operated 
8634 Medbury Avenue Detroit, Michigan 
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HUNDREDS 
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CORRUGATED JOINT FASTENERS 


The STANLEY WORKS, New Britain, Conn. 


NEW YORK CHICAGO SAN FRANCISCO 
100 Lafayette St. 73 East Lake St. 875 Monadnock Bldg. 
LOS ANGELES SEATTLE 
703 Washington Bldg. L STANLEY | 501 Maynard Bldg. 
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SiMe 


Out ot twenty tue lumbet 
camps visited recently in 
the Mic higan big Stiles 
country, twenty-three used 
Simonds Saws erclusively / 


You may not need a big woods 
saw. but you do need Simonds 
quality in any saw you buy. 


Wherever men depend 
upon cutting tools most 
SIMONDS are preferred 
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reaches 


23,787,880 
PEOPLE 


As an indication of the volume of publicity represented by the Simonds 1924 campaign, 
consider these facts: The combined circulation of Collier’s Weekly, the Saturday Eve- 
ning Post, the Litéfary Digest and Popular Science Monthly 1s 4,757,576. Taking. for 
granted the generally accepted fact that the average copy of a national magazine is 
read by five people, this means that Simonds advertising reaches 23,787,880 people each 
month. Then, by multiplying this tremendous figure by the number of times that 
Simonds advertising will appear in the different issues of these publications throughout 
the year, we find that the total number of Simonds sales messages reaches the stupen- 
dous figure of 285,454,560. 
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SIMONDS SAW AND STEEL Co. 
Fitchburg, Mass., Chicago, Ill. 
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cust what he wanted! ' 


Feature IRWIN SETS for Christmas! 


SET of Irwin Bits is a joy to the man 
who tinkers around the house as well as 
to the skilled workman. 


It is a common-sense suggestion for a man’s 
Christmas. You may be sure that “Dad” will 
be glad to get it. Display your Irwin Sets 
where the shoppers will see them. 


THE IRWIN AUGER BIT COMPANY 
WILMINGTON, OHIO, U. S. A. 


Largest makers of wood-boring tools in the world. 
European Agents, MARKT & HAMMACHER, CO,, 193 West Street, New York City 


ThelRWINBit 


REG. US. PAT OFF 


























SEE NEXT PAGE == 
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—Urge Y our 


Customers EE 
to Purchase | |e 
Useful Gifts [7F= 
for Christmas 


AKE the Irwin Sets 
of auger bits for exam- 
ple; there are sets for home 
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use, carpenters, farmers, cab- 





inet-makers and mechanics 








—for all trades and all pur- 





poses—all reasonably priccd. 








The handsome containers ies SIRs ser. 





provide a safe and handy 
place for the bits and protect 
them from damage or loss. 
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Irwin Sets send for it. 


Wail = 


THE IRWIN AUGER BIT CO. 
WILMINGION, CHIO 


Gentlemen: — Please send me rostpaid: 
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Catalog on Irwin Line of Sets 
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Discount Sheet on Sets | = ‘HOME SET® 
Envelope Stuffers on Sets | z MAIER rns 
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¢ 
colors, and names of POL dealers in your 
vicinity will be gladly sent you on request. 
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ee erer ete ce cetete tet eee 


eee ae ified by architects and 
sold by leading paint and hardware dealers. 


Pratr & Lampert-Inc., 114 Tonawanda St., Buffalo, N.Y. In Canada, 20Courtwright St., Bridgeburg, Ontario. 
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PRATT & LAMBERT VARNISH PRODUCTS 
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Murphy Varnish 


for over fifty Years the invisible preserver of beautiful surfaces 
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— Spruce up 
Flow Da-core 
on those shabby 


Ena 

_ Da-cote 

_ niy use. face of ¥ 
2 ee , 





More Da-cote 
‘ammunition | 


Da-cote started life as a motor car enamel and 
has made good with nearly 3,000,000 motor car = 
owners. 3 

It did the job so mighty well that the women 
folks began using it on porch furniture, baby car- 
riages, toys and all sorts of household things. 


































These Da-cote ads tell the Da-cote story in such 
a way that people can’t help wanting to use Da-cote 
on some shabby surface. There’s a Da-cote book- 
let, too, which gets the idea across quite irresistibly. 
Get a supply and start distributing it. It’s a busi- 
ness getter, dealers tell us. 


Murphy Varnish Company 


Newark Chicago San Francisco Montreal : 


N. J. Ill. Calif. Canada 





Save the surface and 
you save all'g 
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Good window display is one of the methods Mr. J. R. Duncan employs 


for attracting more white-lead sales J 


“Our Dutch Boy sales “~~ 
jump higher every year” 


—and Mr. Duncan adds, “That’s because 
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} |1920 
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. we don’t merely carry white-lead—we sell it!” 


N the latter part of 1919, Mr. J. R. Duncan 
bought out a Jeannette, Pa., hardware store. 


Prior to Mr. Duncan’s ownership, this store had 
never sold annually over 3,000 lbs. of Dutch 
Boy white-lead. Yet the very first year, 1920, 
Mr. Duncan sold 4,650 lbs. He pushed his 
Dutch Boy sales to 12,050 Ibs. in 1921. Still 
he wasn’t satisfied. By the end of 1923 his 
annual sales of this widely used paint product 
were 20,000 lbs. 

Mr. Duncan might have been contented 
with the thought that he had reached the 
limit of his white-lead sales. But increasing 
his Dutch Boy sales seven times in four years 
only acted as an incentive for greater selling 
effort. As a result, up to June, 1924, he sold 
31,525 lbs. of Dutch Boy, beating his last 
year’s record by 11,525 lbs. in 
only five months’ time. 


Ask Mr. Duncanifhe‘‘carries’”’ ‘* 
Dutch Boy white-lead in stock, % 


—— 
and = & 
e surface Vanish, 
J 


and he’! quickly reply, ‘‘I selJit!’’ His attrac- 
tive Dutch Boy windows tell you that. The 
minute you walk into his store you'll see 
Dutch Boy well displayed. Nor does Mr. 
Duncan lose an opportunity to use his personal 
selling ability in order to keep his Dutch Boy 
sales record growing. 

Merchants in all parts of the country refuse, 
like Mr. Duncan, to consider a Dutch Boy 
sales record as a sales limit. And each year 
their profits on Dutch Boy grow bigger. 


We’re willing to work with any merchant for 
greater white-lead sales. New window displays 
are ready for you. Newspaper cuts, movie 
slides and other helps, prepared by experts, are 
yours for the asking. Just tell the Dutch Boy 


salesman what you can use, or write us direct. 
NATIONAL LEAD COMPANY 


New York, 111 Broadway; Boston, 131 State Street; 
Buffalo, 116 Oak Street; Chicago, 900 West 18th 
Street; Cincinnati, 659 Freeman Avenue; Cleveland, 
820 West Superior Avenue; St. Louis, 722 Chestnut 
Street; San Francisco, 485 California Street; Pitts- 
burgh, National Lead & Oil Co. of Pa., 316 Fourth 
Avenue; Philadelphia, John T. Lewis & Pros Co., 
437 Chestnut Street. 
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paint merchants in America, you 
would find less than 1% who 


were without a stock of calcimine. 


Your census would also disclose that 
among the 99% who are stocked with 
calcimine only a few are getting any 
money out of it. 


It would seem that an item so necessary 
in the paint stock would receive more 
favorable selling attention from mer- 
chants and their clerks. 


The trouble is that paint stores have 
developed some wrong thinking about 
the sales value of calcimine. 


That is why we cleave pretty hard to 
one line of thought in Fox's Muralite 
advertising. We keep pointing out that 
the actual existing calcimine market 
represents only 5% of all the people who 
could and would use it if they knew 
about it. 


If the paint merchant reading this adver- 
tisement will forget for just a moment that 
he is a paint merchant and think of him- 
self as a householder, he will find in this 


SH 
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Fox message a 
business building 
suggestion. 


In your home, Mr. House- 
holder, you are still waiting to do 
something about redecorating the back 
bedroom. Your wife has reminded you 
about it. You promised to get started. 


When you close the store tonight take 
home ten pounds of Muralite. Put it on 
over that faded wall yourself. Try out 
being a consumer. When you have made 
the discovery of how little it costs to buy 
Muralite, how little fuss and bother it is 
to apply it, how much it adds to comfort 
and wholesome cleanliness—think of your 
neighbors and their neglected walls, think 
of the hundreds of such walls all over your 
town! Why! If people only knew! 


Yes, it costs money to carry calcimine, 
but in Muralite you will find, with our 
selling help, the means of building busi- 
ness—new business—neglected business 
—profitable business. 


To any paint merchant not selling Fox’s 
Muralite who will write on his business 
stationery, we will gladly send free of all 
cost 10 pounds of Muralite in any two 
colors desired for personal use. 


+48 


M. EWING FOX COMPANY 


For Forty Years Calcimine Specialists 


New York Chicago 


HOT. WATER - AND 


MAKES A PERFECT WALL FINISH 
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ERE’S how one dealer we know pushed 

his sales of Valspar Varnish-Stains—he 
started a “Clean-up Club” among his women 
customers ! 

One woman caught the idea when he showed 
her how easy it was to renew her weatherbeaten 
porch chairs. After that she made over a num- 
ber of worn pieces of furniture. Seeing her suc- 
cess, her neighbors followed suit. The “Ladies’ 
Clean-up Club” was started! 

It kept the Valspar profits clinking into his 
cash-register. Why don't you try it? 

Women like to use. Valspar Varnish-Stains— 
they flow so freely from the brush and spread so 
evenly. And they are unequalled in their com- 
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Why don’t you start a ‘Clean-up Club’? 


bination of beautiful, lustrous colors with abso- 
lute weatherproofness! Once Valspar Varnish- 
Stains are on, they are on to stay in spite of 
wear and weather. For floors, doors, walls 
and furniture generally, there's no finish so 
reliable. : 


Our enormous year-round, nationwide adver- 
tising campaign has spread the story of Valspar 
Varnish-Stain’s beauty, durability and water- 
proofness through every section of the country. 
There’s no other varnish product so exten- 
sively advertised. With Valspar prestige and 
Valspar quality back of you, you’re sure to reap 
a rich reward in satisfied customers and steady 


profits. 











VALENTINE’S 


VALSPAR 


VARNISH-STAIN 





VALENTINE & COMPANY 
Largest Manufacturers of High-Grade Varnishes in the World 
ESTABLISHED 1832 
New York Chicago Boston Toronto 
London Paris Amsterdam 


W. P. FULLER & CO., Pacific Coast 











_ Steel Shelving : 
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Modern steel construction 
Strength — combines strength with light 
weight. 
en: Fire-resistive—oil, water 
Durabili ~~ and wear proof. 
i — Installed or rearranged 
Simplicity — easily and quickly, with 
ordinary tools. 
ea: Arranged to store any 
Adaptability —<onmodity. 
10% to 30% greater 
° storage capacity. 
Economical ~~ Moved or altered 
without depreciation. 
Shelving, Files, Desks, 7: Cases, Safes, 
Connter-hoidhin. Gottanel Cosee, Asommertes and dusgites 
THE GENERAL FIREPROOFING CO. 
Youngstown, O. Dealers Everywhere 






































For a Generation of Daily Use 
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A generation of 
daily usage is 
built into every 
WHITING- 
ADAMS 
Shaving Prush. 


WHITING- 
ADAMS 
BRUSHES 
work perfectly 
and hold to- 


gether until actu- 
ally worn out. 


WHITING -ADAMS 


BRUSHES 


The satisfaction of using a WHITING-ADAMS Shaving 
Brush increases day by day. 


They satisfy — serve — and survive ! 


JOHN L. WHITING-J. J. ADAMS CO., BOSTON, U.S.A. 


Brush Manufacturers for Over 116 years and the 
Largest in the World 














7 BALTIMORE MARYLAND 


} BRUSH-NU COMPANY 























Speed Up the Wheels 


of Industry 


Write to your jobber today for any 


of the merchandise advertised in 


these pages. Don’t wait for the 


jobber’s salesman. You may forget. 
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| What the Old Dutch Process Means to the 
Modern Painter and Dealer 


"HE experience of the masters of the 
painting craft of the United States 
is steadily reflected in the increasing 
numbers of them who are demanding 
Pure Old Dutch Process White Lead 


for their work. 


The Pioneer Paint & Glass Co., of 
Kansas City, Missouri, are among the 
many paint people who are finding that 
this demand is most completely an- 
swered by Eagie White Leadin Oil,which 
has been Pure Old Dutch Process W hite 
Lead in Oil for 81 years. The qualities of 
whiteness, smooth and easy brushing, 
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cA painter’s cap of new 
design. A postcard will 
bring you a supply. 


























covering power, uniformity and durabil- 
ity, are developed by the slow, sure proc- 
ess of corrosion during the ninety days 
that Eagle White Lead is forming in 
the corroding pots in the Tan Bark beds. 


Should a process be discovered that 
is a better process for the production of 
white lead and not merely a cheaper 
one, The Eagle-Picher Lead Company 
will consider its adoption. Until that 
time, Eagle will continue to be Pure 
Old Dutch Process White Lead in Oil, 
the white lead in oil that the Master 
Painter has known since 1843. 


General Offices: The EAGLE-PICHER LEAD COMPANY 863-208 So. La Salle St. CHICAGO 


me Sales O , CINCINNATI CLEVELAND ‘PITTSBURGH PHILADELPHIA NEWYORK MINNEAPOLIS 
s € ffices * BUFFALO DETROIT BALTIMORE NEWORLEANS KANSASCITY ST.LOUIS JOPLIN 
| 

ee Plants: CINCINNATI NEWARK __GALENA, KAS. ___ HENRYETTA, OKLA. PICHER, OKLA. 

so * EAST ST. LOUIS, ILL. CHICAGO ARGO, ILL. JOPLIN, MO. HILLSBORO, ILL. (2 Plunts) 
“s © The E. P. L. Co., 1924 ~ 
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“Know What You Use” 
ur Formula—Makes Sales Easy” | | 
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, One Hundred Percent Pure 

Vernish meens 100@ free trom 

rosin or so calied ester gum. 

gesoline, kerosene, or eny turpen- Pe og? GO _ Pare? 
tine substitutes Martin's 100% AiG pte ee | PS aS 
Pure Floor Vernish' is mede . 9 2 Cees f Wee ee a 
according to the following formulg 


oe 


— 


= 


,NON VOLATILE) 46.0% 


| 
| 
: 
' 
: 


Resins—Pure Fossil. 
‘gums 22 


Rosin—Any formor. | 
combination 00.0 


Pure Vegetable Oils 23.2 


VOLATILE ‘$4.08 





Pure SpiritSofturp-, _ . ae r i 
entine 15409) er ert ni {)RP ST eee : 
Mineral Spirits-. 
“*“«(Naptha, Benzine,, 
IGasoline.’ 

Kerosene) (00.0%) 


100 0@ 





Our formula is printed volunteri- 
ly for the benefit of those who 









desire to specify. buy. and use good s 
varnish Remember thet varnish ie 
more then 100% Pure cennot ity 
be mede Sa 


KNOW WHAT yOu BUY 


6 


PIONEERS OF 100% PURE VARNISHES : oe ‘ 
CHICAGO / ; 
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PIONEERS OF 1007. PURE VARNISHES 
CHICAGO 
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Always a’Moore' 
MURESCO (== 
| For the House—Exterior | 


. House Paint : 
Ps Porch and Deck Paint © 














ae omens aa 

g There is little that we can tell you ig a impervo, Varnishes 

ot ' ure Oi ors 
watermixed wall coating that you do not already ee | 
know. Paqua (Cold Water Paint) 

e Without boast, we say it is The best wall finish For the House—interior 

i. in the world regardless of price”—1it has proven Sani-Flat 

ie itself so. Muresco (Hot Water Wall Finish) 

be Floor Paint 

se ; as rae Impervo Varnishes 

i And of special interest to the dealer, it is the White Mooramel 

oe ° ; ‘ ° ‘ Damar Enamel 

ei largest selling paint of its kind in the world. Interior Enamel 


Impervo Surfacer 
. , ‘ ona Liquid and Paste Wood Filler 
Muresco continues to hold its enviable position Calsom Finish (Cold Water Wall Coating) 


because it never varies in quality. Paint users 7 
have learned to depend on it. They buy Muresco 
because they knovv it. } 


PS ER Gas Ae ON 
jh te a EG a SG ce ORG! 


For Roofs, Barns, Etc. 


Barn Paints 
oof Cements—Liquic and Paste 
































ie Muresco and the Vari-Tone Sponge Roller are a Graphitallic 
i combination offering new possibilities of increas- 
= ing your business with the master painters and For General Home Use 
Bf decorators. Tile-Like Color Varnish 

: Varnish and On Wood Stai 
"4 | Write for further information. el 

a tier Auto Lustre Polish 

a Stove Pipe Enamel 

oe Ground Color 
en \\ Aluminum & Gold Paints 
ae Ny Screen Paint 

\ 

be 7 NN 
" \ 

4 N For Automotiles and Carriages 

Pi : N Automobile Enamel 
¥ 4 N uperfine Coach and Auto Colors 
Be . N Coach and Auto Varnishes 
B3 ‘ N Auto Lustre Polish 

a > S Engine Enamel 

“| > Ni Aluminum Paint 

j : For Wagons, Tractors, Etc. 

rd 4 N Wagon Paint 

- > ~ Varnishes 
3 ; = White Enamel 

< = INDUSTRIAL PRODUCTS 

3 = Concrete Floor Paint Mill White (Flat—Gloss) 
| > = Graphite Paints Baking Japan 

oe ‘ = Dado Paints Baking namels_ 
a8 ; = Machinery Enamel Fire paratus Paint 
. d - Radiator Enamel Vaco Red Lead Paint 
a SSD CSE OE OSS = Iron Filler Red Lead Preservative 
= MANUFACTURED ONLY BY D 

b: } | Benjamin Moore&Co. | £ FOR SHIPS, MOTOR BOATS, ETC. 
= ; CLEVELAND $F. LOUIS g Marine Paints Copper Paints — 

ah > CARTERET TORONTO Z Yacht Paints Smokestack Paints 

‘3 ‘ eee y Canoe and Boat Paint Deck Paint 

: } g 

ee | SS SR, ORES ite. ohana sia a 














Benjamin Moore & Co. 























NEW YORK ST.LOUIS 
: CHICAGO CARTERET 
i CLEVELAND TORONTO 
%. 
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HE carpenter is one of the best patrons of your 
tow department. He is constantly in the market 
for a hammer, a chisel, a plane bit or some other 
tool so necessary in the plying of his trade. 

And practically every tool he buys suggests the 
sale of another. 

Whenever he buys an edge tool of any sort good 
salesmanship dictates that you should interest him in 
Carborundum Sharpening Stones. 

He needs a Carborundum Combination Stone 
No. 108 or 109 for general work—two or three sizes 
and shapes of Carborundum Slip Stones for his 
carving tools, gouges, etc. 

He is also a ready customer for a Carborundum 
Niagara Grinder fitted with a Carborundum Wheel. 

That is what we call pairing up your sales. It’s 
just as logical to sell a Carborundum Stone with 
‘ee edge tool as it is to sell putty with a putty 

nife. 




























And by the way, a display of Carborundum 
Stones in Assortment Case No. 7 will help 
your sales mightily. Ask us how to get one. 


CARBORUNDUM SHARPENING STONES 
SHARPEN THE TOOLS OF THE WORLD 


The Carborundum Company, Niagara Falls, N. Y. 
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Made from Keystone Copper Steel—grades up to 40 pounds coating. Highest 
quality and most durable Roofing Tin Plates manufactured 
in this country. Demand the genuine. 


HARDWARE AGE 

















Black and Galvanized 
SHEETS 


Corrugated Sheets, Formed Roofing and Siding Products 
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40 mn COATING | 40 POUNDS COATING 
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The destructive enemy of sheet metal is 
rust. It is a well established fact that an 
alloy of copper gives to Steel Sheets and 
Tin Plates the maximum of rust-resistance. 
Keystone Copper Steel is unequalled for 
roofing, siding, spouting, gutters, culverts, 
and all construction work. I[t assures roofs 
and sheet metal work that will 
withstand the ravages of fire, 
wear and weather. Shall we send 
proofs from actual service tests? 
We manufacture Steel Sheets 





and Tin Plates specially adapted to the re- 
quirements of the hardware and builders 
supply trades: Black Sheets, Special Sheets, 
Apollo and Apollo-Keystone Galvanized 
Sheets, Corrugated Sheets, Formed Roof- 
ing and Siding Products, Roofing Tin 
Plates, Bright Tin Plate, Black Plate, etc. 
Sold by leading metal mer- 
chants. Our products represent 
the highest standards of quality 
and utility. Write for quota- 
tions, and “Testimony” booklet. 








American Sheet and ‘Tin Plate Company 











Chicago Cincinnati Denver Detroit 





DISTRICT SALES OFFICES: 


New Orleans 


General Offices: Frick Building, Pittsburgh, Pa. 








New York Philadelphia Pittsburgh St. Louis 


Export Representatives: Unitep States STEEL Propucts Company, New York City 
Pacific Coast Representatives: Unitep States Steet Propucts Company, San Francisco, Los Angeles, Portland, Seattle 
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TOM-TOM 


Height, 5/2 in.; Width, 4% ae Plain Dial, $3.25; Radium Dial, $4.25. 


The large attractive member of t True Time Tellers family. He has a big 
4%-inch DIAL and an improved 40-HOUR MOVEMENT with a heavy nickel- 
plated seamless brass OCTAGON CASE. He has a big BACK BELL and a loud, 
long, INTERMITTENT ALARM that is a sure rouser. He is dependable and good 
looking and makes friends wherever he goes. 


TIDY TOT 


Height, 3% in.; Width, 2% in.. Plain Dial, $3.25; Radium Dial, $4.25 
The small + gee member of the True Time Tellers family. He has an attractive 
2%-inch DIAL and an improved 40-HOUR steel-cut pinion movement, with 
heavy nickel-plated OCTAGON CASE. He is easily wound and has a soft tick. 
His INTERMITTENT ALARM is insistent—not loud—he awakens but does not 
shock, He is well received in the best of homes. 


TICK-TOCK 


Height, 5 in. s Width 33% in. Plain Dil, $2.50; Ration Dial, $3.50. 

The medium size OCTAGON member of th e True Time Tellers Fa Family ly. He has 
an attractive 3% -inch DIAL. is “fitted with bowed glass ie an improved 40-HOUR 
steel-cut pinion movement with a heavy nickel-plated seamless brass Octagon Case. 
He is easily wound, hy soft tick, and has a big back bell which gives a long 


and loud STEADY CA 
TIP-TOP 


The new octagon-shaped watch, 14 size, thin model, neat and compact. Streamline 
design, nickel polished, semi-octagon bow, substantial antique pendant, corrugated 
crown easy to wind, pull-out set. Cubist numerals and skeleton hands. 


White Dial, $1.75; Radium Dial, $2.75. 
MAHOGANY FINISHED 


1-DAY TIME AND ALARM CLOCKS 
IBIS — ISON — INDO — IDOLE 


The above clocks are 4 inches in height and 8 inches in width. Fitted with 2'/4-inch 
Etched Silver or Black Radium Dials. Bowed Glass. 


INCA oe IDEAL 











Height, 3'/ inche Height, 4 Inch 
Width, 34 laches Boudoir Clocks width: sie ey 
Consumer’s Price 
Time Piece, Etched Silver Dial...........-.--- 00 ee eeeeeeees $4.00 
Rama, TRO BOGE Ts oo cc 6 ch cc whee wc ce rcesweseceess 5.00 
Radium Dials $1.00 Extra 
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HARDWARE AGE 


Sargent Planes and Squares are 
all that good 


CARPENTERS demand much of 
planes and squares. Indeed, these 
are two of the most important tools 
of the trade. Ina plane, they first 
want to know about the cutter. 
Is it of the finest steel? Will it 
hold a keen edge over a long 
period? Ina square, they are par- 
ticularly interested in the accu- 
racy of scales and tables. When 
you sell Sargent Planes and 
Squares, you can stake your repu- 
tation on their excellence in every 
single detail. 


In all Sargent Planes the cutter 
is of chromium steel—one of the 
toughest metals obtainable. It 
takes a keen edge and holds it. 
There are Sargent Planes for every 
purpose. The Auto-Set is a par- 
ticularly interesting line. The 
exclusive auto-set feature permits 
the cutter to be removed, sharp- 


tools can be! 


ened and replaced without chang- 
ing original adjustment. Yet the 
cutter never chatters, no matter 
how tough the wood may be. This 
plane is certainly built for good 
workmanship and speed. It has 
many points that will interest your 
non-professional customers who 
often need a good, simply con- 
structed plane for odd jobs around 
the home. 


Sargent Framing Squares are 
regarded by many carpenters as 
the most complete and helpful 
squares on the market. The scales 
and tables stamped on them are 
absolutely correct and final. They 
do most of the calculating for the 
workman. Show them to your cus- 
tomers together with the new 
Sargent Take-Down Square which 
can be carried in the popular 
shoulder kit. It’s a big seller. 


Sargent Planes and Squares are regularly advertised to the carpenter and builder 
trade. Folders imprinted with your name will be furnished for customer dis- 
tribution. Also ask for our Co-operative Advertising Service Booklet. 


SARGENT & COMPANY, dardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre St. 


Cuicaco: 221-223 W. Randolph St. 
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r and Over 
ain and Again 


USSWIN Hardware ad- 
vertising is not a hit or 
miss atfair—it is persistent 


and persuasive. 


The Russwin story is told 
over and over, again and 
again—new in detail, but the 
same in basic facts. Quality, 
economy and service are in- 


separably linked with the 


Russwin name. 


Home builders and home 
owners are learning the 
beauty and utility of Russwin 
Hardware, and are going to 


their dealers for it. 


This advertisement, in larger sizes, is part of the powerful 1924 Russwin advertising campaign which includes 
black and white advertisements in Elks Magazine, National Geographic, Literary Digest, Sunset Magazine— 
and in four colors in Architecture, Arts and Decoration, Atlantic Monthly, Century, Country Life, Garden 
Magazine, Harper's Magazine, House Beautiful, House and Garden, Review of Reviews, Scribner’s Magazine, 


Spur and World’s Work. 


“To Russwin-ize is to Economize—the Economy of the Best” 


Russell & Erwin Manufacturing Company 
fhe American Hardware Corporation, Successor 
NEW BRITAIN, CONN. 


New York Chicago San Francisco London 
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‘John! Have You Put Lanterns on Your List?’’ 
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IETZ advertising that is 

now appearing in lead- 

ing farm periodicals—reach- 

ing every corner of the coun- 

try—is a stirring reminder to 
your farmer customers that HN . 

<r vlogs f | if ; 4 : J; ? ys Lfitiveg if LWA 

new lanterns are needed. SS iy = N/A E mY aadldaddonh 














There is always more profit 
to be made on an item like 
Dietz Lanterns, which your 
customers come in prepared 
to buy and which require no 


— © er “That’s Right! I Want Dietz D-LITE Lanterns” 
O Sell. 








P sy It is more than possible that thousands of other 
e\J~. Johns will not be reminded by a faithful wife that 
they need lanterns. Why not let a Dietz Window Display 

———— PSs jog your customers’ memories occasionally? It pays! 
LANTERNS # — ~ 


mame), R.E. DIETZ COMPANY NEW YORK 


LARGEST MAKERS OF LANTERNS IN THE WORLD—FOUNDED 1840 
OUTPUT DISTRIBUTED EXCLUSIVELY THROUGH THE JOBBING TRADE 







R. E. DIETZ COMPANY, 60 Laight Street, New York 
Please send us without charge One Dietz Window Display. 
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“WICKWIRE” FENCING AND NETTINGS 
(ALL GALVANIZED) 


Enable you to supply your trade with a fencing or 
netting that is Durable, Rustproof and Attractive 








W. W. POULTRY FENCE 
The New Form of Mesh 


 ?—— hang straight and tight from post to post. Requires no rail at top or bottom. Will not stretch 
out longer at the expense of width as is generally the case with the ordinary forms of mesh. 
W.W. Poultry Fence is made full width and always remains $0. The horizontal wires where the strain 
comes are a full size heavier than the cross wires. The truss formation takes care of the contraction and 


expansion problem. 
WICKWIRE GRADUATED POULTRY FENCE 
Combines both Large and Small Fences Ali in One 


H*s eight spaces of one and one-eighth inch mesh at the bottom, graduating ate one and one- 
half, two and one-quarter to three and three-quarters inch mesh at the top. Acts both as a barrier 
against the straying away of the poultry and stock as well as a protection to them against prowling 
animals. Woven and galvanized on the same principle as W. W. Poultry Fence with no ends of wire 
to rust nor sharp bende to crack the galvanizing. 


HEX NETTINGS 
The Perfect Formed Mesh 


i the manufacture of Hexagon Mesh Poultry Netting we have a very large capacity, and with the 
most modern equipment in machinery and apparatus for putting the goods up, we have succeeded 
in placing upon the market a Netting of the highest grade. 


WICKWIRE BROTHERS, CorTLAND, NEW YORK  { 
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HIGH SPEED OIL BURNER 








Simple—yet Most Efficient 


FTER glancing at the preceding page you might ask, “How can 
an oil burner so simply constructed have all the unique features 
attributed to it and generate the intense heat claimed for it?” 
Below is an explanation of a few of the special features of the 

Lorain High Speed Oil Burner. But words cannot demonstrate the 

heating-efficiency or fuel-economy of the Lorain Burner. If, however, you 

will write to any of the American Stove Company Divisions listed below, 
an actual demonstration will be quickly arranged and you will be shown 








how easy it is to sell Lorain-equipped Oil Cook Stoves at a good profit. 


Combustion-Tube (Inner): The only part of the 

Lorain High Speed Oil Burner that can possibly be 
affected by the intense heat. Therefore, the inner 
combustion tube is made of heat-resisting “Vesuvius 
Metal,” and is guaranteed to give ten years’ service 
without burning out. The bottoms of both inner and 
outer combustion tubes are tapered. This prevents 
“boil-overs” reaching the wick. This taper-construc- 
tion also permits the use of a small-diameter wick 
with the heating-efficiency of a large-diameter wick. 


Wick (Lorain): Manufactured exclusively for 

the Lorain High Speed Oil Burner. Has the 
smallest diameter of any wick used in an oil cook 
stove. A small-diameter wick can be raised easier 
and truer than a large-diameter wick and, therefore, 
always has a more even burning-surface. Regardless 
of their small diameter, Lorain Wicks give more 
burning-hours because they have more burning-surface 
above the sleeve. The perforations in the wick-sleeve 
serve to engage the ratchet wheel at any point, and 
cause the wick to be raised and lowered with a rotary 
movement that insures an even burning-surface. Lorain 
Wicks seldom require cleaning. 


Head (Removable): Made of material that does 

not transmit heat from the combustion chamber. 
A one-quarter turn engages or disengages this Re- 
movable Head. When in position, the Removable Head 
allows just enough space for the Lorain Wick to 
pass. The wick fits this space so closely that par- 
ticles of carbon cannot get into the oil-chamber. Also 
the close fit of the Removable Head around the wick 
keeps the wick-sleeve from being carelessly turned 
out of engagement with the ratchet wheel. 


GUARANTEE 


Should the inner combus- 
tion tube of the Lorain 
High Speed Oil Burner 
burn out within 10 years 
from date of purchase, re- 
placement will be made 
entirely free of charge. 


AMERICAN STOVE 





Raiser (for Chimney): A simple device, operat- 
ing on the eccentric principle. Never fails to 
elevate and hold the chimney for lighting. 


Wick-Stop (Patented): Requires no adjustments. 

Always stops the wick at correct lighting-point 
which, with the Lorain Burner, is also the burning- 
point. In other words, after turning up the Lorain 
Wick for lighting, it is ready for continuous work—no 
further adjustment being required. 


Wick-Tube (Inside): All brass — corrugated to 

eliminate friction when wick is being raised or 
lowered. The corrugations also permit thorough sat- 
uration of wick from the inside surface as well as 
from the outside surface. 


The Red Wheel: American Stove Company’s 

mark of identification—a symbol of highest qual- 
ity guaranteed by the World’s Largest Manufacturers 
of Cooking Appliances. 


Wick-Tube (Outside): All brass, with bottom 

corrugated to give g-eat strength and rigidity. 
Note extra-wide space between wick and outer tube 
at all points, made possible by unique removable head 
feature. This construction insures easy movement of 
wick, prevents wick-sticking, and makes wick-changing 
quick, clean and easy. 


ALL PARTS OF THE LORAIN BURNER ARE 
MADE OF LONG-LASTING MATERIALS THAT 
RESIST THE MECHANICAL ACTION OF HARD 
USAGE AND THE CHEMICAL ACTION OF 
FUEL AND INTENSE HEAT, 


 f SS 


P 


Many famous makes of Oil Cook 
Stores are now equiphed with 
Lorain High Speed Oi! Burners 
including: 
Quick Meal—Quick Meal 
Co. Div., St. Louis, Mo. 
Clark Jewel—George M. Clark & 
Co. Div., Chicago, III. 

Dangler—Dangler Stove Co. Div., 
Cleveland O, 

Direct Action—Naticnal Stove Co. 
Div., Lorain, O. 

New Process—New Process Stove 
Co. Div., Cleveland, O. 


Stove 


1924 


COMPANY 


ST. LOUIS, MO. 
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10,000 Jobbers’ Salesmen 
500 Jobbers 


20,000 Retailers 
Profit by 


Champion Cooperative Campaign 
No. 94° — 


It increases sales from the newest cub to the star salesman 
himself. 


Something automatic. 


Starting from the retailer with a self written signed order 
waiting for the jobber’s salesman. 


MR. JOBBER’S SALESMAN: 


When the “old man” gets you on the 
carpet about Christmas time discussing 
1925 sales, does he know what our fac- 
tory does for its jobbers? 


No cost to retailer, jobber or jobbers’ salesmen. We pay 
the bills. For details write or wire 


CONSOLIDATED ELECTRIC LAMP CO. | 
208 Maple St., DanVers, Mass. 





For Sure Repeat Business 


* One jobber in each location entitled to this campaign 
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= Sata arya The Victor Flour Sifter is the highest grade man- 
Vrain ae FEA IT ufactured anywhere and yet it costs no more. 

— ' The beveled or V-shaped agitator made of three 
thicknesses is so folded and shaped as to give the 
strength and resistance of an arch, which striking 
the bowl at the correct angle, presses the flour steadily 
and evenly thru the wire cloth. 


Note the agitator has four blades, giving full efficiency 
to the operation of sifting. Housewives appreciate 
the care that has been used in the designing and mak- 
ing of this product. 


Glazed white enameled handles on strainers without extra charge. 
A strong selling feature that will appeal to your trade. 


Department A 


General Offices 
41 East Forty-second Street, New York 





N FRANCISCO LOS ANGELES SEATTLE 
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Victor Flour Sifter, No. 1 


Wickwire Spencer Steel Corporation 


WORCESTER on BUFFALO PHILADELPHIA DETROIT CHICAGO 
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Works at Fairhaven, Mass. 


ATLAS TACK CORPORATION 


Have you seen our 
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A 3 oz. package to retail at 5c. 


. 


A variety of plated steel tacks for a variety of purposes, in an at- 
tractive display case and the packages are in two colors. 


Fairhaven, Massachusetts St. Louis, Missouri 
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Works at St. Louis, Mo. 
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COPPER & ALUMINUM UTENSILS 





is settled— = * 


let’s get down to business. 

Because of the uncertainty that usually accompanies 
a Presidential year, stocks have been kept low. 

But now is the time “to get the house in order” for 
the big business in store for those who are prepared. 
Be ready for a record breaking percolator business 
with The Comprehensive Line of Rome Percolators 
—exceptionally fine makers of Good Coffee. 

See the panel below. Get in touch with your jobber 
or write us. 


ROME MFG. CO. 
Office and Factories: ROME, N. Y. 
BRANCHES: 
New York, 342 Madison Ave., Boston, 60 India Street 


San Francisco, 610-614 Wells Fargo Building 
Seattle, 302 Pioneer Bldg. 


Now that the election 

















—_- ——_ 











* 


~ 


y A Complete Line 
; Solid copper, polished or nickel plated, 
2° and aluminum—in styles and cup ca- 
pacities to suit every desire—at retail 
prices ranging from $2.00 to $5.25. 
This is your big opportunity to cash 
in on the popularity of the percolator 
way of making coffee. You can sell a 
better percolator at a reasonable price. 
And the answer is: “Quick turnover, 
and customer satisfaction.” 
We want to help you do a big perco- 
lator business. Cuts, folders imprinted 
with your name, and advertising as- 
sistance are extended to you. 











00 #g —_ $525 
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NATIONAL 


ALL STEEL 


Juvenile Vehicles 
A NEW STANDARD OF CONSTRUCTION 


Dealers—Parents and children are now buying toys that have far more than a few weeks of usefulness. 
They realize the full value of the National Allsteel Coaster and Scooter from the standpoint of utility as well 
as Master Toys. 

_Every point of construction has been carefully considered for durability—speed—class—and utmost con- 
venience. All bearings are incased—the wheels are large enough to ride easily and give greatest momentum. 

National Juvenile Vehicles give the dealer a line of Master Toys that sell at popular prices. A sample 
order will convince you of their exceptional sales value. 








Altace) Scouter 


A sturdy, speedy, well-balanced scooter with 9% inch disc ball 
bearing wheels, equipped with one-inch rubber tires. The foot rest 
has a non-slip ety design stamped in and also a beveled edge. 
The handle is of convenient length and easily controlled. he 
mud guards are reinforced and especially durable. The steering 
mechanism is well constructed and will not buckle under a heavy 
load or extreme abuse. 





Allsteel All-Purpose Coaster 


The National has day-in-and-day-out usefulness, will stand constant 
abuse and last for years. There is nothing to buckle or bend, each 
part is reinforced and protected. The box is large and roomy, the 
large rubber-tired wheels make it easy riding and speedy. The 
handle is sturdy and very accessible for coasting or hauling. Painted 
with attractive, durable colors. 





National Juvenile Vehicle Co. 
3860 E. 91st Street, Cleveland, Ohio 
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= Poultry 
- Netting 


The magnifying glass reveais great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, vet elastic, 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 


U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 


Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 


Yu Ua 1 na a a a rar 


Satisfied Dissatisfied 
Customers Customers 
are an are a 


Asset Liability 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : : : Indiana 
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Remington, Cash Registers 
Where they are put through their paces 


HIS is the Final Inspection De- keen-eyed, expert final inspectors, 
partment. Here each Reming- it’s right. 

ton Cash Register receivesthelast § This is one of the reasons why 
of many rigid tests 7 | the Remington 
and inspections @® | =] Cash Register is 
given it during the known as the new 
course of its con- and better Cash 
struction. If it Register. You 
gets past these ought to see it. 
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Akron, Ohio REMINGTON CASH REGISTER CO., Inc. Sioux City, Ia. 
Albany, N. Y. Factory and General Sales Office, Ilion, N. Y. Spokane, Wash. 
Atlanta, Ga. Subsidiary of REMINGTON ARMS COMPANY, Inc. a 
Baltimore, Md. pat tage amie / aie Springfield, Ohio 
. aker ington Firearms, Ammunition and Cutlery : 
Binghamton, N. Y. In Canada: Remington Cash Register Company of Canada, Ltd. St. Louis, Mo. 
Birmingham, Ala. 557 Yonge Street, Toronto, Ont., Canada St. Paul, Minn. 
Boston, Mass. Syracuse, N. Y. 
Bridgeport, Conn. Fargo, N. D. Louisville, Ky. Philadelphia, Pa. Tacoma, Wash. 
Brooklyn, N. Y. Fort Worth, Tex. Madison, Wis. Pittsburgh, Pa. Tampa, Fla. 
Buffalo, N. Y. — Fresno, Calif. Memphis, Tenn. Portiand, Me. Toledo, Ohio 
Charlotte, N. C. Grand Rapids, Mich. Miami, Fla. Portland, Ore. Toronto, Ont. 
Chicago, I). Harrisburg, Pa. Milwaukee, Wis. Providence, R. I. Trenton, N. J. 
Cincinnati, Ohio Hartford, Conn. Minneapolis, Minn. Reading, Pa. Utica, N. Y. 
Cleveland, Ohio Houston, Tex. Nashville, Tenn. Rochester, N. Y. Vancouver, B. C. 
Columbus; Ohio Indianapolis, Ind. Newark, N. J. Sacramento, Calif. Washington, D. C. 
Dallas, Tex. Jacksonville, Fla. New Haven, Conn. Salt Lake City, Utah Wheeling, W. Va. 
Davenport, Ia. Jersey City, N. J. New Orleans, La. San Antonio, Tex. Wichita, Kan. 
Denver, Colo. Kansas City, Mo. New York City San Diego, Calif. Wilkes-Barre, Pa. 
Des Moines, ia. Lansing, Mich. Oakland Calif. San Francisco, Calif. Wilmington, Del. 
Detroit, Mich. Little Rock, Ark. Oklahoma City, Okla. Scranton, Pa. Yonkers, N. Y. 
E. St. Louis, IIl. Los Angeles, Calif. Omaha, Nebr. Seattle, Wash. Youngstown, Ohio 


There is a Remington Cash Register built to fit your business. Get in touch with the Office nearest to 
you, and you will find our representative there willing and glad to make a complete demonstration. 
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Substantial, light run- 
ning. Mounted with a 
“Cleveland” Grind- 
stone, genuine Berea or 
Lake Huron grit, which 
we alone manufacture, 
19 to 22 inches in diam- 
eter, 134 to 2% inches 
thick. Frame can be set 
up in a jiffy—merely by 
manipulating one bolt. 
Shipped knocked down 
and crated 


STERLING ABRAS 


HARDWARE AGE 


~ 
\™N« 
iis Ss 
4 ym ZS ~ 


2 











[Bereee snow 
weeet litee 
poy Nt 


=o , 








In the early part of the nineteenth century a seri- 
ous writer exclaimed: “All a girl need to know is 
enough to reckon how much. she will have to 
spend to buy a peck of potatoes in case she be- 
comes a widow.” 


It was in 1833 that Oberlin College ‘‘did a daring thing 
by opening its doors to women.” In 1847 it gradu- 
ated Lucy Stone and even by 1860 there were only 
four or five colleges in the United States open to 
women. 


During all of this time, however, the famous Berea 
Grit grindstones were being produced at Berea (not 
far, by the way, from Oberlin College) and were be- 
ing used by the farmers of that day. 

These sturdy farmers came to have a great respect for 
Berea Grit which they passed along to sons and 
grandsons and today the third generation is using 
““Cleveland”’ Grindstones of this same Berea Grit pro- 
duced from the same quarries at Berea: 

This respect of three generations is translated into sala- 
bility of “‘Cleveland’’ Grindstones that probably is 
not equalled by any hardware items—*‘Cleveland”’ 
Grindstones are always desired by the customers of 
every hardware store. 

Be sure to obtain from your jobber an adequate stock 
—there’s always a market for ‘“‘Cleveland’’ Grind- 
stones. 


The Cleveland Stone Company 


Artificial Abrasive Division 


NEW YORK BOSTON CHICAGO 
283 Front Street 236 “A” Street 30 N. Clinton Street 
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There Were No College Women Then 





Harvest King 


Frame of heavy angle 
steel 114”%x 114"x Ye”, 
strongly braced and is 
equipped with our 
standard high grade se- 
lected “Cleveland” 
Grindstone. Shipped 
folded complete, stone 
crated separately to save 
freight. 
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AND STERLING GRINDING MACHINES 
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SOLID COPPER 


STORE FRONTS 





Kawneer 


Home wares, cutlery, tools, builders’ hardware— 





there is not a line in a modern hardware store 
that does not quickly show increased turn-over 
when properly displayed. Thousands of hard- 
ware dealers are now paying their rent from 
the extra sales pulled in from the displays in 


their modern Kawneer Store Fronts. 


If you plan to build or remodel your store 
you will want a copy of our new Book 
of Designs of Kawneer Store Fronts for 
Hardware Stores. 











THE 
KAWNEER 
COMPANY 
2617 Front Street 
NILES, MICHIGAN 


Please send me one of your 
new Books of Designs of Kaw- 
neer Store Fronts for Hardware 


“ATL COUPON fr BOOK OF DESIGNS: in 
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—the Only Fender on the | wo seen. co 
Markel that Combines \ ou um 2. -. 


is all you need. Just a screw 


Strength-Beauty-Durability at Low Price | tinea. casita 








hardware dealer to say “Send me six sets,” to his 
jobber’s salesman. 
If you are the kind of dealer who is on his toes for new 
products that will make money and have a quick turn- 
over—here’s your chance. 
Ask your jobber’s salesman—or write direct to us, giving 


jobber’s name. 


THE CORCORAN MFG. CO. 


The World’s Largest Manufacturers of Ford Replacements 
Norwood Dept. 9 Cincinnati 


J ta: one peep at this new fender has caused many a 
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CHRISTMAS SUGGESTION 


Many hardware dealers are selling extra 
tools oo; many Peerless Tool Kits by ar- 
roa © Christmas assortment. If you 
are imterested, fill in the attached coupon 
and we'll tell you how it can be done. 


FILL OUT—MAIL TODAY 














- THE CORCORAN MFG. CO. 

a CINCINNATI 

, Gentlemen :—Please tell me how I can make 

: extra money with your tool kit. 

- Ns ees eR eee ee nen) ees oe 66 

: DE hacks Ob tana 6a de os ene: acenedtiee pares 
Peerless Tool Kit : i iat a ta a a ial a ee 
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INDIA TIRES 


In Use Everywhere in America 
by Those Who Figure “Tire Costs” Wisely 


ob! Sak -: heead i Pe al 





Zellerbach Paper Co. uses 
India Tir 


In the Pacific Northwest, Portland, 
Oregon 


Sutherland’s Stage Line t 
Fageol buses on apn India. 1 “4 


Photo above shows part of the flect [i mm. | : ME aah 
by the Date be bes i gai ee coe et ee . bet 


Brown Cracker and 

Texas. 
Pe every line of business, from 
steel, India Tires are 


ween 
Scores of other icee Bus Companies 
have also found out that Indias 
suit their special requirements bet- 
any other bus type tire. 





0 
piling up big mileage records. 


For tire equipment on Invalid 
Cars there is nothing more satis- 
factory than India Balloon Cords. 
That’s why Stiles & Sons, of Akron, 
Ohio, use them 


Lumber trucks are invariably over- 
oaded. So “‘nothing but the best’’ 
aa will do. Which explains why 





Ltd., of Shreveport, Louisiana. 


The India Tire & Rubber Company, Akron, Ohio 


~ 


ae - 
“Min Gap 


_ 





are India equipped, because no othe: 
tire ever gave them so much mileage or so little trouble. 


These 29 delivery cars, operated by Regan’s Bakery, Minneapolis, Minn., 
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The 


Story 


Have You Ordered Your Copies? 


The Greatest Hardware Story Ever Written 


The story is told of a man who was uncommonly fond of 
peaches. Seeing some unusually fine peaches in a store he bought 
one, remarking: “I'll sample this when I get home—if it tastes 
as good as it looks I'll be back soon for a basket or two.” 


When he returned later and asked for several baskets for pre- 
serving, the dealer said: “I’m sorry, sir, but those peaches were 
quickly sold out—you should have placed your order.” 


Good books, like good peaches, are soon snapped up. This is 
already proving true by the advance orders for “Forty Years of 
Hardware” which will be ready in Book Form in November. 


Place your order now, with remittance, and avoid disappoint- 
ment. | 


By Saunders Norvell 


Hardware Age, 239 West 39th Street, New York City 
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The (4G Lys Way 


To Repair Punctures 





VULCANIZE FIRST 
fegatemmaagted.q2 
IT LASF 





Christmas Sales That 
Bring Year “Round Profits 


Most of your hardware customers own automobiles. Feature 
the 5-Minute Vulcanizer and help them simplify their “Gift for 
the Car”? problems. Even the woman shopper, who knows what 


a job friend husband has when he tries to fix a puncture on the 


road, will appreciate its usefulness. Its*inexpensive price will 


And every time you sell a Shaler you do more than make an 








: immediate profit. You lay a foundation for continuous repeat 
The Usef. ul, Inexpensive profits on Shaler Patch-&-Heat Units that millions of motorists 
Christmas Gift buy year after year to be used with the vulcanizer. The more 


vulcanizers you sell, the more of this repeat business you get 
without asking for it. 


Get This Xmas Sales Display 


Here is a real silent salesman—an attractively colored Christ- 
mas counter display—that reminds friends and relatives that 
a 5-Minute Vulcanizer is the Ideal Christmas Gift. Place it in 
your window. It will bring ’em in to buy. 


Ask your Jobber’s Salesman. He'll 
see that you get it quickly. 


C. A. SHALER CO., 1500 Fourth St., Waupun, Wis. 


5 Minute 


VULCANIZER 
TYPE M No.5 
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We are distributors for the 
following nationally 
advertised lines of Radio 
Apparatus and Supplies: 


Freed - Eisemann 
Radion 
Thermiodyne 
Brandes 
Acme 
Dubilier 
Premier 
Signal 
Balkite 
Erla 
Allen-Bradley 
Burgess 
Carter 
Eby 
All-America 
Baldwin 
Pacent 
Freshman 
Howard 
Raven 
Timmons 
Amsco 




















What a Radio Department 
Means to Your Store 


ITH the approach of the radio sea- 
son, hardware dealers everywhere 
are turning their attention to radio as a 
means of adding a handsome sum to their 
profits throughout the winter months. 
These dealers realize that a radio depart- 
ment in their store will benefit them in 
two ways: 

1. Increased profits through the incorpor- 
ation of a live growing line of business. 

2. Increased sales of other materials to 
customers who enter the store to buy 
radio apparatus. 

But these hardware dealers also realize 
the necessity of securing their stock of 
radio supplies from a wholesale house 
upon whom they may depend. They must 
be able to secure popular, reliable mer- 
chandise — the kind that customers know 
and demand—at a price which will insure 
a liberal profit for them. They must be 
assured of a source of supply large enough 
to meet all requirements, and of prompt 
deliveries from this stock. And further- 
more they must know that their whole- 
saler protects them by not selling at retail. 





When you make Harry Aiter & Company 
your jobber, you secure all these advan- 
tages—that is why we number hundreds 
of hardware dealers among our customers. 


Our monthly net price catalog, the 
“POCKETBOOK” will be mailed to any 
established dealer who writes for it on his 
letterhead. It is a complete buying guide 
to radio and electrical supplies. 


HARRY ALTER & CO. 


Wholesale Electrical and Radio Supplies 
Ogden and Carroll Avenues «+ Chicago 
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No. 88 Adjustable 
Storm-Proof Door Hanger 











A Simple Installation of Permanent Efficiency 


The sudden frosts of Fall—the early snows of Winter and the pelting rains of Summer are 
constant reminders for the farmer to provide better protection for his live-stock. 


The National No. 88 Adjustable Hanger is a practical equipment that assures a uniform 
market at all Seasons—in every locality. The worst weather holds no terrors for “No. 


88.” The National Dealer enlists the aid of Nature in increasing his sales! 

Its distinctive features, simple construction and easy operation provide sales points that 
convince the most skeptical—appeal to the most discriminating. 

Our Dealers Are Our Only Distributors 


It will pay you to write us for details of our 


Your Order Is Shipped the Day Received 


Our policy of selling only direct to our Dealers 


enables us to make immediate shipments at all 
times. It is also to the Dealers’ advantage, inas- 
much as they benefit by the extra saving and are 


policy and copy of complete catalog. We offer 
hearty cooperation and assist you in every way 
to select and sell items most appropriate for your 


assured of prompt deliveries from complete stocks. trade. A National catalog should be in your file. 


The cut below is an exact reproduction from our catalog. It clearly shows details of adjust- 
ment construction. The door is carried close to the rail, allowing no outside interference. 
Rollers are fully protected when hung with National Storm-Proof Rail. Hangers are packed 
in boxes of one paif each with all necessary bolts and screws for attaching. Packed one 


dozen pairs in case. 






No. 88 


National Manufacturing Co., 
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Proven 


Raymer Features Big Christ- 
mas Tree 


“We, of course, always have 

a large Christmas tree com- 

pletely trimmed. This tree 

usually stands right at the 

front of the store and gives 

the idea of Christmas to all 
those who enter or pass,” says the 
Raymer Hardware Co., St. Paul, 
Minn. 

This firm started advertising Nov. 
15 and will continue until Christmas 
Day. The store is profusely deco- 
rated and stock is moved so the holi- 
day merchandise can have the cen- 
ter of the stage. All kinds of toys, 
including electrical trains, skis, sleds, 
skates and many other kinds of me- 
chanical toys have a most satisfac- 
tory sale. 

Walter Raymer says: “Every de- 
partment helps on this Christmas 
business, and we make it a point 
to ask every customer, no matter 
what he comes in to buy, if he has 
bought his Christmas gifts. This 
year we have our radio department, 
which we expect to push heavily.” 





Uses Old Auto Tire for 
Wreath 


Mohr-Jones Hardware Co., 
Racine, Wis., decorates its 
store beautifully for Christ- 
mas. Old automobile tires 
are used to advantage. Red 
and green crépe paper or 
fiber rope is wound around the cas- 
ing, and sometimes silver and gold 
tinsel is intertwined in the process. 
This makes a huge wreath, which is 
finished off with a big double bow- 
knot of red silk ribbon, a sprig or 
two of holly is added, and in some 
cases Christmas bells are hung in- 
side. A few of these around the store 
give the right holiday atmosphere. 
They make excellent background dec- 
orations for the windows when sus- 
pended by two wide red silk ribbons. 


Gives Calendars for Xmas 


F. H. Retzlaff, New Ulm, 
Minn., says: “We decorate 
our entire store, which 
gives it a Christmas greet- 
ing. This, of course, in- 
cludes our windows. We 
place Christmas holiday goods on 
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Christmas 


our sales counters and give away our 
nice 1924 calendar. We have been 
doing this for the last 25 years, and 
we know that our customers are 
pleased with it because we enjoy a 
nice trade at this time of year.” 


Starts 60 Days Before 
Christmas 


Will M. Ott, Baraboo, Wis., 

believes that “the early bird 

catches the worm.” He 

started his Christmas ad- 

vertising and displays 60 

days before Christmas. He 
says: “We have added a very large 
toy department to our store, and 
make a special effort on window 
trims in the line of toys, which at- 
tracts the attention of not only the 
youngsters but the grownups as well, 
and brings them in better than any 
other line we could use.” 


Pyrex for Nicholas 


Pyrex glass ware is feat- 
tured by the Nicholas Hard- 
ware Co., Oak Park, IIl. 
Mr. Walker, manager, has 
the following to say about 
Christmas policies in this 
store: “Pyrex glassware has been a 
big item with us the Christmas sea- 
son for the past three years. Pyrex 
well displayed always sells. Glass- 
ware in etchings such as goblets, 
sherberts and iced tea glasses is ex- 
ceptionally good. Percolators in both 
stove and electric types sell.” 
Among the other items this firm 
emphasizes during the holiday sea- 
son are: “Fountain pens and fancy 
pencils and pocket cutlery. We use 
several items in the tool department 
as leaders, such as a plane, saw, 
braces, hammer and level. We fea- 
ture auto accessories at the Christ- 
mas season. Have found the ‘Buddy 
L’ toys exceptionally good. The de- 
livery truck with dump body, steam 
shovel, derrick and fire truck are all 
good. These are high-grade toys sell- 
ing from $6 to $12 each. In our 
sporting goods department we fea- 
ture bicycles, velocipedes, auto coast- 
er wagons, scooters, ice skates at- 
tached to shoes, and we also show a 
few tennis rackets, baseball and foot- 
ball items.” 
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Sales 


Hokah Hardware Ready for 
Bumper Christmas 


Hokah Hardware Co., Ho- 

kah, Minn., says: “About 

Dec. 1 we make the best 

window display we know 

how, using plenty of light 

and trimming. We aim to 
have a sample of everything usually 
bought for the children. The reason 
we do this is to have the children 
make their selections so they will tell 
their parents what they want, and 
naturally we will have the best 
chance to sell them. Parents want to 
get the things the children want and 
the children mostly want the things 
they see somewhere. 

“About the tenth we take out all 
the goods in the center of the main 
sales room and put in special tables 
with elevated shelves in the center. 
A canopy is built over the table to 
give it a display booth effect on both 
sides and the ends. We use Christ- 
mas crépe paper trimming and elec- 
tric lights. Breakable toys are put 
up a little out of the reach of the 
youngsters, others are placed low 
enough so they can handle them. We 
give the kiddies considerable rope 
around Christmas time, and a broken 
toy once in a while is made up by 
more sales. We cater to the stronger 
built toys.” 

Front-page advertising in the local 
paper, which takes only about two 
hours a week to prepare, brings in 
great returns to this firm. The ad- 
vertisement is in the form of a store 
paper and called “Hokah Hardware 
Happenings.” Christmas time finds 
this column full of suggestions for 
every member of the family, and it 
brings in the business. 





Bartholomew & Company’ s 
Christmas Plans 


Here is what Bartholomew 
& Co., Michigan City, Ind., 
does for Christmas busi- 
ness: “The week before 
Thanksgiving we changed 
the interior of our store by 
moving the regular displays to other 
departments, putting in the vacated 
space our Christmas tables, which 
are painted white. These are filled 
with our holiday display of toys, 
games, silverware, Pyrex, etc. The 


store is festooned with red and green > 
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Ideas 


Japanese roping and Christmas bells. 
Outside we have a special holiday 
sign. The day after Thanksgiving 
we start our advertising campaign 
through the newspapers and follow 
this up until the 24th, when we wish 
our customers a Merry Christmas.” 








Boosting General Sales 
Via Xmas 


The Williams Hardware Co., 

Streator, Ill., starts its 

Christmas campaign early. 

For several years the toy 

department has been a reg- 

ular department of this 
large store. The campaign for 
Christmas business starts early, 
about Nov. 15, and is in full swing 
now. 

This firm states that if it was not 
for the holiday business the ordinary 
demand for hardware would be some- 
what slack, but the gift items rang- 
ing from pocket knives to combina- 
tion ranges, help to keep up the 
volume during the last six months 
of the year. Charles H. Williams, 
president, says: “We find it with 
Christmas goods as with anything 
else in a small community—we do 
not sell so much of any one thing, 
but it is the endless variety that 
makes our volume of business.” 





How They Do It in Arkansas 


W. W. Meriwether Hard: 

ware Co., Paragould, Ark., 

says: “The electrical appli- 

ances and Royal Rochester 

ware were the biggest sell- 

ers with us last* year, and 
we believe they will lead this year. It 
is very easy for the hardware store 
to be ‘The Leading Gift Store’ of the 
community without having to buy a 
lot of special holiday goods for the 
occasion. The regular hardware 
stock affords a wide range. We al- 
ways carry the following goods, 
which are featured at Christmas 
time: Shot guns, rifles, air rifles, 
bicycles, velocipedes, boys’ wagons, 
hunting coats, hunting boots, hunt- 
ing axes, footballs, basket balls, 
punching bags, boxing gloves, gym- 
nasium equipment, pocket knives, 
razors, scissors, flashlights, plated 
and fancy ware, aluminum ware, elec- 
trical appliances, picnic baskets and 
kits and silverware.” 
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$40,000 in Toy Sales 


How the Erie Hardware Co. Did It 


of the kiddies in Erie, Pa., the 
é Erie Hardware Co. sold in ex- 
cess of $40,000 worth of toys in 1923. 
The Christmas trade represents more 
than 80 per cent of this volume, 
though Manager H. S. Schneider in- 
forms us that his poorest monthly 
sales volume in toys exceeded the 
$400 mark. 

Helping to make the $40,000 for 
the toy section, Schneider sales were 
$13,000 in dolls, $5,000 in games, and 
railroad toys brought in $3,000. In 
1922 in the same lines sales were 
$9,000, $4,000 and $2,000 respec- 
tively. His total toy sales in 1923 
were $27,000. These figures speak 
for themselves, and deal a deathblow 
to the doubting Thomas who says 
toys are not the most profitable 
Christmas hardware items. 

Sales begin to get heavy about Oct. 
1. The Erie Hardware Co. has 
handled toys for ten years, starting 
with a volume of $2,800 for the first 
year’s efforts. For four years this 
firm has handled toys all year. As an 
experiment Mr. Schneider did not 
handle toys for two years, and his 
general holiday trade suffered great- 
ly, convincing him once and for all 
time that toys were not only essen- 
tial but absolutely indispensable. 

The Erie Hardware Co.’s annual 
holiday toy sale is a merchandising 
feature hard to equal. It lasts ten 
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| Santa Says: 











“The best = to fill my pas& is at the Erie 

Hardware Tovkand. They w~4 three soiid floors of 

Toys, containigg almost anything a boy or gir) could 
want.” 


And trct? prices are down to the ‘cry limit 
» Think of that, you fathers and mothers \ ith many 
* stockings to fill. 
A Few Low Priced Suggestioi:: 
Teddy B Cash Itegisters 
Toys for Tn Komyy — 
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days; special help is secured, larger 
stocks are carried and the police no- 
tified to help keep the crowds moving. 
Last year the store was kept open 
only one-quarter of the time. The 
store force augmented by 22 extra 
salesgirls handled 5000 customers 
each day. The police locked the front 
doors whenever the store was full. 
The customers used the rear exit 
when their purchases were made. 
When 100 or more left by the rear 
door, another 100 were permitted to 
enter via the front. 

Large newspaper advertisements, 
billboards, street car cards, a street 
streamer and circulars helped draw 
the crowds. Thrift checks amounting 
to nearly $1,000,000 were distributed 
by Erie’s banks the same day the sale 
opened. 

This store handles toys selling at 
50 cents, $1 and up. The highest 
price outfit is an electric railroad 
system for $145. During the sale all 
kiddies received Santa Claus buttons, 
rulers, pencils and other inexpensive 
advertising souvenirs. The souvenir 
story spread all through the city, and 
every child in Erie was impatient to 
visit the store for his present. 

Children who came without par- 
ents were shown the toys in which 
they were interested. If possible, 
the child’s name and address were ob- 
tained for a ’phone solicitation to his 
parents. Many kiddies inspected the 
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stock, went home, told their parents 
and the parents in turned ’phoned 
the Erie Hardware Co. and ordered 
the desired toys sent C.O.D. 


The sale was from Dec. 10 to Dec. 
20. Great preparation was made for 
the event. Toys dominated the en- 
tire store. The main floor, second 
floor and every other available sec- 
tion were given over to playthings. 
The spirit of holiday giving was in 
the air. The salesforce talked it, felt 
it and sold it. In the wheel goods 
Schneider sold 150 juvenile autos 
and 25 dozen coasters last year. 


Miss Betty Bogery has charge of 
the toy sales. She has patience and 
shows more consideration and more 
of the human touch than the men, 
says this merchant. Miss Bogert has 
made a friend of every child cus- 
tomer, rich or poor. She treats them 
all alike. 

Mr. Schneider attends the New 
York and Chicago toy fairs looking 
for new merchandise, and usually 
places the bulk of his business at 
these two events. The toy sale in- 
creases the business of the electrical 
department and helps sell more cut- 
lery. 


Miss Bogert studies every game 
handled and every mechanical toy in 
the stock. She is a great believer in 
the practice of knowing your line if 
you expect to sell it. 
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Don’t Take Our Bring Your Chil- 


Word For It, ) dren to This Great 
Come and See Christmas Store 


Erie’s Great Toyland 
Is Open! 


With the biggest and most complete assertment of Toys that ever came out 
of. Santa's bag, the-Erie Hardware Store was never better prepared to 
supply the Christmas wants of every 
youngstér in Erie. 

Parents ure cordially invited to attend 
and to brimg their sons and daughters 
along. .Come early and often and stay as 
long a8 you like, for here in Erie’s Great 
Toyland you can satisfy your children’s. 
every wish at prices well within your 
means 


We will not attempt to list any portion af 
our great Holiday stock at this timey, 
knowing that this simple announcement 
will be sufficient to start the public of 
Erie towards this store for their Gift 


shopping. 


‘Etie Hardwa te Co. 


1220 State Street 1220 State Street 
iil! Wy DP, Only 33 Shopping 
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| West Santa's been here, 
The good, old dear, 
And he’s left as bis bag of toys, 
And also a note 
In which he wrote— 
“I hope these toys 
Will bring much joy 
' To every Erie girl and boy.’’ 
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Schneider’s Toy Record 


1922 1923 
sos on etek bead Ska wes oe wace $27,000 $40,000 
I a a i 9,000 13,000 
i ic Ln wb h wie dad 4S HWE Ro oes ilpahe 4,000 5,000 
ad ai nauk dansk Wee aRN ad en Oba ake Kie's 2,000 3,000 
a a ea mht a eactaNw ele eae 300 400 


Handled toys 10 years. First year’s volume $2,800. 
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You will find inspiration 
for your Christmas gift 
displays in the effective 
windows shown on this 
page. The window at the 
top of this page was one 
of Morehouse-Welis Co., 
of Decatur, Ill. That at 
the left sold much Christ- 
mas merchandise. Ludlow 
& Squier, Newark, N. J. 
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The fireplace in this window 
of G. B. Watrous Sons, Wau- 
kegan, Ill., proved an effec- 
tive means of injecting a 
real Yuletide spirit into this 
display of Christmas toys 
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This Christmas cutlery display 
was used with much success by 
Ludlow & Squiers, Newark, N. J. 
The window display to the right 
is well calculated to appeal to the 
housewife. It was used by the 
Mohr-Jones Hardware Co., of Ra- 
cine, Wis. 
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Electrical household de- 
vices are featured in a 
real Christmas atmosphere 
in the clever display of 
Senger & ee Portage, 

is. 
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The ‘‘Appreciated Gift’’ 


HINA sets and individual pieces of this ware 
make ideal Christmas presents for any woman 
married or single, old or young. You should find 
a large market at holiday time for glassware also as 
these two lines go hand in hand. Aside from the 
strictly gift market, you will find there is a good 
channel of distribution to the housewife who plans a 
family reunion, or a big holiday dinner party. The 
Christmas to New Year period is one of much enter- 


taining. Every woman has a great pride in her china 
and glassware and will wish to put her best foot 
forward during the holiday visiting season which is 
almost here. 

China and glassware is easily displayed with holiday 
atmosphere. Probably every home in your town could 
be sold an order in both lines. Few homes have 
who want presents for teachers, and other grown folks 
will find gifts suited to their pocketbook in a table of 
miscellaneous pieces such as salad dressing dishes, 
gravy bowls, cream and pitcher sets, bon bon dishes, 
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enough cups, saucers and plates for more than 12 
persons, and-many a holiday dinner party will have a 
greater number of guests. 

Don’t forget that the open pattern stocks are the 
best sellers, extras can be added and broken pieces 
may be replaced. If you kept an accurate record of 
china set purchases last year go after those customers 
this year for an extra service for six and for the 
replacement business on any broken pieces. Children 





vases, ash trays and the kindred small pieces. These 
can easily be obtained to sell for 50 cents, 75 cents 
and $1 each. 

Munson & Son, Medina, Ohio; Salem Hardware Co., 
Salem, Ohio; W. J. Pettee, Oklahoma City, Okla.; 
L. E. Wolf Hardware Co., Mt. Clemens, Mich., and the 
Morehouse & Wells Co., Decatur, IIl., whose recent 
china is displayed have found these facts to be very 
true in their china and glassware departments. These 
firms display their china and push it as suitable and 
profitable Christmas gift items. 
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Make [hisan Automotive Christmas 


Accessories Make Appropriate and Useful Gifts 


UTO accessories, particularly 

the winter items, make very 

appropriate, useful and highly 
appreciated gifts. Auto tools sets, 
horns, tire repair outfits, chains, au- 
tomatic windshield cleaners and 
many other auto items are being 
packed in special Christmas decora- 
tion boxes for the holiday trade. 
Most of these are packed in regular 
stock cartons covered with the holly 
paper in red and green. Should you 
carry any over, you can remove the 
holiday covering and sell the goods 
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in with your regular auto accessory 
stocks. 

At the recent Atlantic City con- 
vention the hardware jobbers spoke 
at great length on the tremendous 
sales opportunities for the hardware 
dealer who pushed auto necessities 
during the holiday period. 

There are two angles to be con- 
sidered. First play up the idea of 
giving the car a present in the way 
of a spare tire, tire carrier or some 
other part of equipment which it may 
need. The fact that many second- 
hand cars have been sold this year 


added to the figures which prove that 
many owners are using their old cars 
makes it imperative that these mo- 
torists buy accessories to keep their 
cars on the road. Christmas time is 
a good sales attack opportunity. 

The second angle is that of giving 
members of the family suitable auto 
accessory gifts. Driving gloves, tem- 
perature recorders, smoking equip- 
ment for autos, individual tools and 
auto tool kits, or any of the other 
numerous goods which come under 
this classification, will be welcomed 
as holiday remembrances. 
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HRISTMAS ttraditions are 
i pretty well grounded in most 
of us, and whether we be poor 
or rich the holiday season holds a 
peculiar charm all its own. The poor 
child cherishes its simple gift from 
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This Toy Hospital 


Brings Christmas Cheer and Profits 


repainted toys to the Sunshine Mis- 
sion for distribution. The Woman’s 
Club of the city got busy and spread 
the word around that all old and dis- 
carded toys would be made new and 
given to the poor children on Christ- 
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~ Tuese TOYS WILL BE GIVEN ON (HRISTMAS 
To THE POOR CHILDREN OF CEDAR RAPIDS 


THROUGH ! 


THE SUNSHINE MISSION 


STANDARD GLAS= SDAINTC. 


old Saint Nick with more joy than 
the rich child who is surfeited with 
elaborate presents. 

Here is what this firm, the Stand- 
ard Glass & Paint Co., did. They es- 
tablished a TOY HOSPITAL. This 
“hospital,” however, grew out of the 
original idea, which was to gather 
only a few toys and paint them up 
nicely to be used in the show win- 
dows to sell the idea of repainting 
toys to make them new and attrac- 
tive. Then the scheme broadened, 
and it was decided to give all of the 


mas morning by the Standard Paint 
& Glass Co. 

About two weeks before Christ- 
mas the avalanche started, after it 
had been given the proper push by 
the Woman’s Club. A thousand old 
toys were promptly delivered, and 
the lot consisted of all the items dear 
to the children’s hearts. Quite a 
number of them were not the paint- 
able kind—for instance, dolls—and 
these had to be redressed. So the 
Newspaper and Women’s Clubs were 
again brought into play. 
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Considering this whole scheme 
from a purely charitable angle, it is 
interesting to note that more toys 
and dolls were sent in than the Sun- 
shine Mission needed for distribu- 
tion, so other charitable institutions 


. 
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were called in to furnish names for 
the balance. The big day arrived and 
the Gyro Club furnished the automo- 
biles to deliver the gifts to the homes 
and it is believed that every poor 
child in Des Moines received a pres- 
ent on Christmas Day, due to the 
splendid plan worked out by this en- 
terprising company and the aid ren- 
dered it by the various clubs and 
organizations. 

Now consider the business angle 
of this Christmas scheme. Every 
poor youngster in Des Moines 
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thanked somebody or other for the 
Standard Glass & Paint Co. Every 
club member or church worker who 
assisted in the work felt as if there 
really was something worth while in 
Christmas. The local newspapers ran 
editorial columns and printed pic- 
tures of the Toy Hospital, and put 
the name of Standard Paint & Glass 
Co. before every family in the trade 
territory. Every person that passed 
along the street and looked into the 
busy workshop window, which is il- 
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lustrated, stopped and immediately 
decided that business folks like that 
were worth giving business to. 

The only expense was the time it 
took, because the volunteers per- 
formed a great portion of the labor. 
The cost of the paint used was slight 
and was not more than that used for 
an ordinary sign, but it had this 
difference from the sign because the 
message was burned into people’s 
thoughts and consciences, and was 
worth more than a signboard a mile 





long painted in the most brilliant 
colors. 

If you want real Christmas at- 
mosphere in your store that will get 
everybody in town talking about you, 
open up a toy hospital for the poor 
kiddies of your community. Then 
when it is all over just watch where 
the women’s clubs, the men’s asso- 
ciations, the church societies, the 
newspaper people and the folks who 
read newspapers buy their Christ- 
mas gifts and their hardware. 
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7 
8 
9 


10. 
11. 
your mailing lists. 


. Clean up the windows. 

. Festoon the store with crepe paper, holly and wreaths. 
. Use imitation snow on cotton or dark colored velvets. 

. Use plenty of tinsel in windows and in show cases. 

Put the merchandise out on gaily decorated tables. 
PRICE MARK EVERYTHING. 

. Place price cards in front of special articles or merchandise you want to move. 
. Double and triple your newspaper space. 
. Get your local editor to give you a write-up on your store decorations. 

Advertise some few items at special prices—for holiday sale only. 

Send out neat little Christmas announcements to all the accounts on your books and to 


Xmas Pointers 


12. Accept deposits on Christmas gifts and announce it in the papers. 
13. Put a Christmas tree in the window and decorate it with tinsel and the regular deco- 


rations. 


white—and let these lights filter up through the tree. 


14. If possible, have a Santa Claus on duty certain days and evenings. 


of candy kisses for the kiddies. Have him visit the schools or come to town by train, auto or 


sleigh, and have the crowd assembled to greet him. 
15. Tie up your packages in Christmas paper and have a supply of holly boxes handy for 
the merchandise you sell which is to be given as presents. 
16. Tie up packages with bright colored cords and seal them with Christmas seals. 
17. Have a supply of Christmas cards handy, so your customers can put their card in the 


package when you wrap it up. 


Because— 


Place a concealed spot light underneath it with a red globe—also one of blue and 


Fill his pocket full 


Your profits this year may be represented by the extra cash you take in during the remain- 


ing weeks of the year. 


The satisfactory condition of your inventory may depend upon how successful your Christ- 


mas sales were. 


The forecasts for Christmas business are better than last year. 


be spent this year. 


There is more money to 


AND—don’t forget—SANTA is your best customer—HE PAYS CASH! 





PIO DAA ATIC LE a 











66 





ms 
ee Ss 


OMEN, 

’'a) Christmas gifts, a fact which 
first of all suggests the various elec- 
trical appliances which beautify the 
home and make the burdens of house- 
keeping seem less like burdens and 
more like pleasant duties. An elec- 
tric toaster, iron, waffle iron, coffee 
percolator, heater or warming pads 
add to the comforts of a comfortable 
home. A vacuum cleaner or washing 
machine would be most acceptable as 
a present to wife or mother. 

Cheney & Crider, Mansfield, Ohio, 
sold 8 washers for cash last Christ- 
mas by the efforts of a concentrated 
ten-day campaign among the men 
folks of the town. They were ap- 


too, like practical 
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pealed to on the basis of household 
efficiency and labor saving for their 
wives. These angles were combined 
with the thought of a useful holiday 
remembrance which would last many 
years and bring joy to the woman’s 
heart for a long, long time. 

In addition to the eight machines 
sold for cash, about six were sold on 
time or deferred payments through 
the same efforts in the campaign. 
Many personal solicitations were 
made to downtown business men. 
These men were visited and ’phoned 
as a follow-up to a circular letter. 

Lamps are mighty fine electrical 
gifts for school girls as well as 
grown-up ladies. A student’s read- 


campaign. 
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aaa Practical 
= Christmas 


| Gifts 


Last year Cheney & Crider sold 8 
washers during a 10-day Xmas sales 


Play up “The Live Wire 


Line” this Christmas, it will bring you 


dollars and prestige. 
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ing lamp, or one that will clamp on 
anywhere is appropriate for either 
boy or girl, man or woman. 

When you make up a display of 
electrical holiday gifts don’t over- 
look Christmas tree light decora- 
tions. The Green Bay Hardware Co., 
Green Bay, Wis., does not overlook 
any of these items when making up 
its window and interior displays. 

F. A. Walther combines his elec- 
trical goods display with silverware, 
casseroles and teapots, and finds this 
general tie-up very successful not 
only at holiday time but throughout 
the year. 

Play up “the live-wire line.” It 
will bring dollars and prestige. 
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When Santy Comes to Town 


He Usually Planks Down at Least 10,000 
in Hardware Dollars 


¢. OW would you like to be able to 
lg. know that Santa Claus was go- 
‘ ing to come into your store and 
plank down 10,000 cold dollars in cash 
every Christmas? Well, that is ex- 
actly what Cleveland-Matthews Hard- 
ware Co., Pine Bluff, Ark., knows, but 
they are able to inveigle a little more 
each year from the jolly old man with 
the red coat and the long white 
whiskers who, in most families, is 
affectionately known in ordinary life 
as just plain—Dad. 

Just think of it—$10,000 in cash 
for two weeks of good, hard work! 

But this is a regular thing with 
this enterprising firm and now the 
chief concern is to see how badly 
they can beat last year’s records. 
Here is part of the regular pro- 
cedure used in separating so much 
good coin of the realm from its own- 
ers: Early in November the resi- 
dents of Pine Bluff and its trade ter- 
ritory are advised through the local 
papers that Santa Claus will arrive 
in town all ready for business, and 
he will make his headquarters at the 
Cleveland-Matthews hardware store. 
The date and time of his arrival by 
train is also announced, and he al- 
ways comes on Saturday so all the 





children can meet him. He has to 
come by train because not many Ar- 
kansas children see a great deal of 
snow. 

The Cleveland-Matthews store is 
just across the street from the sta- 
tion, but a large truck was waiting, 
and into this climbed Santa for his 
annual trip through the town. Of 
course, the auto was gaily decorated 
for the occasion. By actual count by 
the mouth method as relating to the 
number of bags of candy that mys- 
teriously disappeared down “little red 
lanes,” some 500 children welcomed 
the old gent from the North Pole to 
Pine Bluff. He brought with him a 
toy automobile to be given away to 
some youngster the Saturday night 
before Christmas. Every 50-cent 
purchase got an equal chance, and 
let it be stated right here that some 
25,000 tickets were in the box when 
the lucky number was drawn. That 
meant $12,500 in cash had been taken 
in. 

After the ride through the town, 
it was generally understood that 
many new and fine things had been 
sent on ahead and were all ready for 
display at Cleveland-Matthews’, and 
that very evening Santa would be on 
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hand to throw open the doors and 
welcome each child into his work- 
shop. It was arranged that all the 
visitors were to come in at the front 
of the store and go up to the toy de- 
partment, and after they had made a 
complete inspection they passed out 
by the rear stairs, where the “old 
Boy” was on hand to give them more 
candy and to listen to what they had 
decided they wanted him to bring 
them for Christmas. By this time 
these wishes were well understood 
by the accompanying parents, and 
many of the salespeople who were on 
duty in the toy department, so it was 
easy to get a line on a good lot of 
live prospects. 

After conducting this kind of 
Christmas campaign for several 
years, the Cleveland-Matthews Hard- 
ware Co. has come to the conclusion 
that the toy buying does not actually 
start until they give it the “send-off.” 
Consequently, the business is most 
profitable if handled properly, and 
after repeating this program they 
know that Santa’s arrival in Pine 
Bluff has become an institution and 
a most profitable one. The firm has 
arranged toys to appeal to kiddies 
of various ages. 
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HE Mohr-Jones Hardware Co., Racine, Wis., goes will note it also announces to all of Racine that 

after the profitable Christmas gift trade in a Mohr-Jones is the place for useful Christmas gifts. 
big way. Not only does this firm make up attractive This signboard was used to pull holiday trade last 
window displays with holiday merchandise, but you year. 
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Practical Pleasure 


Gifts 


The smrit of Christmas is 
well typified in this win- 
dow display of the Henry 
Heick Hardware Co., 
Louisville, Ky. The dis- 
play is devoted to gifts 
that will bring practical 
pleasure to all the mem- 
bers of the family 
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Syncopated. Music Helps Sell 
$20,000 in Hardware 


people who run cafés and restaurants always 
know their patrons will spend more money 
when the music is good. Some business concerns 
also find that music on special occasions helps sales, 
but it has been left to a hardware dealer to discover 
that some good lively music will help folks loosen 
the strings to their purses when it comes to Christ- 
mas shopping. 

William E. Barnes, Memphis, Tenn., has earned 


Bhi ae hath its charms, so the poets say. But 





* 


for himself a reputation of doing the unusual in the 
hardware field with unusually profitable results. He 
is the young man who sells $100,000 worth of paints 
a year and a like amount of electrical fixtures. 

Last Christmas he decided to get his share of the 
Christmas shopping and he knew that the volume of 
his sales would depend upon the crowds he was able 
to get into his hardware store. So he hired the best 
jazz band he could lay his hands on and set them 
‘to work. He advertised in the papers and he ran a 
big sign across the front of the store. The illustra- 
tion shows the band while it was resting between 
selections. 

The records show that a little over $20,000 in cash 
passed into the Barnes’ cash register on toy sales. 
The expense of getting this business in the way of 
extra features was $1,000—but it was worth it. The 
toys were all grouped so they could be easily seen 
and attractive signs placed throughout the store for 
folks to “wait on themselves,”’ which they did. 


After the small remaining stock was inventoried 
and checked up it was not found that any had been 
stolen or if any had disappeared it was too small an 
amount to be discovered. This is a point that has 
held many merchants from putting their stocks out 
on display tables where it could be easily handled, 
but from Mr. Barnes and other hardware merchants’ 
experience it seems to be pretty well proven that the 
average customer is honest. 

The decorations, large flat display tables and at- 





tractive signs, all helped to give the Christmas at- 
mosphere and reduced buying difficulties to a mini- 
mum. Folks get pretty tired shopping for Christmas 
and the merchant who makes it easy for them to buy 
the goods and get out of the store is not only going 
to sell more at that particular time but will earn 
their lasting friendship and patronage. 

The day before Christmas Mr. Barnes announced 
a substantial reduction on several items on which he 
had large stocks and some on which sales had not 
been as heavy as expected. This big announcement 
jammed the store all day and cleaned out the stock 
so that there were only a few shelves needed to store 
away the “left-overs.”’ 

If you have a high school orchestra or a profes- 
sional band in your town, put them to work a few 
days before Christmas. A little lively music will 
make many feet forget they are tired and that means 
the pocket book will still go on doing its duty and 
increasing the totals in your cash register. 
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Silverware —The Gift of Gifts 


ILVERWARE has properly been called the “gift of gifts.” There is nothing that so 
S keenly delights the heart of a lover of beautiful things as silverware. It is cherished 

by the owner and then passed on to his or her descendants and cherished by them in 
turn. As the holiday season approaches, the théwghts of thousands turn to silverware as the 
ideal Christmas gift. If you are to take the fullest ‘possible advantage of the Xmas market you 
must feature your silverware in the most attractive way possible and inject into your displays 
a real Christmas atmosphere. The illustration of a window of the Mohr Jones Hardware Co., 
Racine, Wis., contains suggestions for a really effective Christmas display. 








Christmas Slogans 





Here are some good Christmas slogans. Try playing What housewife would not appreciate Pyrex? 
them up on your displey cards and in your ads this year. The present of shot gun or rifle is one of the most 


/—e- 
Who wouldn’t appreciate an electric reflector heater? eventful ee of a boy’s life. ae 
Pencils and pens make prized possessions Oh boy! Don’t forget to show them all the electric irons. 


Aluminum and enameled ware are “gifts of utility.” 


Little tots keep out of mischief with toys. Silverware is a treasured gift. 
Dolls are becoming as staple in hardware stores as Insist that Christmas presents be practical—no “jim 
eight-penny wire nails. cracks.” 
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Don’t F orget Milady’s Hitchen 


a man’s heart is through 

his stomach—and one of 
the ways to a woman’s 
pocketbook is through her 
kitchen. Particularly at this 
time of the year—with the 
Christmas season but a 
few weeks away—Milady’s 
kitchen is prominently in her 
mind, for Christmas is the 
time of celebration and feast- 
ing and the household culi- 
nary department must be in 
Al order. 

As every hardware man 
knows, a window display of 
bright, shiny kitchenware is 
one of the surest ways of 
arousing the buying instinct 
of milady. Every woman 
wants an efficient, shiny 
kitchen. Its completeness is 
only limited by her ability to 
buy the necessary equip- 
ment. . 

It has been shown from 
the experience of hardware 
retailers throughout’ the 
country that the kitchenware 
is one of the most consistent 
sellers during the holiday 
season. And for this reason 
every effort expended in mak- 
ing this department as at- 
tractive and Christmasy as 
possible will be well repaid. 
Merchandise can be featured 
advantageously on_ special 
tables near the entrance of 
the store, where it is impos- 
sible for women customers to 
overlook it and where they 
have ample opportunity to 
pick up and examine the 
various articles of display. 
A real Christmas atmosphere 
can be secured by the simple os Se 
expedient of using a few | eee 
sprays of holly, red ribbons, : | | 
and appropriate’ display 


Z is said that the way to 











cards. Window displays of the type suggested in the above illustrations will be 
sure to attract and hold the interest of women buyers. These model kitchens 
were used by the Odell Hardware Co., Greensboro, N. C. 
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“For Dad - 


Safety Razor. 
Set of Pronk 


“Sor Mother - 


Vacuum Cleaner 
Electric:Washer 


Casserole, Fishing Rod. 


| 1. Electric Iron, bo ae fe 
' | Kitchen Cabinet, | — 4 oe rae 


Silverware Camera 
































q¢ Sor Boys Girls 
\, S*: Sleds, Bicycles, 
_ Skates, Dolls. 
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You will find ideas for your Christmas display cards in the above suggestions of Joseph Bertram Jowitt 
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By L. E. McNaughton 


Push Paint to Sell It 








The hardware store is a logical medium for paint distribution. 


Every 


householder in your community is a prospective paint customer, and in this 
article you will find some valuable suggestions for most effectively reaching 


your trade. 








VERY owner of a weather-worn 
GF flivver, every owner of a sun- 

burned house or cottage, every 
owner of a shabby garage or win- 
dow box is a prospect for the sale 
of paint. 

Eivery hardware store is the log- 
ical place in which to buy paint, and 
if you do not have a paint depart- 
ment now you will have some day, 
and only then will you realize what 
opportunities you have missed. 

The Bunting Hardware Co. of 
Kansas City, Mo., realized the possi- 
bilities in paint soon after opening 
this department, and in the past two 
years has more than doubled its floor 
space, stock and sales. 

To build up a department of this 
size meant no end of work on the 
part of the department manager, and 
he discovered many things, among 
them that if you would carry paint 
you must carry a complete supply of 
paint and paint equipment. Never 
give the customer an opportunity to 
say: “Oh, well, if you haven’t what 
I want I'll go to a regular paint 
store.” 

The first requisite, of course, is to 
stock your department with a stand- 
ard, guaranteed paint. 

The manager of the department 
must be a person who is qualified to 
make estimates on any kind of a job 
for the customer. The customer will 
expect and demand this, and when 
the customer is able to give the 
measurements of his house or barn, 

it is a simple matter for the sales- 
‘man to estimate the number of 
square feet to be covered, and his 
paint charts will tell him how far the 
paint will go in covering this area. 

The paint department will have al- 
most as many women customers as 
men, and the department must al- 
ways be kept in mathematical order 
so as to create the best impression. 

Customers must find a complete as- 
sortment of colors of house paints, 


and enemels and finishes of every 
description. The next group of 
shelves will hold lubricating oils of 
every consistency, and just below 
are shelves holding the various 
sizes of containers of oils for mix- 
ing paints. Closely adjacent are 
rolls of the ever-useful steel wool. 

Brushes should be displayed for 
the quick choice of the customer, and 
arranged according to size, quality 
and use. Panel doors faced with 
green felt which open out can show 
a compartment of drawers, each 
one for a different. kind of brush. 
These should have handles for pull- 
ing out, and each drawer plainly 











Have You Ever 
Stopped to Think? 


Have you ever stopped to think of 
the amount of paint that will be used 
in the weeks preceding Christmas—of 
the floors, walls and furniture that will 
be repainted? If you feature paint 
prominently during the pre-Christmas 
period—you will find the time and 
effort spent in pushing this line will 
be returned many times over in profits. 








labeled with the stock number of the 
contents. 

Besides making estimates, the 
salesmen must know just which 
brushes to recommend for the job in 


question, the size, the quality, the 
weight, the shape. He must also in- 
struct the customer in the care of 
brushes, and, moreover, must be 
able to advise about the fillers to be 
used for certain woods; must know 
how paints can best be removed, and 
must be able to demonstrate the re- 
moval as well as the application of 
paints if required by the customer. 

Perhaps it is only dancing wax 
that the customer will ask for, and 
then again it may be regular floor 
wax with possibly a waxer or pol- 
isher. 

Each paint department that hopes 
to build up its business carries a full 
line of samples of tints, color cards, 
also a quantity of pieces of grained 
and ungrained wood upon which to 
do sample demonstrating. 

Besides the house paint and barn, 
the flat finish and the enamel finish, 
there are cement and concrete coat- 
ings. There are shingle stains and 
silo preservatives, wagon paint and 
bath tub enamel. There are paints 
for staining and varnishing at the 
same time, there are screen paints, 
there are Japan colors and gold and 
silver finishes. , 

With these paints and their uses 
the paint man must be fully conver- 
sant, and he must not only be able 
to tell the customer how to use but 
he must make him want to use them. 

So as not to let the customer get 
away to his competitors, the hard- 
ware paint department should also 
carry wall paper cleaners, step lad- 
ders, furniture polish, gasket rub- 
ber, glue—both prepared and raw— 
rosin, putty, graphite and wood dyes. 

Stencils are very necessary. Many 
good-looking finishes are composed of 
two delicate tints combined to make 
wall and ceiling with a_ stenciled 
border of a darker or contrasting 
shade. 

Dry colors, colors in oil, graining 
fluids, tools for graining, all these 
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find their places in the up-to-the- 
minute paint department. 

The Bunting store also carries a 
complete line of oil cans for every 


kind of a job; it carries sprayers. 


and insecticides. Those whose trees 
are infested with cut worms, bag 
worms, moths and other leaf-eating 
worms find the proper antidote for 
these pests. Full directions for mix- 
ing the insecticides and spraying are 
theirs for the asking. 

This big western store carries 
seeds in the paint department. A 
full line of the highest grade of 
flower and garden seeds is shown in 
a very nice display. There are also 
clover and grass seeds and onion 
sets. The seed and paint departments 
do not conflict, and can be carried to- 
gether very nicely, keeping the paint 
man busy the year around. 


HARDWARE AGE 


Advertising novelties come _ in 
handy with this department. The 
customer buying screen paint is 
pleased to have a good fly swatter 
wrapped with his order. The man 
who is redecorating his house finds 
a yard stick very useful. Everybody 
seems to want a bottle opener and 
key ring souvenir, and one is sur- 
prised at the number of painters’ 
caps that are passed out from this 
department. 

The three essentials for a profita- 
ble paint department are a good 
stock of a standard grade of paint, a 
good-looking department, kept in or- 
der, and a capable manager for this 
department. 

With this much of a foundation to 
build upon, the paint department 
will prove a money maker in any 
hardware store. 
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Capitalize on it, for it is your le- 
gitimate business. 


New Directory Issued 
of California Mfrs. 


A directory of California Manufac- 
turers has been issued by the Cali- 
fornia Development Association, Ferry 
Building, San Francisco. It is declared 
in its foreword to be “Step No. 1,” in 
the program to improve market condi- 
tions and to extend the markets for 
California manufactured products. 

It is published by the state-wide in- 
dustrial committee of the association, 
under the chairmanship of Charles E. 
Virdenis. The contents are arranged 
for ease of reference into alphabetical 
geographical products, California facts 
and catalog sections. 














“Dad Promised He a 
Radio for Christmas” 





WO small boys were standing on a street corner one day engaged in 
an animated conversation. “Have you a radio?” asked one. 


“No,” replied the other little fellow, “but my Dad has promised to 


get me one for Christmas.” 


If it were possible to obtain accurate figures as to the number of 
dads who have promised their sons radio sets for Christmas, there would 
probably be few hardware stores which were not preparing to feature this 
line strongly in preparation of the Christmas demand. 


Radio has obtained a tremendous hold on the American public. It is 
no longer a novelty, or a luxury, but a necessity. Wherever you find a 
home without a radio set, you may be sure that its absence is keenly felt, 
and that one will be purchased before - long. 


A radio set, or a kit of parts necessary to construct one, are ideal 
Christmas gifts, as are also a loud-speaker, battery, battery charger, or 
other radio accessories. 


Play up your radio department this year with this thought in mind. 
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Liabilities 


By Saunders Norvell 


HAVE a nice collection of notes on liabilities— 
financial liabilities, bad health as a liability, bad 
manners as a liability, poor dressing as a liabilty, 

bad habits as a liability, the wrong kind of friends as 
a liability, etc., but the writing of this article has 
been pushed into the background from day to day by 
more important matters, so in my odd moments on the 
train and in the subway, my mind has worked, asking 
questions about the greatest liability. What is the 
greatest liability? 

In these articles, written for a trade journal, I know 
I should be practical. I know I should pass out wise 
advice that the aspiring young man can grab, practise 
and climb upward to fortune on, but unfortunately I 
have such a peculiar mind that the more practical 
notes I make the more my mind goes back of these 
notes to first causes. Instead of writing about the 
concrete, which is so easy, my mind will drift to the 
abstract. Gee ra 


At regular intervals here in our own business I 
address a gathering of salesmen. Every time I talk 
to these salesmen or to other salesmen I have a feeling 
of utter futility. What is the use? I look at the 
upturned faces of my audience and I am depressed 
with the idea that in a very large measure I am wast- 
ing their time and I am wasting my time. I know 
very well that in order to get the right kind of sales- 
force I must go way back beyond this meeting. I 
must start, first of all, at the selection of these sales- 
men. What a great deal of time and attention should 
be given to this selection! How these prospective 
salesmen should be studied! A very considerable per- 
centage of these salesmen will never make salesmen, 
and I know it. Still, I talk to them. Just to talk and 
hope the talk will do some good is such an easy way 
out of a very grave problem! After I have talked to 
these salesmen, sometimes I call them into my office 
and have an individual talk. Sometimes I ask them 
questions about their customers and about their terri- 
tories. I size up some of the weak brothers. They 
are square pegs in round holes. To attempt to work 
with them and get results is discouraging, but why 
not face the real fact? It is not their fault—it is our 
fault. They should never have been sent out as sales- 
men. Somebody who hired these men and put them 
out was not giving the sales problem his best thought 
and consideration. He was gambling. He was taking 
a chance when he knew it was a chance. He was not 
thorough in his work. He did not try hard enough 
to find the right man. He did not give time and 
_thought to his job. You see, I am talking about the 
other fellow. I am passing the buck. I guess I am 
that man! These poor, dumb creatures who were 
never intended to be salesmen are my own creation. 

% * * 

Some of these men will never be real salesmen be- 
cause they lack certain essential qualities. Here are 
some of them: The right kind of ancestors, the right 
family bringing-up, the right kind of education, imagi- 
nation and quickness of mind, but, beyond all these 
things, one supreme quality in salesmanship — 
COURAGE. a ae 


As I thought and thought about this article on liabil- 
ities, it appeared to me that the greatest liability in 
life is lack of courage. Ido not mean physical courage 
only. I mean spiritual and mental courage as well. A 
coward is not only afraid to face facts but, what is 
worse still, he dodges them. He slides around. He 
never sits down with the cold facts of his life and 
fights these facts to a finish. 


*” ¥ * 


Once I had a business partner and he could kill 
more enthusiasm and pour more cold water on a meet- 
ing than any man I ever knew. I studied this man 
and I discovered that he was a coward. He had two 
policies in life—whenever trouble faced him the first 
was, can the issue be postponed? If he could not bring 
about a postponement then his next policy always was, 
let’s compromise. This man never fought any issue 
out to a finish. He sidestepped and dodged all of his 
life. 


* * % 


Last night I entertained a very intelligent Western 
wholesale man, one of our customers, at the Lotos Club 
here in New York. This man was educated as a 
lawyer. He practised law. The necessities of an estate 
made him the head of a wholesale business. He has 
been unusually successful in this business. We had 
a very frank and amusing talk. We talked abstract 
things. At least, if the average salesman had heard 
us talking, he would have thought that I was going 
about the increasing of this account in a very peculiar 
manner, and he would have thought, too, that this 
prospect was also answering not according to the 
Hoyle of salesmanship. 

% * * 

As he sipped the excellent coffee of the Lotos Club 
this former lawyer said: “All kinds of pressure is 
being brought to bear upen us from all directions to 
push certain lines of goods. It is not a question of 
buying these goods because we already have complete 
lines of them in stock: You real problem is not to 
take our orders but it is to get our organization to 
push your lines. Now, I am the president of our com- 
pany, and if you had a man who would call on me at 
regular intervals and who had the personality to com- 
pel me to push your lines, our sales of your goods 
would naturally show a very large increase, but,” said 
he, “your salesman who calls on us has never especially 
impressed me in any way. Yes, he is a nice fellow— 
nice-looking, pleasant, good habits, and when I see 
him in our place he seems to be attending to business 
—but you know, there is another man who comes to 
our town and who represents one of your competitors. 
This other man is really a big, brainy fellow. He is 
a man not only with very pleasing manners but some- 
how, whenever he talks, we all listen to him. Of 
course, it is hard to describe, but if you could get a 
man just like him—a man who would hold our atten- 
tion—your business with us would certainly increase.” 

* * * 


“But what does this man do?” I asked. “What is 
his peculiar ability?” “I can’t tell you that,” said our 
customer. “Everybody in our place knows that as a 
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man he is way above the average. Yes, he talks to our 
salesmen, and when he talks they all listen. Now, of 
course, your goods, by chemical analysis, may be just 
as good as his. Your prices may also be just as low, 
but somehow, this man, by his personality, puts his 
line all over your line. I do not know why it is and 
I cannot explain it, but one simply feels that a man 
like this must sell the best line in the market.” 
x * * 

“But,” I said, “there must be something about this 
man that is different. Can’t you think of some one 
characteristic?” Our customer puffed his cigar, looked 
at the ceiling and finally replied: “Well, there is one 
thing about him and that is he is not afraid to tell 
you the truth. Of course, he has good manners. He 
is not offensive. He is even diplomatic, but he is cer- 
tainly not afraid to tell us the truth about some of our 


shortcomings.” 
% % ¥ 


There it was again—C OURAGE! This unusual 
salesman had courage. He was not afraid. He was 
facing the world and his customers four-square. 

% + * 

A friend of mine in France wrote me that he would 
send me a book called “Ariel.” It was the life of 
the poet Shelley, written by a Frenchman. I waited 
but the book never came. I have a good many friends 
who promise to send me one thing and another, and 
now that I stop to think of it I find they are forgetful. 
Never being able to pass the window of a bookshop, I 
stopped recently, and there in the window was “Ariel.” 
I bought it. 


% % % 


This is a curious book. It is supposed to be the life 
of Shelley, and it is his life, but hardly a word is said 
about his poems and his wrilings that made Shelley 
famous. All the Frenchman writes about is Shelley’s 
domestic difficulties—where he lived, how he lived and 
all of his troubles—and Shelley certainly had a peck 


of troubles! 
%* * 


I think, however, if 1 had written this book that I 
could have made just a little more out of it than my 
friend the Frenchman did. Possibly, though, his 
method of writing is more subtle than mine. He did 
not draw diagrams nor did he do any preaching. 

In a very ironic manner he told the facts about 
Shelley’s life, and the reader was supposed to have in- 
telligence enough to get the reaction. Now, you see, 
this French author had not devoted a large part of his 
life to talking to salesmen. One of my partners has a 
habit of saying to me: “Here, here! Stop talking to 
me with that Sales Manager’s voice!” Unfortunately, 
I have formed the habit of drawing diagrams. 

% %* * 

Shelley was superbly courageous. His father was a 
very rich man. His grandfather had left a large en- 
tailed fortune. It was the grandfather’s plan to have 
this fortune go down in the family through the oldest 
son. Shelley was the oldest son and, therefore, was 
in line to inherit a fortune of £80,000—about $400,000. 
In those days, because this was before the Battle of 
Waterloo, such a fortune would amount in round fig- 
ures to about $2,000,000 at our present values. 

* % * . 


Shelley, however, had his own convictions, and back 
of these convictions he had glorious courage. He stood 
by his convictions, no matter what happened. He was 
a student at University College at Oxford. He wrote 





November 20, 1924 


a pamphlet outlining his religious convictions. He was 
called before the authorities of the college. He refused 
to recant and he was summarily expelled. 

x * ¥ 

At 19 years of age he fell in love with the daughter 

of an innkeeper. She was 17. He decided to marry 
her. His father stormed. He told Shelley if he did 
that he would cut him off without a cent. Just the 
same, Shelley skipped off to Scotland and married the 
girl. Then they starved. Wonderful courage! 

% * % 


After he had been married several years Shelley met 
another girl. He liked her better. Did he pussyfoot? 
Not Shelley. He told his wife, and he skipped off to 
France with the other girl. What sublime courage! 
No postponements, no compromise. Every issue was 
met and faced! 

* * * 

Now, understand, I am not defending Shelley. Like 
the Frenchman, I am just giving the facts. It was, of 
course, hard on his first wife when he left her. It 
was very selfish on Shelley’s part. He should have 
thought of her and of his children, of his father and 
all the relatives. It might have been far better for 
him to have made his first wife miserable all of her 
life and to have been. miserable himself all the rest of 
his life. Then his father and all the relatives no 
doubt would have approved. However, the thing that 
I am commenting upon is his sublime courage. He 
told his father, in metaphorical language, to go to. 
He gave up his interest in the £80,000. He quit ex- 
changing Christmas cards with his relatives. He 
skipped off to France, and when he was lonesome and 
hard up and depressed and cold and poor, he wrote 
divine poetry. This was the reward of his courage. 

* * * 


Shelley set sail from Leghorn on a squally day in a 
sail boat. A few days later, after a storm, his body 
was washed up on the beach near his little home 
where he lived with Number Two. His body was 
buried in Italy. 

* * % 

In the summer of 1921 I was in London. It was 
the hottest summer on record. One Sunday I motored 
up to Oxford. A garrulous guide, for a consideration, 
showed me the colleges of Oxford. In University Col- 
lege vou are taken through a long, dark hallway and 
suddenly you come out upon a balcony. You look down 
into an oval room. Below you, in white marble, there 
reclines the nude figure of a young man. It is the 
monument erected by University College to Shelley, 
who was expelled because he wrote what he thought 
and had the courage not to take it back! 


*% * * 


If it had not been for his courage, Shelley would 
have been molded into the standard form, Size A, 
Assortment B. He would have pleased his grand- 
father, his father, his relatives, his wife and his col- 
lege—but we never would have heard anything of 
Shelley or his grandfather or his father or his rela- 
tives or his wife, and today people go to University 
College in Oxford for no other reason than to see the 
monument to Shelley. University College hails Shelley 
as her greatest son. 

* * * 

So this, then, after a good deal of thought and 
study, is my preachment on the subject of liabilities. 
The biggest liability is COWARDICE. 
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Peddler 


A Menace to Every Merchant 


HE greatest menace to the established retail mer- 
 enant today is the peddler—the so-called house- 

to-house canvasser who sells the goods of various 
manufacturers direct to consumers in their homes. 


For years the individual retail merchant has faced 
the competition of mail-order houses and the chain 
stores. He has focussed his gaze so intently on that 
competition that he has not seen the peddler quietly 
slipping from door to door selling merchandise to his 
friends, his neighbors, his customers. 


It is not the old type itinerant peddler with a pack 
on his back—the type our grandmothers used to set 
the dog on. The house-to-house canvasser of today 
is a smooth, suave, polished, highly trained salesman. 


In many cases he is strongly introduced by adver- 


tising in papers and magazines which go to the home. 


One such advertisement stresses “The New and Easier 
Way to Buy Goods.” It says: “In the quiet leisure of 
your home you will find that this new way of buying 
goods is truly a comfort.” 


This advertising pictures the new type of peddler 
almost as a guest, sitting before the fireplace in the 
home, showing his goods to the interested members 
of the household. Everything has been done to take 
away the onus from the peddler and make him appear 
as a welcome salesman friend. 


As a result, “in the quiet leisure of their homes’”’ 
thousands of women are turning over to peddlers mil- 
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lions of dollars which should be passed over the 
counters of retail hardware merchants. 


Meanwhile, the consumer is usually paying more for 
the peddled merchandise than the retail merchant is 
asking for similar goods of equal quality and value. 


The modern peddler pays little, and in the majority 
of cases nothing toward the improvement and upkeep 
of the communities in which he operates. Oh, no! 
He lets his unsuspicious merchant competitor pay the 
taxes which build roads, operate schools and furnish 
police and fire protection to the citizens. Yet—he not 
only deprives that merchant of business he should 
have, but he actually makes his customers pay extra 
for the privilege of having taxable revenue taken out 


) of the community. 


Perhaps you think the picture is overdrawn. Con- 
sider this: Last year one manufacturer sold through 
peddlers fourteen million dollars’ worth of a single 
line of merchandise—a line that should have been sold 
largely over retail hardware counters. 


A man in New York City whose business it is to 
furnish trained house-to-house canvassers to manu- 
facturers, has a list of over seventy thousand such 
men at his command. He is but one man in one city. 
It is time to turn the searchlight on the peddler—to 
protect your own interests and those of your cus- 
tomers—to watch front doors rather than worry over 
freight shipments. 
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CURRENT NEWS 








P. F. Hord Succeeds H. G. Knox as President 
Winchester-Simmons of Philadelphia 


Percy F. Hord, has succeeded H. G. 
Knox as president and general man- 
ager of the Winchester-Simmons Co. 
of Philadelphia, Pa. Mr. Hord was 
formerly vice-president of the company 
and has been connected with the 
Simmons Philadelphia house for 12 
years as sales manager. Prior to that 
time he was sales manager for the 
western territory of the Simmons 


Hardware Co., with headquarters in St. 
Louis, Mo. 

H. B. Speed, also a vice-president of 
the Winchester-Simmons Co. of Phila- 
delphia, resigned Nov. 1, and has 
opened an office as manufacturers 
agent under his own name. Mr. Speed 
makes Philadelphia his headquarters. 

Mr. Knox has not yet announced his 
new connection. 





Rightmire with Waterall Co. 


John B. Rightmire has been ap- 
pointed sales manager, Wm. Waterall 
& Co., Inc., Philadelphia. Mr. Right- 
mire was formerly assistant sales man- 
ager of the Winchester-Simmons Hard- 
ware Co., Philadelphia, Pa., branch. In 
his new connection he will have charge 
of sales and sales promotion for the 
line of paints and varnishes made by 
Wm. Waterall & Co., Inc. 

Mr. Rightmire’s first position was 
with Wm. P. Walter’s Sons, in 1903, 
and later he took charge of the Benja- 
min Hardware Co., Phoenixville, Pa. 
From that position he went with the 
Simmons Hardware Co., New York 
City. He covered eastern Pennsylvania 
and later became city sales manager. 





Parafine Companies Enlarge 
Pacific Coast Plant 


The Parafine Companies, Inc., Em- 
eryville, Cal., manufacturer of a diver- 
sified line of building materials, includ- 
ing paints, roofing, floor covering and 
boxboard containers, recently added ten 
acres to its factory site, giving it a 
total of 65 acres. The company is at 
present spending more than $500,000 
on improvements to its plant. Another 
ten acres will be added in the near 
future by dredging and filling at an 
approximate cost of $65,000. 

The Parafine Companies, Inc., was 
one of the first manufacturing firms to 
establish a plant at Emeryville. The 
first plant was erected in 1884, and the 
payroll then consisted of three men. 
Today it is considered one of the lead- 
ing industries of the West. 





Acme Coping Saw Blades 


The Jas. A. Gaffney Co., Inc., 35 | 


Warren Street, New York City, claims 
to have perfected a 6-in. loop end coping 
saw blade to fit the common wire frame 
and a 6-in. x 6%-in. pin pattern blade 
to fit all adjustable frames, both of 
which in a recent test were said to cut 
through four eight-penny wire nails 
driven through a piece of wood with- 
out marring the teeth. The Jas. A. 
Gaffney Co., Inc., have a complete line 
of frames and blades. 





Harry L. Welker Joins 
Adams-Morgan Co. 


Harry L. Welker, who for the last 
five and a half years has been adver- 
tising manager of Wireless Age, is 





H. L. Welker 


now the exclusive representative pf the 
Paragon line in New York State and 
New England for Adams-Morgan Co., 
Inc., of Upper Montclair, N. J. 





Stern Enters Retail Field 


B. Stern, Beverly, Mass., has opened 
a retail hardware store at 110 Cabot 
Street. Mr. Stern previously conducted 
a poultry supply and grocery business. 
He has sold the grocery interest but 
will continue the poultry supply busi- 
ness under the management of his son. 





Christmas Merchandise 
Booklet Issued by 
Supplee-Biddle 


The Supplee-Biddle Hardware Co., 
Philadelphia, Pa., has issued its Christ- 
mas Number of Live Wire Specials, the 
same being an illustrated catalog of 
holiday and seasonal merchandise of 
particular interest to the merchant in 
months of November and December. 








Auto Accessory Merger 
Reported 


A news report states that the Stew- 
art-Warner Speedometer Co. will merge 
with the Bassick-Alemite Corp. very 
soon. The former company manufac- 
tures various auto accessories. The 
latter concern has been making lubri- 
cating systems, lubricants, gas filters 
and other mechanical devices. 





Turner Appointed 


C. K. Turner & Son, 116 Broad 
Street, New York, N. Y., have been ap- 
pointed export sales representatives 
for the Bayless Mfg. Co., Memphis, 
Tenn., hickory tool handles and ash 
boat oars. 


D. M. Anderson Dead 


Duncan M. Anderson, secretary Frick 
& Lindsay Co., Pittsburgh, Pa., mill, 
mine and oil well supplies, died re- 
cently at his home in Sewickley, Pa. 
He was born in Ohio fifty years ago. 
In early life he became associated with 
his uncle, John A. Roebling, the bridge 
builder. and about fifteen years ago, 
when the John A. Roebling’s Sons Co., 
Trenton, N. J., acquired the Frick & 
Lindsay Co., Mr. Anderson went to 
Pittsburgh as secretary of the latter 
company. 





CATALOGS RECEIVED 


Milwaukee Corrugating Co., Mil- 
waukee, Wis., has issued “The Milcor 
Architectural Sheet Metal Guide,” a 
practical and instructive data book for 
architects, contractors, sheet metal 
workers, carpenters, hardware and 
building supply dealers. 





“How to Build Up Furnace Effii- 
ciency” is the title of a book by Jos. 
W. Hays and issued by Jos. H. Hayes 
and Associates, Michigan City, Ind. 





Eugene Dietzgen Co., New York, 
N. Y., has issued circulars illustrating 
and describing its line of drawing in- 
struments, pencil cloth, tracing cloth, 
powder and kindred products. 





Gifford-Wood Co., Hudson, N. Y., has 
issued several new bulletins on ice chop- 
pers, scoring machines, power field 
saws, power ice saws and kindred ice 
tools. Bulletin No. 10 on power ice 
saws is a very instructive booklet, 
showing several machines in action. It 
gives complete specification data on the 
company line. 





Cincinnati Milling Machine Co., Cin- 
cinnati, Ohio, has issued a booklet en- 
titled “Service That Saves.” It con- 
tains a collections of methods of mill- 
ing operations taken from 50 plants in 
all sections of the country. These jobs 
illustrate the company’s line of 38 types 
and sizes of milling machines. 
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OF THE TRADE 











Pacific Coast Manufacturer 
Enlarges Plant 


The West Coast Porcelain Manufac- 
turers, Millbrae, Cal., maker of vit- 
reous china plumbing fixtures, has re- 
cently enlarged its plant and added 
more modern equipment. The altera- 
tions and additions have increased the 
floor space, which is now approximately 
245,000 sq. ft. With the increased 
facilities the capacity output of the 
plant will be $2,000,000 annually. More 
than 250 persons are employed by the 
company. Henry Weiss is president 
and general manager. 

The company was organized in 1917 
and first deliveries of finished products 
were made early in 1918. It was one 
of the pioneers in this industry on the 
Pacific Coast and its experience has 
demonstrated that large scale manufac- 
turing operations are possible in the 
Far West. Most of its products are 
sold on the Pacific Coast and in the 
Orient. 


Westinghouse Co. Oc- 
cupies New Plant 
in California 

Machinery and other equipment are 
being moved into the new Emeryville, 
Cal., plant of the Westinghouse. Elec- 
tric & Manufacturing Co. This is the 
second unit of the company’s $3,000,- 
000 program across the bay from San 
Francisco. : 

The new assembling plant covers a 
ground area of 50,000 sq. ft. and is a 
three-story concrete and steel structure. 
Two railroad sidings have been run 
into the building. As expansion be- 
comes necessary, two additional units 
will be added, each approximately as 
large as the present building. 

When the entire development has 
been completed, it is estimated that 
the cost will approximate $3,000,000 
and that more than 1000 persons will 
be employed. Emeryville is the manu- 
facturing center for the Westinghouse 
Electric & Manufacturing Co. in the 


West and it is supplemented by large. 


warehouses and service shops in San 
Francisco, Los Angeles, Denver and 
Seattle, as well as in Honolulu, where 
the Hawaiian Electric Co. is the West- 
inghouse agent. 





San Francisco Jobber 
Plans $1,000,000 
Warehouse 


Plans are being prepared for a 
$1,000,000 warehouse, distributing and 
office building for the Baker, Hamilton 
& Pacific Co., San Francisco, Cal. The 
proposed building will cover the entire 
block bounded by Fremont, Beale, 
Bryant and Brannan Streets. Weeks 
& Day are the architects. 





Andrea Opens Chicago Office 


F. A. D. Andrea, Inc., 1581 Jerome 
Avenue, New York, N. Y., manufac- 
turers of Fada radio equipment, have 
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opened an office at 326 Madison Avenue, 
Chicago. The new office will be in di- 
rect charge of L. J. Chatten, who has 
been a district sales executive in the 
organization. 





CALIFORNIA 


Sherwin-Williams Co. has sold its 
retail paint store in Pasadena to a 
Long Beach paint merchant, and it will 
also discontinue its retail store in Los 
Angeles on or about May 1, 1925. 





Daniel M. Donohue, a salesman for 
Baker, Hamilton & Pacific Co., San 
Francisco, in the lower San Joaquin 
Valley territory, was killed in an auto- 
mobile accident Oct. 23. He was about 
forty years of age. He was well known 
in the hardware trade throughout the 
Valley, where he had been a salesman 
for a number of years. 





L. M. Du Commum, manager of the 
Bass-Hueter Paint Co., San Francisco, 
and W. B. Stadfeld, sales manager, 
Selby Smelting Works, San Francisco, 
recently returned from a conference in 
New York at the offices of the National 
Lead Co., parent company of the two 
San Francisco concerns. 


The Berkeley Hardware Co., Berke- 
ley, will move on or about June 1, 
1925, to Union, near Shattuck Avenue. 
The move, it is said, will give the com- 
pany larger quarters for increased busi- 
ness. 








Marysville merchants have fixed Dec. 
5 as the date for their first annual 
Christmas party, when they will be 
hosts to the buyers of Yuba and Sutter 
counties. Although all stores will be 
open on that night, the merchants have 
made it a rule that nothing can be pur- 
chased. Special window trims will be 
arranged, and souvenirs will be given 
ae similar to the custom in Berke- 
ey. 





Smith & Woodbury Co., 55 Second 
Street, Portland, Ore., is operating a 
jobbing business in the Northwest con- 
fined principally to shop and mill sup- 
plies, shop tools, foundry supplies, 
valves, fittings, pipe, bolts, nuts, rivets, 
etc. It has six representatives on the 
road covering the State of Oregon and 
southwestern Washington. Ward C. 
Smith is president and Sidney F. Wood- 
bury is vice-president. 


William Wisnon of the Wisnon Hard- 
ware Co., San Mateo, leaves the first 
part of January for a trip around the 
world. 








The Pattimore Hardware Co., 1131 
Ninth Street, Sacramento, has closed 
its business. 





The Charles Ford Co., Watsonville, is 
enlarging its building and has to give 
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its hardware and implement depart- 
ments larger separate floor space. 


The Farmers’ Mercantile Co., Sa- 
linas, will erect a new and larger store 
Nov. 1. The new building when com- 
pleted will be one of the most modern 
stores on the Pacific Coast between 
San Francisco and Los Angeles. The 
firm built an implement house two 
years ago and the new building will 
be in front of that. Charles Melander 
is general manager of the firm. 


A. W. Templeman, Los Gatos, has 
enlarged his paint department by tak- 
ing’ over an adjoining store which will 
be used exclusively for paint stock. 








The Hoover Furniture & Hardwatfe 
Co. moved to its new store at 4360 South 


.Vermont Avenue, Los Angeles, Nov. 1. 


The firm was formerly at 4402 South 
Hoover Street. The new store .is 
equipped throughout with modern show 
cases and fixtures, and the firm has 
added materially to its stock. 





Chester Gilmore has moved into a 
hardware store at San Fernando and 
Lankershim Roads, Los Angeles, and 
carries a complete line of tools, house- 
furnishings, paint, etc. 





Hanrahan & Son have recently 
opened a new store at 5417 West Sixth 
Street, Los Angeles. 





Albert & Clarke have just opened a 
store at 7116 Compton Avenue, Los 
Angeles, and will carry a complete line 
of hardware. 





Fred W. Goff, who suffered a total 
fire loss earlier this year, has recently 
reopened at 1871 Cherry Street, Long 
Beach, with a complete line of tools, 
builders’ hardware, house furnishing 
goods, paint, etc. 





W. W. Crockett has recently opened 
a store at 612 North Hoover Street, 
Los Angeles. 





The Bacon Hardware Co., 27 East 
Valley Boulevard, Alhambra, has re- 
cently opened a hardware store, carry- 
ing a complete line of builders’ hard- 
ware, tools, electric supplies, house 
furnishing goods, auto accessories and 
general hardware. 





Harry P. Myers reopened a hardware 
store Nov. 1 at Downing. Mr. Myers 
was formerly in the hardware business 
at Downing but several years ago sold 
out his business to engage in the auto- 
mobile business. 
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Christmas 
Display 





HE holiday touch so necessary 
oC in your Christmas window dis- 

plays is easily accomplished 
with the use of a red brick chimney 
or red brick fireplace. 

Either display device is easily 
made if you follow closely the struc- 
tural details as shown in the illus- 
trations. Size must be determined 
by your available window space. 
Your own sense of proportion will 
be your best guide. 

Either the chimney or fireplace is 
practically a box-like frame, sub- 
stantially made and covered with 


Hinks 


crepe paper designed in the red 
brick pattern. 

Corner supports are best made of 
2 x 4. Cross pieces, supports and 
base strips can be made from 2 x 2 
stock. A flat board makes the table 
or top for the fireplace. The collar 
on the chimney is easily made from 
pieces of 2 x 4. 

If you wish you can cover the 
frames with compo board, or heavy 
cardboard before covering with crepe 
paper. This is not usually neces- 
sary, though if you follow this prac- 
tice you will find your display pieces 
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will serve for many years, needing 
only new crepe paper each season. 

You can combine a chimney and a 
Santa Claus by placing the legs of 
the figure into the open box of the 
chimney. 

Stockings and other cutouts, such 
as sleigh and reindeers, may be cut 
with coping or band saw. Compo 
board makes the best cutout ma- . 
terial. You will have to sketch these 
cutouts first or trace them from 
posters. 

Both chimney and fireplace, being 
hollow, you can easily illuminate 
them at night. A few pieces of 
wood and a red-colored bulb in the 
open hearth will give the fireplace a 
finishing touch. 

The cuts were drawn specially to 
show you how these fixtures are put 
together and how they should look 
when finished. The chimney base is 
practically square. The fireplace 
base is roughly about five times as 
long as it is wide. In other words, 
if your width for fireplace is 1 ft. 
you would make it 5 ft. long. By 


length we refer to the front and 


rear. A chimney should be about 
2 x 2 and at least 3 ft. 6 in. high. 
A fireplace should be about 4 ft. 
Ligh. The open part of the fireplace 
(place for the fire) is slightly less 
than one-third of the entire front 
length. 

Two candlesticks help give atmos- 
phere to the fireplace. You can bor- 
row these from your own home or 
purchase them at ten cents each in 
a local novelty store. A _ stocking 
overflowing with toys, flashlights 
and other holiday merchandise can 
be hung from the point where we 
have an empty sock. This gives an- 
other gift slant to the display. 
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Why Not Tools for Dad? 





OOR Dad! He pays all the ae I A» Ludlow & Squier, a 
Christmas bills, and unless | ee 
you hardware merchants get . ! iS ae 


* ~ 
: oo ~ 


busy will receive for a holiday re- 
membrance a necktie lacking color 
harmony and fabric quality. Natu- 
rally, he would rather have some- 
thing practical. Your store is the 
place for practical gifts. 

And what more practical than 
tools? Or a tool chest? Ludlow & 
Squier, Newark, N. J., and the War- 
ner Hardware Co., Minneapolis, 
Minn., both realize the tremendous 
possibilities of the holiday tool and 
tool chest trade. They go after it in 
a big way with window display, car 
cards and other forms of direct ad- 
vertising. 

The slogan, “Gifts of Utility-Hard- 
ware” is never more practically ap- 
plied than when it refers to tools and 
tool chests. Appeal to wife, son and 
daughter, who know that every time 
Dad has a job requiring tools he 
lacks good tools or sufficient tools. 
They also know that mother objects 
to him putting his tools in with her 


mam. , A tool chest eliminates this Last year this window was used with good results by Ludlow & Squier, 
necessity. Newark, N. J. 








An effective tool display of the Warner Hardware Co., Minneapolis 


, 
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No Definite Plans for Extra Session 


of Congress 


May Ask 25 Per Cent Cut in Income Taxes at Coming 
Short Session—Postal Salary Increase Will 
Mean Higher Parcel Rates 


WASHINGTON, November 17, 1924 
’ 1 HE question as to whether Presi- 

dent Coolidge will call a special 

session of the new Congress early 
next spring for the purpose of further 
reducing taxation has proved a God- 
send to the Washington correspondents. 
On Mondays, Wednesdays and Fridays 
the headlines built on the Washington 
aispatches read “Coolidge Will Not 
Summon Extra Session,” while on Tues- 
days, Thursdays and Saturdays the 


captions read “Taxes Will Be Cut at 


Extra Session.” 

Of course, the fact is that nobody 
knows what the President will do with 
respect to an extra session for the good 
and sufficient reason that the President 
himself does not know. Some fine day 
in the near future Mr. Coolidge will 
take up the matter, consider it quietly 
and communicate his determination to 
the Congressional leaders. 


Winter’s Work May Tell Story 


It may be that the President will 
deem it wise to refrain from making 
any announcement regarding an extra 
session until nearly the close of the 
coming short session. It may be that 
the net results in the way of legislation 
at the coming short session will have 
an important bearing upon the question 
as to whether a special session will be 
ordered. 

The Republican old guard, including 
such men as Senator Curtis of Kansas, 
Senator Watson of Indiana and other 
Republican war horses, are already 
urging the President not to call an 
extra session. They are telling him 
that the people are tired of Congress 
and will welcome a long rest from 
anxiety and uncertainty. 

There is no doubt that many business 
men feel as though they could get along 
without Congress for many moons, but 
on the other hand if there is a fair 
prospect of the enactment of some 
sound tax reform legislation in the 
new Congress where the administra- 
tion, Senate and House will be of the 
same political complexion the general 
feeling will be that the sooner a special 
session is summoned the better. 

The demand for tax reduction legis- 
lation is very strong among the ma- 


By W. L. Crounse 


jority leaders of the House. They do 
not share the feeling of some Senators 
that business is afraid of Congress and 
een only prosper during a long recess. 

Congressman Martin Madden of IIli- 
nois, chairman of the House Appropria- 
tions Committee, has already laid be- 
fore the President a new draft of a tax 
reduction project which he has_ sug- 
gested heretofore but which he will ad- 
vocate strongly in the new Congress. 


Automatic Tax Reduction 


Madden’s bill would require the Sec- 
retary of the Treasury to report to the 
President whenever there was a sur- 
plus of $25,000,000 or more in the 
Treasury at the end of a fiscal year. 
The President in turn would then direct 
the Secretary of the Treasury to refund 
this surplus to the taxpayers in the 
form of reductions in the taxes paid for 
the current calendar year in which the 
fiscal year in question ended. Thus, if 
there should be a surplus in the Treas- 
ury on June 30 next it would be the 
duty of the Secretary of the Treasury 
to determine the percentage of reduc- 
tion to be allowed on all income tax re- 
turns filed on March 15, 1926. 

It is Madden’s idea that a surplus is 
a dangerous and unnecessary thing 
and that governments, like churches, 
are healthiest when they have to strive 
to make ends meet. The Madden bill 
imposes a very heavy responsibility 
upon both the President and Secretary 
of the Treasury and has come in for 
some criticism on the ground that it 
provides for the delegation of legisla- 
tive authority to executive officers to 
an extent that raises the question of 
constitutionality. : 


May Ask 25 Per Cent Cut at Once 


President Coolidge has intimated to 
the Congressional leaders that he will 
not ask action on any general tax reduc- 
tion measure at the coming short ses- 
sion. Senator Smoot is authortiy for 


the statement, however, that an inde-. 
pendent bill may be introduced and ‘: 


pressed reducing by 25 per cent the 
taxes to be paid in 1925 on 1924 in- 
comes. 

The House Committee on Appropria- 
tions, assisted by the experts of the 
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Budget Bureau, are already at work 
on the appropriation bills to be passed 
at the coming session providing for 
the support of the Government for the 
fiscal year beginning July 1 next. On 
the basis of estimates prepared by the 
Director of the Budget the appropria- 
tions for the next fiscal year will drop 
below the three billion dollar limit for 
the first time since the United States 


“became involved in the war. 


The estimated appropriations to be 
made at the coming session total $2,- 
980,000,000 exclusive of the Post Office 
Department, the receipts of which are 
expected to balance expenses. Of 
course, if the postal service is granted 
increased compensation without corre- 
sponding increases in postal rates the 
total for the session will probably ex- 
ceed three billion dollars, but when 
President Coolidge vetoed the postal 
pay raise at the last session he made 
it clear that his chief opposition was 
to taxing the public at large to make 
up a postal deficit which, in his opinion, 
should be paid for by those who use the 


service. 
No Increase in Second Class Postage 


As soon as Congress reconvenes a 
determined effort will be made to put 
through a special bill raising salaries 
throughout the postal service. If it is 
enacted into law it will probably carry 
higher parcel post rates but no increase 
in the rates on second class mail mat- 
ter. On this point Representative Mad- 
den, who by reason of his position at 
the head of the Appropriations Com- 
mittee speaks with authority on all 
budget matters, makes this statement: 

“Tf the second class rates are raised 
we would be able to get but six or seven 
million dollars additional which would 
be negligible. I am absolutely opposed 
to increases in the second: class rates 
as I believe we should have the great- 
est possible freedom in the distribution 
of educational matter.” 


Must Clarify Publicity Law 


Secretary Mellon’s annual _ report, 
which will be transmitted to the 
Speaker of the House two weeks from 
today, will contain a strong recommen- 
dation that Congress shall either repeal 
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or maxe clear the provisions of the tax 
laws relating to the publication of in- 
come tax returns. Although the pub- 
licity provisions of the present law are 
soon to be officially interpreted by the 
Department of Justice, Secretary Mel- 
lon feels that the reaction since the re- 
cent publication of returns has been of 
such a character as to show conclu- 
sively that the country is overwhelm- 
ingly opposed to such publication. 
Realizing that Congress, rather than 
Cabinet officers, make the country’s 
laws and having in mind some rather 
vpitter experiences of the past two 
years, Mr. Mellon is by no means san- 
zuine that the publicity feature of the 
present income tax law will be repealed, 
but he does feel that he has a right to 
demand that if it is to remain on the 
statute books its provisions shall be so 
clarified that he who runs may read. 


Injurious Effect of Publications 


Many thousand letters have reached 
the Treasury Department protesting 
against the further publication of in- 
come tax returns. Many of them pre- 
sent salient illustrations of serious in- 
jury suffered by perfectly innocent per- 
sons. 

In a number of cases the financial 
standing of small merchants and manu- 
facturers has been injured because of 
the disclosure of the fact that their in- 
comes were negligible. In other cases 
salary increases have been denied to 
persons who reported the payment of 
substantial income taxes, although in 
these cases the income is said to have 
been derived from the sale of property. 

Many instances of attempted black- 
mail are reported. Some amusement 
has been caused the officials by commu- 
nications from married men whose 
wives have divorced them and who have 
made applications to the courts for in- 
creased alimony based on the disclosure 
of their husbands’ income tax returns. 


Wadsworth May Be Senate Leader 


Senator Wadsworth of New York is 
developing as a strong candidate for 
the position of majority leader of the 
Senate in the new Congress. The job 
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would go to Warren of Wyoming under 
the seniority rule, but urgent and im- 
portant committee assignments make 
ic probable that the Wyoming Senator 
will prefer to pass up the tremendously 
active task of leadership to a younger 
man. 

Wadsworth would be an ideal mejor- 
ity leader from the standpoint of the 
business men of the country. Although 
a gentleman farmer, he comes from a 
region in which are located many large 
manufacturing enterprises, and the 
fights he has made on behalf of the 
business interests of the Empire State 
are memorable episodes in Congres- 
sional history. 

He is orthodox on all public issues, 
and although a protectionist, has always 
insisted upon dealing fairly with the 
big importing interests of the country. 
Mis great personal popularity would be 
a distinct asset and President Coolidge 
would undoubtedly find him an exceed- 
ingly useful connecting link through 
which to communicate his policies to 
tne Senate leaders. 


Baruch’s Project Arouses Interest 


Great interest has been aroused here 
in the project of “Barney” Baruch, 
former head of the War Industries 
Board, to provide a court of commerce 
to which business men could appeal for 
the right to limit production and fix 
prices in times of industrial depression. 
This is no new scheme, as the War In- 
dustries Board discussed its outlines on 
numerous occasions during the World 
War. 

In Baruch’s opinion if it were possible 
to establish a commerce court to say 
what could and what could not be done 
by business men in emergencies it 
would be practicable to get rid of such 
an inquisitorial body as the Federal 
Trade Commission. This idea, Baruch 
helieves, would appeal strongly to all 
business men, especially those engaged 
in comparatively small enterprises. 

When the War Industries Board dis- 
cussed this question several of its mem- 
bers called attention to the fact that 
while it would be a comparatively sim- 
ple matter for Congress to create a 





**Masterench”’ New California 
Product 


The Masterench Corporation, Tur- 
lock, Cal., has recently placed on the 
market a newly patented wrench known 
as the “Masterench.” It is claimed that 
the 8-in. size will grip any nut from 
% in. to 1% in. without adjustment. 
One of the points particularly claimed 
for this wrench is that it will grip 
nuts in out-of-the-way places, such as 
body bolts, engine bolts, crankcase 
nuts, etc. The “masterench” will take 
hold from almost any angle, and posi- 
tive leverage can be applied without 
its slipping off. The tempered steel 
jaws are self-adjustable. Because of 
its positive ratchet action it is espe- 


Reading matter continued on page 88 
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court of commerce, it would be an ex- 
ceedingly difficult task to describe 
accurately the functions of such a tri- 
bunal and to define its powers. It 
would seem to be necessary to enact 
au important body of laws granting 
new dispensations to business men and 
especially to capitalists and to those 
controlling large corporations. 

In this connection it would be neces- 
sary to amend the Sherman anti-trust 
law as well as the Clayton Act and, of 
course, to repeal the statute creating 
the Federal Trade Commission. It is 
hardly necessary to say that while 
Baruch’s plan is being discussed with 
interest there is no one in Washington 
who believes that it, will materialize in 
the near future. 


Hoover Urges Winter Construction 
Program 


The campaign for more building and 
repair work during the winter months, 
aimed at reducing unemployment and 
giving the public greater returns for 
the money it spends on construction, is 
finding much of its most energetic sup- 
port from manufacturers and distribu- 
tors of building materials, according to 
the Division of Building and Housing 
of the Department of Commerce. 

The usual letdown in construction 
during the winter has in the past cut 
down retail sales, and consumption of 
practically all building materials, to a 
fraction of summer business. The un- 
even demand extends back to the raw 
products from which materials are 
made, and results in irregular employ- 
ment and decreases in purchasing 
power on the part of a large section of 
the community. 

The basic idea in the campaign is 
that all persons planning new construc- 
tion or the employment of building 
trades workers for repairs or other pur- 
poses should take into account probable 
employment conditions in determining 
when to start the work. In this way 
the unemployment of building trades 
workers and of building material pro- 
ducing organizations during’ several 
months of the year is being reduced 
and the public is profiting. 





cially suitable for quick use by rancher, 
tinker or mechanic. 
The Masterench Corporation claims 


Every one of its three parts, after 
being forged and actually milled, is put 
through a die to insure uniformity. 





that every “Masterench” is a uniform 
product made from high quality, care- 
fully heat treated drop-forged steel. 


The manufacturer’s guarantee is given 
with every wrench. The wrench is pop- 
ularly priced. 
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| QVALITY LEAVES ITS IMPRINT 4 

















Aeroplane view of the Richards-Wilcox plant at Aurora, [Illinois 


You Dealers Built this Factory! 








R-W 


“Slidetite” Garage Door 
Hardware. 


Barn Door Hangers. 

House Door Hangers. 

AiR-Way Multifold 
Window Hardware. 


Door Closers and 
Checks. 

Mounted Grindstones. 

“Ideal” Elevator Door 
Hardware. 

OveR-Way Conveying 
Equipment. 











Our plant at Aurora, Illinois, stands as a testimonial to the 
whole-hearted support which you dealers have given the R-W line. 
We wish to take this opportunity to express our appreciation, and 
also to assure you that we will do our utmost to continue to merit 


your consideration. 


It always has been our policy to 
protect the trade, and you have 
shown your appreciation of our 
methods by giving us a larger volume 
of business each year. Our products, 
of course, must stand or fall on their 
own merits, but their growing popu- 
larity convinces us that both dealers 
and consumers recognize the high 


quality of materials and workmanship 
which go into their manufacture. 


The increased facilities of our plant, 
together with the helpful services of 
R-W Engineers, are always at the 
disposal of hardware dealers every- 
where. If you have a puzzling prob- 
lem that we can solve for you, don’t 
hesitate to put it up to us. 





New York 
Boston 
Philadelphia 
Cleveland 
Cincinnati 
Indianapolis 
St. Louis 








Winnipeg LONDON, ONT. 


ichards-Wilcox Mf 


NA Haneer torany Door that Slides. 
AURORA, ILLINOIS.U.S.A. 


RICHARDS-WILCOX CANADIAN Co., LTD. 


Chicago 
Minneapolis 
Omaha 
Kansas City 
Los Angeles 
San Francisco 


Seattle 


6. 
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General Market News 





Hardware Prices Stronger— 


Large Volume Expected 
During Holiday Period 


Hardware prices are stronger in 
all wholesale markets. Jobbers be- 
lieve that price adjustments will 


continue to show upward tendencies.’ 


This opinion is based on the con- 
tinued high cost of labor, and in some 
cases a rising material market. 
The trade has little inclination to 
buy heavily at this time, due to the 
approach of inventory. With the 
completion of inventories, it is be- 
lieved that both jobbers and retail- 
ers will buy stronger. Current 
stocks generally are very light. 


Holiday merchandise is very ac- 
tive. The trade expects the Christ- 
mas sales volume to exceed the rec- 
ords of the past few years. Current 
trading is improved somewhat. Since 
the election the Middle West section 
reports considerable improvement 
in the hardware business. 

Orders for spring goods calling 
for March and April delivery are 
heavier than the futures taken at 
this time last year. 

Collections are much improved. 





Pittsburgh Market 


Reasonably Active 


The Pittsburgh market is reasonably 
active. With the inventory season 
only a short way off, a tendency of re- 
tailers is to keep down their purchases 
of general lines so that year end state- 
ments may run strong in cash rather 
than in merchandise. At the same time 
sentiment is very cheerful as to the 
prospect for 1925, this in large degree 
being the reaction to the satisfaction 
generally felt over the result of the 
Presidential election. No important 
price changes have been reported re- 
cently but with the iron and steel mar- 
kets showing an upward tendency, it 
would occasion no great surprise if an- 
nouncements as to prices of the prod- 
ucts of iron and steel showed advances. 
Collections in this district are fair. 





New England Confident 


Confidence is very evident in the New | 


England hardware market. A few un- 
important price declines have been 
noted, but the general tendency of 
prices is upward. 





Large Holiday Trade 


Expected in Cincinnati 


Unseasonable weather continued to 
handicap the hardware trade in the 
Cincinnati district. However, holiday 


trade has opened up auspiciously, and 
it is expected that there will be a 
bigger volume of business during the 
holidays than in any previous year. 
Confidence in the future is more pro- 
nounced following the elections. There 
has been little buying of futures in 











other than those articles for which 
next season’s prices have been named. 
It is expected that there will be a 
change in buying methods after the 
new year, as stocks are low and with 
a return of confidence, dealers will 
stock up. 





Jobbers Advance Shot 
in New York 


New York jobbers announce a 5-cent 
advance on air rifle shot. Holiday trade 
is improving every day. The trade ex- 
pects an unusually heavy Christmas 
volume. Futures are good. Collections 
are satisfactory. Stocks generally, are 
low, and it is thought that business will 
be heavier when inventories are com- 
pleted. 


Chicago Trade Demands 
Prompt Shipments 


The past week has shown a very 
satisfactory increase in the volume of 
sales which may probably be attributed 
to both confidence engendered by the 
election results and by seasonably cold 
weather. Chicago jobbers report a very 
large amount of mail orders for im- 
mediate shipment, proving again that 
the retailers’ stocks are at low ebb and 
a sudden rush of business caught them 
with an inadequate supply of even 
seasonable goods. Orders of spring 
merchandise for future delivery also 
showed considerable increase. 

Prices remained absolutely station- 
ary with the exception of a very slight 
adjustment on eaves trough to permit 
a more uniform discount. Collections 
are very good both from the retailers’ 
and jobbers’ viewpoint. 





San Francisco Building 
Shows Big Percentage 
of Increase 


San Francisco’s building in Septem- 
ber showed a greater percentage of 
increase, both over the preceding month 
and over September, 1923, than any 
other city of major importance except 
New York. In the country as a whole, 
and again excepting New York, build- 
ing showed an increase of 10.9 per cent 
over the same month of 1923, but a 
decline as compared with August, 1924, 
of 7.9 per cent. The decline, as com- 
pared with a year ago, was all in the 
Southwest, and as compared with a 
month ago was entirely in the Southern 
States. , 

San Francisco’s building permits in 
September amounted to $5,671,784, as 
compared with $4,040,980 in August 
and $2,907,389 a year ago. Berkeley 
and Oakland both showed effects of the 
seasonal decline usual at this time of 
year, although the figures for both 
cities were larger than a year ago. 

San Francisco’s consistent building 
development is an indication of grow- 
ing business in other lines. It is in 
answer to demands for more housing, 
business and manufacturing § space. 
This growing business of which we 
are conscious, but which we cannot 
always segregate with definite figures, 
is reflected to some extent in the in- 
crease in the city’s exports during the 
first half of 1924. The increase over 
the corresponding period of last year 
was $6,749,596, or almost 10 per cent. 
Of this increase, $1,551,862 was in oils, 
fuel, light and gasoline and $1,269,162 
was in fruit. 





Southern California Ass’n 
Establishes New Freight 
Service 
The Southern California Retail Hard- 


ware Association has recently estab- 
lished a new department of the associa- 
tion service which will be known as the 
Hardware Association Traffic Bureau 
for the consolidation of L.C.L. freight 
shipments via water, for writing marine 
insurance, auditing freight bills and 
furnishing advice on traffic matters 
generally. 


ae ee 


Northwest Collections Im- 
proving 


While holiday buying is not yet 
under way, there are indications of 
an excellent trade from now until the 
end of the year, with still better pros- 
pects for the next year. Collections 
are improving in all lines, and this 
month should show a decided clearing 
away of the old frozen credits of this 
section of the country. The merchants 
are looking forward to a much better 
holiday trade than last year, the retail 
store already experiencing some in- 
crease in business. 
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48% of Hoover sales volume 
results from The Hoover being 
recommended by users to_ ||| 
their friends. Are you prof- 
iting from such valuable 
good will? 


THE HOOVER COMPANY, NORTH CANTON, OHIO 
The oldest and largest maker of electric cleaners 
The Hoover is also made in Canada, at Hamilton, Ontario 
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Desinee Satisfactory in Pittsburgh Market— 
Wholesalers Look for Continued Improvement 


(Pittsburgh office of HARDWARE AGE) 

ARDWARE jobbers in this district are enjoying a 
H very fair business for this time of year. The re- 

sult of the election is highly gratifying and senti- 
ment is very cheerful with regard to the 1925 business 
prospects, but just now with the inventory season only 
a few weeks off there is the usual tendency among re- 
tailers to keep down their purchases with an idea of 
being able to show a strong cash position at the end of 
the year. The general business lately has been helped 
to some extent by the fact that orders which were held 
up pending the election have been released and the job- 
bers who are disappointed with the trade that is being 
done are the exceptions rather than the rule. Collec- 
tions are running fair on an average. 

Optimism in the iron and steel industry is practically 
unanimous. The fact that there is to be no change in the 
national administration for the next four years means 
that the business world will have no occasion for rechart- 
ing its plans, but, what is more important to the conduct 
of business, is that the administration which comes into 
office March 4 next is of a kind that will relieve business 
men of the necessity of keeping an eye upon Washington 
through fear of unfavorable legislation. The trade be- 
lieves that for the first time in many years we are going 
to have a business administration of the affairs of the 
nation with no interference of the government with legiti- 
mate business, and it is figured that this will so build up 
confidence that a long period of good times is immedi- 
ately ahead. 

It:is surprising how few people subscribe to the idea 


that a boom is in the making. This probably is explained 
by the fact that nobody desires one. The country has the 
capacity for making all the iron and steel that is likely 
to be required and the railroads never before were in : 
better shape to handle the production of the mills and 
to handle it with expedition. So long as these conditions 
prevail it is held there is no occasion for speculative buy- 
ing and the inevitable result of such a demand, inflated 
prices. The fact that the trend of prices is higher simply 
means that there are more demands upon manufacturers 
than was the case a short time ago and the evidence is 
so complete in recent earning statements of the producers 
that prices are altogether too low, there naturally is a 
tendency to put prices back upon a profitable level. 

The past week has seen advances of two to three dollars 
a ton in sheet prices by some of the independent pro- 
ducers, and it is a fairly common belief that other in- 
dependent companies and the American Sheet & Tin 
Plate Co. will announce higher prices than recently pre- 
vailed when they open their books for first quarter busi- 
ness. The heavier lines also are showing stronger ten- 
dency and there is talk of an advance in plates when the 
steel for railroad cars is specified and the mills become 
less anxious for business. Higher prices appear to be im- 
mediately ahead in strip steel; indeed, one important pro- 
ducer of cold rolled strips already has marked the price 
up $3 a ton to a base of 4.15c., Pittsburgh. This change is 
very important to the hardware trade, since so many 
hardware items are made from cold rolled strips. Ad- 
vances of 50c. to $1 a ton in pig iron prices have been the 
accompaniment of a more active demand than there has 
been before in several weeks. 


AUTOMOBILE ACCESSORIES.—Ac- 
tivity is lacking in this line and there 
is no change in prices except on alco- 
hol, which has moved up a cent a gal- 
ion, now being quoted at 59c. and 60c. to 
the small dealer. 


BATTERIES.—Demand for dry cell 
batteries still is very brisk and the 
turnover is about as good as any hard- 
ware item. 


Jobbers’ quotations to retailers 
f.o.b. Pittsburgh: 
Broken Unit 
Packages, Packages 
Eac Each 
TE —ESS $1.05 $0.97 
PE - easantaliny okie 1.33 1.2 
C—O OF 1.22 1.14 
 . er 1.40 1.30 
| ere 2.62 2.44 
=. er 2.62 2.44 
RI a 3.33 3.09 
i (Ete coven ee 42 .39 


No. 6 dry cells, ignition type, 29c. 
each. 


BOLTS, NUTS AND RIVETS.—The 
primary market on these products is 
quite firm and this is a little surprising 
in view of the fact that business of the 
various manufacturers has become 
pretty, well localized as result of the 
fa¢t ‘that there are basing points at 
Pilteburgh, Cleveland and Chicago, 
which naturally would tend to confine 
manufacturers to their natural terri- 
tories to escape the absorption of 
freight. Demands upon local jobbers 
are not particularly heavy and are be- 
ing met easily at unchanged prices. 

stocks 





We quote out of jobbers’ 
as follows: 


Machine bolts, small rolled threads, 
60 per cent. off list; all sizes cut 


threads, 50 and 10 per cent off list; 
carriage bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list: nuts, 
hot pressed blank or tapped, 3.50c. to 
4c. off list; c.p.c. and t. blank or 
tapped, 3.50c. off list; rivets, small 
wagon and tinners, 60 and 10 per 
cent off list. 


CONDUCTOR PIPE.—Higher prices 
appear to be an immediate pfospect, 
seeing that higher prices are likely on 
galvanized sheets. Up to this writing, 
however, local jobbers have made no 
change in prices and are still quoting 
on a base of $4.80 per 100 ft. for No. 
29 gage, 3-in. pipe. , 


PAINTS AND VARNISHES.—It is a 
common report that the demand for 
paint is holding up remarkably well 
when the season of the year is consid- 
ered. No price changes have taken 
place since a week ago. 


Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gal.; lower grade, $2.25; 
white lead, 15%c. per lb. in 100-Ib. 
lots: 10 per cent less in lots of 500 
Ib. or more and an extra 5 per cent 
less for lots of a ton or more; turpen- 
tine, $1 per gal. in barrel lots; lin- 
seed oil, $1.17 per gal. in barrel lots. 


SHEET METAL.—Sheet copper con- 
tinues to move up in sympathy with the 
primary market, and now is quoted at 
21%c. a lb. on mill shipments and Ic. 
per lb. more out of local jobbers’ stocks. 
Sheet zinc holds unchanged at 10.85c. 
in casks and 11.85c. in loose sheets. 


SCYTHES. — Leading manufacturers 
have notified the trade of the advance 
of $1 per doz., effective Dec. 10. 


TIN AND TERNE PLATES.—Mill 
prices have moved up slightly on roof- 
ing terne plates, due to the higher mar- 
ket for lead, and this has been followed 
by a slightly increased jobbing price 
Good business is doing in both roofing 
and furnace plates. We quote roofing 
ternes, 40-lb. IC., $23 per box, 112 
sheets, 20 x 28-in., from jobbers’ ware- 
houses; furnace plates, 20 x 2b-in., 
$12.50 per 100 lb. 


WIRE PRODUCTS.—tThere is some un- 
settlement in the primary market due 
to the fact that there are about 10 bas- 
ing points and naturally much confu- 
sion because of unfamiliarity with 
freight rates from all of these basing 
points to all destinations. Locally the 
market is fairly steady. Jobbers still 
are finding a steady demand for nails, 
but not much activity in other products. 

Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.10 base, per keg; 
galvanized, 2-point cattle wire, $3.09 
per spool; galvanized, 2-point hog 
wire, $3.30 per spool; galvanized 4- 
point cattle wire, $3.30 per spool; 
galvanized, 4-point hog wire, $3.57 
per spool; 2-point special cattle wire, 
$2.33 per spool; No. 9 annealed fence. 
wire, $3.00 per 100 lb.; No. 9 galvan- 
ized fence wire, $3.45 per 100 Ib.; 
woven wire fence, 7 bar, 26-in., No. 
11 gage, $27.12 per 100 rods; same 
size, all No. 9 gage, $36.14. 
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The American Boy Saw 


Made only in 20-inch blade, 9 
point. Straight or skew-back. 
Packed in individual gift boxes 
with the Disston Saw, Tool, and 
File Book. 


Here’s a real gift that will 
please any boy. 


Bring gift shoppers into your store 


Get your share of the trade from the 
vast army of Christmas shoppers. 


You can bring them into your store with 
a window display of American Boy Saws. 


Countless boys must have gifts ; and 
parents are looking for suggestions. 


The American Boy Saw is an ideal 
Christmas gift. 


Made for and named after the American 
Boy by Disston—makers of “The Saw 
Most Carpenters Use.” 


Not a toy, but a*real saw. One that a 
boy will use and cherish until he graduates 
to aman’'s size Disston. 





Packed in individual gift boxes. A 48- 
page book of useful saw facts comes with 
each saw. 


Trim your window with American Boy 
Saws now. Display them in your store. 
Suggest them to shoppers. They answer 
the ‘gift for a boy” problem. 


Order American Boy Saws from your 
jobber, and ask us for attractive folders 
for your counter. 


HENRY DISSTON & SONS, Inc. 
Makers of ‘‘The Saw Most Carpenters Use’ 
Philadelphia, U. S, A. 


iISSTON 


SAWS TOOLS FILES KNIVES STEEL 
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Current Sales Satisfactory 
in New York Market— 
Futures Very Good 


New York jobbers report current sales are hold- 
ing up satisfactorily. Some improvement is noted 
following the election, and the recent demonstration 
of its strength in the financial district has given this 
market a very optimistic business tone. 

It is believed that buying will be much heavier 
when inventories are completed. This belief is borne 
out in the report that current wholesale and retail 


stocks are’ unusually low. 
Prices are stronger, however. 


The general belief 


is that further advances may be made, and any de- 
clines which may come about are not expected to be 


important. 


Futures are better than last year. 


Orders placed 


for spring deliveries are very encouraging. Collec- 
tions are considered very satisfactory. 





Jobbers Advance Shot 


Metropolitan jobbers made a slight 
advance on air rifle shot, which is in 
very good demand. Stocks are satis- 


factory. 
Jobbers’ quotations to retailers, 
f.o.b. New York: 


Air rifle shot (BB) in 5 Ib. bags, 
— per bag; in 25 lb. bags, $3.75 per 
ag. 


Ok 





Bolts and Nuts 
Reasonably Active 


Bolts and nuts are reasonably active, 
at firm prices. Stocks are ample. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Bolts. — Common _ carriage bolts, 


small sizes, 40 to A = 10 per cent, 
large sizes, 40 per c 


Machine bolts, all Pion 45 to 50 
per cent. 

as screws, 45 to 50 and 10 per 
cent 


Stove bolts, 75 to 80 per cent; both 
flat and round head. 

Sink bolts, 75 to 80 per cent. 
_ Tire bolts, 45 to 50 per cent. 
Step bolts, 33% per cent. 
Screw anchors, 75-10 per cent. 
Lag screw shields, 80 per cent. 
Machine bolt shields, 65 per cent. 
Prices vary in different sections of 

the city. 

Sestum cotters, 30 per cent. 

Copper rivets and burrs, 40 to 40-10 
per cent. 

Round head iron rivets, 60-5 per 
cent; tinners’ rivets, black and tin, 
60-10 per cent. 

i Cap screws, 80-10 per cent. 








Prepared Solder 
| in Good Demand 


Solder is very active in the New York 
market. The recent advance created a 
little interest. The prepared solder con- 
tinues to be most active in this line. 
This is thought to be due to its wide 
use in radio construction work. 


Jobbers’ quotations to retailers, 
f.o.b. New Yor 

Bar solder (half and — 40c. per 
ib.; strip solder, 46c. per Ib.; Kester 


- “are acid or rosin core, cine per 











Carpet Sweepers Active 
Among Holiday Items 


Carpet sweepers are very active 
within the city limits. Suburban trade 
is beginning to show a little more in- 
terest. Carpet sweepers are always 
heavy sellers for the New York holi- 
day trade. Stocks are satisfactory and 
prices unchanged. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Carpet sweepers, Standard, ja- 
panned, $3 each; Universal, japanned, 
$3.50 each; Grand Rapids, japanned, 
$3.67 each; Grand Rapids, nickeled, 
$4 each; American Queen, $4.50 each; 
Princess, $4.16 each. 


Heavy Demand for Roofing 


Roofing paper stocks are light, but 


the heavy demand continues. Prices 
are holding. 
Jobbers’ quotations to retailers, 


f.o.b. New Yor 
ey 3 paper, } No. 1, $1.15 per roll; 
No. Pas 40 per roll, and No. 3, $1. 65 


, $1.89 per roll; 


Sheathing paper, 20-lb. rolls, 6l1c. 
per roll; 25-lb. rolls, 77c. per roll. 

Certainteed roofing paper, No. 2, 
$1.90 a roll; No. 3, $2.30 a roll. 


Slaters’ felt, 


Scoops Selling Well 


Scoops are selling well. Prices have 
been revised slightly. Stocks are not 
heavy, but apparently are adequate. 

Jobbers’ quotations to. retailers, 

f.o.b. New York: 

These prices are subject to 5 per 
cent discount on bundles of half doz. 
Ames =. scoops, No. 2, $18.95 


pee doz.; No. $19. 35 Der doz.: No. 
$19. 80 = ioe’: ; No. .20 per 
Sons No. 6, $20. 60 per By. No. 7, 


$21 per a No. $21.40 per doz. 
Sanderson, polished scoops, No. 2, 
art per cee; No. 3, $17.45 per doz.; 
N $17.80 per doz.; No. 5 20 
per doz. No. : 
7, $19 per doz.; No. 5 per doz. 
Third grade, polished Scoop, No. 2, 
$15.10 per doz.; No. 3, $15.6 65 per Gos. ; 
No. 4, $16.20 per doz.: No. $16 
6, $17 25 per doz.; No 
i $18.10 per doz.; No. 8, $18. 55 per 
oz. 
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Radio Batteries Active 


Batteries for radio use, particularly 
the B model, are among the most active 
items in this market. Stocks appear 
adequate for current consumption and 
prices are unchanged. 


Jobbers’ quotations to 
f.o.b. New York: 

Batteries, No. 6 dry cells, ignition 
type, 26c. to 29c. each. 

Radio ‘‘B’’ batteries, =~ package 
quantities, No. 766, $1.3 oo: No. 
764, $1.14 each; No oT $2.44 each; 
No. 772, $2.44 each; No. 770, $3. 09 
each 

Radio “C”’ batteries, No. 771, 39c. 
each. 


retailers, 


Nail Market Firm 


The New York nail market is very 
firm at the present. time. Sales are 
good and stocks are in fairly good con- 
dition. Mill shipments are very prompt. 

Jobbers’ quotations to _ retailers, 

f.o.b. New York: 

age cg hg nails, $3.50 to $3.65 
base per 

Cut watle, 4 base per keg. 

Wire nails and brads in "emai lots, 

70-10 per cent off list, in 1-lb. papers. 

fing nails, 1 x 11, plain, $5 to 

$5.15 per 100 Ib.; galvanized, $8. 05 to 
$8.25 per 100 Ib. 

American felt roofing nails, % x 

10%, plain, $6.50 per case. Galva- 

nized, $10.25 per keg. 





Game Trap Sales Fair 


The sale of game traps has not been 
as heavy as was expected. Normally 
this item is very active in this market 
at this time. The trade believes that 
there will be late heavy demand for 
traps. Prices are firm. 


Jobbers’ quotations 
f.o.b. New York: 
bt oe 


to retailers, 


Game traps, with eae 


No. 0, $1 -' OZ oO. 
per Gos: ; No. 1%, $2.44 per doz. ; 
os , $3.36 per doz.; No. 3, $5.49 per 
OZ. 

oe traps, Oneida, with chain, 

$1.59 er we No. 1, $1.83 per 

. : O go. , $2.8 ‘per doz.; No. 2, 
$4.39 per =: No. 3, $6.10 per doz. 


Twine May Advance Soon 


Rope Prices Firm 


Prices on rope are very firm. Twine 
may advance within thirty days. A 
heavy twine demand is expected during 
the latter part of this month, lasting up 
until after the holidays. General sales 
are fair. Stocks are adequate. 

Jobbers’ —- to retailers, 


f.o.b. New Yor 

pe, No. 1 £4Manila_ standard 
brands, 23c. per lb.; No. 2 Manila 
standard brands, 21c. per Ib.; No. 1, 
sisal y andard brands, 18c. per Ib. ; 
No. sisal standard brands, 17c. 


per mn 
Twine, 3-ply wrapping twine, No. 
1, 23c. per Ib.; No. 2, 21c. per Ib. 

India hemp twine, No. 8, 16c. per 
lb.; BB twine, fine dark, 22%c. per 
lb.; fine light, '24c. per Ib. 


Holiday Cutlery Demand 
Very Encouraging 


New York jobbers report their cutlery 
sales for holiday trade are better than 
last year. Pocket cutlery, scissors and 
carvers are quite active. Prices are 
firm. Stocks apparently are in good 
condition. Manicure sets are fairly ac- 
tive also. 
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The live hardware 
dealer says: 


“Tt Aint Gonna Rain No Mo’. 


‘‘But the popular song, like all the 
other weather prophets, may be 
uncertain. I won’t count on in- 
creased sales of %” hose on the 
strength of it. 


BOSTON ‘“My steady increase in the sale of 
WOVEN HOSE & BULL DOG, GOOD LUCK and 
RUBBER CO. MILO is d ia 

Sachets tian is due to the increasing iIn- 

ge, 

itlias dik: tend ean telligence of the amateur gardener, 

brands of Garden Hose who is finding out that nature 

sain aoe must be assisted at just the right 

and MILO moment and the only weapon 

Also . ‘ ° 

Good Luck Jar Rings against drought is a sound reliable 

Good Luck Hose Washers 


. 99 
Bell Deg Friction Tape hose ready for instant use. 
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Weather Hampers Sales in New England 


—Consistent Demand for Staple Lines 


(Boston office 


Holiday goods are not sell- 
ing in the proportion they should as weather condi- 
tions have not been conducive of good business. 
dificult task to convince a man or woman he or she 
should buy a winter overcoat when summer clothes are 
Just so with the retail hardware dealer. 
It is quite a difficult matter to interest him in holiday 
goods when he is enjoying a general good all-around busi- 
ness in staple lines, and when there is but an occasional 
suggestion of winter and all it means to the merchant. 
There is one peculiar twist in the situation that warrants 
While the average retail mer- 
chant is not buying heavily of holiday goods, he is ordering 
futures—something that will be delivered next spring. 


still the fashion. 


special mention. It is this. 


BARROWS.—Jobbers say a change in 
prices on wheelbarrows will shortly be 
announced here. In some cases job- 
bers say prices will be higher and in 
others they will be lower. 

We quote from Boston jobbers’ 


stocks: 

Barrows.— Garden No. 4, steel 
wheel, $6 net each; wood wheel, $5.25; 
No. 5 steel wheel, $6.50; wood wheel, 
$6.75. F.o.b. factory, No. steel 
wheel, $5.75; wood wheel, $6; No. 5, 
steel wheel, $6.25; wood wheel, $6.50. 


BELT LACING.—Flexible steel belt 
lacing has dropped from 45 per cent to 
52 per cent discount. 


BRASS AND COPPER.—After re- 
peated fractional advances by the lead- 
ing producer of brass and copper prod- 
ucts, local jobbers have jacked up prices 
about 1c. per lb. on the average. 


We quote from Boston jobbers’ 
stocks: 

Brass and Copper.—Brass sheets, in 
100 Ib. lots, 225¢c. per Ib.; brass wire, 
23%c.; brass rods, 20%c.; brazed tub- 
ing, 3056. ; seamless brass tubing, 
261%4c.; seamless copper tubing, 27'4c.; 
for less than 100 lb. lots, add 2c. per 
Ib. base. 


CARVERS.—Most of the retail trade 
is covered on its Thanksgiving carver 
requirements, consequently a large per- 
centage of passing business is for 
Christmas resales. The movement of 
such cutlery so far this season com- 
pares favorably with the 1923 showing. 
We 
stocks: 
Carvers.—Stainless steel sets, bird 
and game, $2.75 and $6.50 per set net. 
Regular steel, bird sets $1.35 and 
$3.75 a pair net; game $2.50 and $5.75. 
Beef carvers, stainless steel, $5 and 
$9 a set: regular steel, $1.22 and $2. 


CHOPPERS.—There is, perhaps, a 
slightly better demand for food chop- 
pers, but the market can hardly be 
called active. 


We quote from Boston jobbers’ 
stocks: 

Food Choppers.—Universal line, No. 
0, $1.25 each net: No. 1, $1.52: No. 2, 
$1. 86: No. 3, $2.37. Russwin gine, No. 
1, $18.23 P= doz. net; No. 2, $22.28; 
No. 3, $28.3 

Parts. —Universal line, body, $1 to 
$2.25 each list; feed screws, 50c. to 
$1.30: cutters, 25c. to 30c. each; 
cranks (complete), 50c. to 60c.; clamp 
screws, 45c.; thumb nuts, 20c.: handle 


quote from Boston jobbers’ 


screws, 10c. Discount, 25 and 10 per 
cent. 

Meat Choppers.—Universal line, 
No. 323, $2 each net; No. 331, $3.38; 


of HARDWARE AGE) 


HE shelf hardware business in New England is hold- 
ing up remarkably well 


ware houses. 


It is a 


— $3.72; No. 304, $5.91; No. 344, 


CHRISTMAS TREE HOLDERS. — 
There is something doing all the time 
in Christmas tree holders, say jobbers, 
yet business does not have the snap it 
should at this time of the _ year. 
Jobbers’ stocks are in good condition, 
consequently retail dealers should have 
no difficulty in securing what they 
want. 


I No. | 
$9.4 


quote from Boston jobbers’ 
stocks: 
Christmas Tree Holders.—Standard 


makes, $6 per doz. net. 

GUNS AND AMMUNITION. — Boy 
Scout shot has been reduced 20c. a 
case, but drop shot remains unchanged. 
A ban on hunting in most New England 
States continues to seriously curtail 
the movement of guns and ammunition 
out of retail hands. A movement is on 
foot in at least one New England State 
te have the hunting season extended 
until a reasonable time after rains elim- 
inate the dangers of forest fires. 


We quote from Boston jobbers’ 
stocks: 

Ammunition.—Loaded shells, 25 and 
1 per cent discount; rim fire car- 
tridges, 25 per cent discount; center 
fire cartridges, 18 per cent discount. 

Drop Shot.—Smaller than B, $2.90 
per bag: B and larger, $3.15 per bag. 
Air Rifle, Boy Scout, shot, $4.75 per 
case. 

Guns.—Stevens air rifles, No. 12%, 
$4.05 each net; No. 26, $4.95; No. 12, 
No. 17, $7. 50; No. 27, $8; No. 
Shot ps. he 107, $8.85; 
No. 115, $10.50; $18; No. 235, 
$20.75; I 315, ° "ie. 330, $21.85; 
No. 335, $24.30. Savage, bolt action, 
single shot, No. 04, $6; repeating shot 
gun, No. 21A, $41.75. Baker Batavia 


leader, double barrel, $32; black 
beauty, double barrel, $50. Page & 
Lewis, 22 action, model D, $3.75. 


HOCKEY STICKS.—wWith unseason- 
ably warm weather jobbers are having 
difficulty in interesting the retail trade 
in hockey sticks. Early in the season 
it was generally predicted in wholesale 
circles that there would not be enough 
sticks to go around in 1924-25. It be- 
gins to look different today. 


We quote from Boston jobbers’ 
stocks: 

Hockeys Sticks.—Boys’, white, $3.40 
a doz. net: Oe special, $5.50; Ama- 


teur, $8.50 Championship, $11.50; 
special, $15. 

Pucks.—Standard makes, $2 a doz. 
net. 


There is quite a decided improvement in the demand for 
merchandise handled by the mill supply and heavy hard- 
When all is said and done, it is the funda- 
mental demand for tools and raw material that counts 
in the long run. 
things means that people are getting busier; they are 
better employed; and naturally they have money to spend. 
When they have money to spend, the general hardware 
business is good. 
willingness to forge ahead in this neck of the woods since 
the election, and unless all signs fail New England will 
very shortly take its place as among the most active, indus- 
trially, of the States. 
reflect that activity. Here is a very good omen—collec- 
tions are better than they have been in months. 
everybody is settling their bills, and fairly promptly, too. 


For an increasing demand for such 
There is no end of confidence and 


Retail business, in that event, will 


Most 


Polo Sticks.—No. H, 95c. a doz. 
net; No. G, $1.50; No. C, $3.75. 


PERCOLATORS.—A fair business is 
doing in percolators, mostly for the hol- 
iday trade. Retail dealers are ordering 
limited numbers of individual items, 
but in a great many instances are 
maintaining a good assortment in 
stock. 

We quote from Boston jobbers’ 

stocks: 


Percolators.—Regular style, $4 to 
$5.75 each list. Discount 25 and 10 
per cent. Electric, $9 to $17.50 
each list. Discount 25 and 10 per 
cent. In lots of six, assorted, dis- 
count 35 per cent. Coffee machines, 
$15 to $25 each list. Discounts 25 
and 10 per cent and 35 per cent; ac- 
cording to quality. 


PYREX OVEN WARE.—Some im- 
provement is noted in bookings for 
Pyrex oven ware. A very large per- 
centage of passing business is for de- 
livery some time prior to the Christmas 
trade. Buyers in general are ordering 
fairly heavy and are taking a good as- 
sortment of stock. 


po quote from Boston jobbers’ 
stock 


oT No. 100, 
qt., $1.67 each; No. 101, 2-qt., $1.33; 
. 102, 1%- “at., Fe 17; No. 103, 1-qt., 
. 67e. Round, shal- 

$1; No. 113, 1%- 
"shallow, No. 183, 


. 3-qt., $2. Square, 
No. 110, $1.33 each. 

Pudding Dishes.—Round, deep, No. 
120, 2%-qt., 93c.; No. 121, —— 80c. ; 


No. 122, 1% -qt., 67c.; No. 1 3, 1-at., 
57c.; No. 124, 1-qt., 40c. Round, shal- 
low, No. 132, 1- Ang 57c.; No. . 
1%-qt., 67c.; No. 18B Se qt., 57c.; 
No. 184B, 1%- -qt., 67c.;. No. 185B, 2- 
qt., 80c. Oval, deep, No. 193B, 1-qat., 
7c.; No. 197B, 1-qt., ‘ Round, 
standard, No. 463, %-qt., 40c.; No. 
464, ae 57c.; No. 465, 1%-at., 67c.; 
No. 466, 2-qt., 80c. Square No. S00B, 
1%-qt., 83c. 

Bread Pans.—Oblong, No. 212, 60c.; 
No. 214, $1. 

Cake Dishes yee oy shallow, No. 
220, 50c.; No. 221, 50c.; Square, No. 
809, 67c.; No. 810, $1. 

Pie Plates. —No. 202, 50c.; No. 203, 
60c.; No. 206, 33c.; No. 207, " 40c.; No. 
208, 50c.; No. 209, "60c.; No. 210, 67c.; 
No. 211, 73c. 


Custard Cups.—Round, No. 422, 6- 


17c.; No. 423, 4-oz., 13c.; French 

saitere, "No. 424, 4-oz., "13¢.; "No. 426, 
6-oz., 17c. 

Ramakins.—Round 432, 3%- 


No. 
oz., 10c.; No. 442, 4-02., 13¢. 
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Stove Bolts 
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American Screvw Co. 


PROVIDENCE , RI, 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Business Active in Cincinnati Market— 


Demand for Holiday Merchandise 


(Cincinnati office of HARDWARE AGE) 

r JHE past few days’ business has shown considerable 
improvement, and while the volume is running be- 
hind that of last year up to this time, indications 

point to better business during the rest of the year. The 

poor weather has been the greatest handicap to business 

the hardware trade has had to contend with, but with a 

prospect of more seasonable weather, this condition will be 


alleviated. 


Confidence in the future is more prevalent since the 


AXES.—Fall orders fairly numerous, 
prices steady and stocks in fair shape. 


AUTOMOBILE ACCESSORIES.—De- 
mand steadily improving, but colder 
weather needed to move _ seasonable 
goods. Prices fairly steady. Uncer- 
tainty prevails regarding future course 
of tire prices, some companies having 
made slight reductions while others 
contemplate advances. 
We quote from Cincinnati jobbers’ 


stocks: 
Spark Plugs.—A. C. spark plugs, 
or 


58c. each in lots of 10; A. C. 
Fords, 44c. each in lots of 10; Cham- 
pion X, 45c. each in lots of 10. 
Weed Chains.—Lots of 1 to 9, 30 
off; 10 to 49, 35 off; 50 and over, 40 


off. 

Alcohol.—Denatured, 62c. gal. 
Ford radiator and hood covers, 1917 
to 1923 models, $2.25 each; 1924 mod- 
els, $2.40 each; Chevrolet, $3.75 each. 


BOLTS AND NUTS.—Demand is im- 
proving, prices firmer and stocks in 
good shape. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large 50 and 10 off; 
small, 45 and 10 off; stove bolts, 70 
and 10 off; semi-finished units, ts 
and smaller, 75 off; large sizes, 65 
off 


COASTER WAGONS.—Holiday sales 
good, prices unchanged and _ stocks 
ample. 


We quote from Cincinnati jobbers’ 
stocks: Auto-Wheel coasters, rubber 
tired disc wheels, size 12 x 28, $5.50; 
14 x 32, $6.43; 14 x 34, $7.03; 16 x 38, 

_ $7.73 each. 


BUILDERS’ HARDWARE.—A onotice- 
ably improved demand reperted during 
the past two weeks. Dealers are re- 
plenishing stocks, but not overbuying. 
Prices very firm, and reports of fur- 
ther advances heard but no definite in- 
formation available. 

COPPER RIVETS AND BURRS.— 
Local jobbers have advanced prices 5 
per cent following similar action by 
manufacturers. Demand fair. 
EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales good, prices steady and 
stocks in good shape. 


last year. 


factory. 


FILES.—Demand showing slight im- 
provement, prices unchanged and stocks 
adequate. 


GLASS.—Window glass in demand for 
repair jobs, and new construction fairly 
active. Prices steady and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A and B first 
three brackets, 87 per cent discount; 
Double strength A and B, 86 per 
cent discount. 

GALVANIZED WARE.—Reports of 
advances heard, but nothing definite. 
Demand fair, stocks adequate and 
prices as last quoted. 


We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2.40 
er doz.; 12-qt., $2.70 per doz.; 14-qt., 

3 per doz.; 16-qt., 0 per doz.; 
galvanized tubs, No. 1, $6.80 per doz. 
HOSE.—Next year’s prices on hose 
show a slight decline. Demand is fair 

for spring shipment. 

We quote from Cincinnati jobbers’ 
stocks: Double braided, full garden 
hose full lengths, %-in., 8%c. ft.; 
5,-in., 9%4c. ft.; lic. ft.; in 
50-ft. lengths, ™%-in., 10c. ft.; %-in., 
lle. ft.; %-in., 11%c. ft. 

ICE SKATES.—Holiday orders fairly 
numerous. Stocks adequate and prices 
unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Boys, plain, 84c. pair; nickel 
plated, $1.25 pair; ladies’ skates, 
plain, $1.15 pair. 


NAILS.—Reports of price advances by 

mills current, but no action as yet. De- 

mand steady, and stocks in good shape. 
We quote from Cincinnati jobbers’ 


stocks: Common re nails, $3.15 
er keg base; cement coated nails, 
2.85 per keg. 


PAINTS AND OILS.—Demand satis- 
factory, and stocks are in good shape. 
Lead prices have advanced ‘%c per Ib., 
with no changes in other items. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
good quality, $2.60 to $2.90 per gal.; 
linseed oil, single barrels, $1.07 per 
gal.; turpentine, single. barrels, 88&c. 
gal.; white and red lead, in 100-lb. 
kegs, 15%4c. per Ib. 


ROLLER SKATES.—Holiday orders 
swelling the normal business. Stocks 
only in fair shape, and prices firm. 


election, and this is expected to be a big factor in future 
purchasing. Buying for the future is not exactly brisk 
at the present time, but holiday goods are moving in good 
volume, and this business is expected to exceed that of 


While there is a tendency toward higher prices, changes 
are few in number. 
changes before the first of the year. 


It is expected that there will be few 
Collections are satis- 


We quote from Cincinnati jobbers’ 
stocks: Union Hardware Co.’s No. 6, 
$1.62 pair; Nos. 4 and 5, $1.52 pair. 

RADIO SUPPLIES.—Demand picking 
up considerably, and indications point 
to big holiday business. No price 
changes, and stocks in good shape. 

We quote from Cincinnati jobbers’ 
stocks: ‘“B” batteries, 22% volt, 
$1.30 each; 45 volt, $2.44 each: B wet 
batteries, 24 volt, $4 each; Antennae 
wire, 42c. per 100 ft.; Battery charg- 


ers, Apco, $12.50 each; Foldbrae, 
$13.85 each; G. G. H. loud speakers, 
W10, $12.50 each; W20, $15 each; ° 


W50, $20 each, less 35 per cent. 
ROPE.—Prices have advanced since 
last report, Manila 4c. per lb. and sisal 
lc. Demand is fair, and stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Manila rope, 22%c. per Ib.; 
sisal, 15%c. per Ib. 


SCREEN DOORS AND WINDOWS.— 
Prices for next year will be about 5 per 
cent lower than those now current. 
Some orders have been placed, but the 
bulk of the buying is yet to be done. 
Stocks fair. 


SASH CORD.—Demand fair, 
unchanged, and stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Best grades, 80c. Ib.; me- 
dium grades, 41\%c. Ib. 


SASH WEIGHTS.—Demand improving, 
stocks adequate, and prices strong. 


We quote from Cincinnati jobbers’ 
stocks: Cast iron sash weights, $2.15 
per 100 lb. 


STEEL SHEETS.—Mills are advancing 
prices from $2 to $3 per ton for first 
quarter shipment. Present demand 
steady and prices firm. 


We quote from Cincinnati jobbers’ 
stocks: No. 10 blue annealed sheets, 
3.90c.; 28-gage black sheets, 4.60c.: 
28-gage galvanized sheets, 5.75c. 


WIRE.—Fair demand for plain and 
galvanized wire and prices unchanged. 
We quote from Cincinnati jobbers’ 


stocks: No. 9 annealed, $3.15 per 100 
lb. Galvanized, $3.60 per 100 Ib. 


WIRE CLOTH.—Demand fair, prices 
steady and stocks adequate. 

We quote from Cincinnati jobbers’ 
stocks: Black painted wire cloth, 12- 
mesh, $1.90 per 100 sq. ft.; galvan- 
ized, $2.25: opal, 12-mesh, $2.45; 14- 
mesh, $2.95; bronze, $6.25. 


prices 








Next Week! 


A particularly helpful installment in the series of cutlery articles by John Cassin. Watch for it. 








Reading matter continued on page 98 
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Are you selling china? 


ORE and more every day is the China Depart- 
ment becoming a recognized factor in the 
organization of the modern hardware store. A few 
years ago chinaware was looked upon as an innova- 
tion in the hardware trade—something for only the 
very big stores in the very big cities. 


But wide-awake hardware merchants in the smaller 
Tes tee gibi een = “tried it out’”—and they found that china, in 


above arefromour stockof addition to being a big moneymaker in itself, opened 
English Porcelain. Read- - b d f | F f h di : : 
ing from left to right, these up a Tan -hne@w e O me;rc an ISIng Opportunity. 


patterns are: 


“ Are you selling chinaware?... With Fisher-Bruce 
Marcella aS 
mitten Service it does not take a whole lot of money or a 
Vincent whole lot of space to operate a profitable china de- 
Rushden 


partment. We do the warehousing for you. 
We also have a number of 
newand distinctive patterns | And, we can offer you the exclusive selling rights on 


in American Porcelain, Jap- eos ’ 
uneeé. Reena ae some very fine patterns in imported and domestic 


China thatare receivingthe § china and porcelain if your town is not already 
approval of discriminating 


buyers. closed. Write us for details. 





FISHER, BRUCE & CO. 


Importers and Wholesalers 


Sales Office: 219-221 Market Street, Philadelphia 
Warehouses: 225 Church Street; 210-212 Filbert Street 
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Business on Up-Grade in Chicago Market— 


Prices Firm on Practically All Lines 


Chicago office of HARDWARE AGE 

ALES are speeding up. It is hard to say whether 
S the increase can be traced to a strengthened confi- 

dence as a result of the national election or to a 
demand occasioned by the past few days of seasonably 
cold weather in this territory. At any rate, both jobbers 
and retailers report a spurt in buying activity that is 
highly satisfactory. 

The fact that jobbers last week reported an enormous 
volume of mail orders for seasonable merchandise again 
emphasizes the fact that retailers have been running 
along on low stocks and an increase of business caught 
them unprepared. A sizable increase in the number of 
orders for spring merchandise is noticeable although the 


AUTOMOBILE ACCESSORIES.—The 


rubber covered wire “or per 1000 


volume was not as great as during the same period in 
former years. 

Prices during the week have remained practically sta- 
tionary, the only variation being a very slight adjustment 
on eaves trough and conductor pipe to permit more uni- 
form discounts. 

Building activities continue on a high level, the cold 
and rainy weather serving to spur operations on to com- 
pletion rather than to retard them, Builders’ hardware 
and materials continue to be in good demand and there 
seem to be no indications for any immediate price changes. 

Collections in general continue to be good and most 
agricultural districts are shipping out record amounts of 
farm produce which is bringing in money to liquidate 
accounts on the retailers’ books. 


Boys’, $1.20 pair; Half Key Clamp— 


, . ft.; in 1000-ft. lots, $7, No. 18 lamp Hockey, Girls’ $1.40 pair. 
demand continues to hold up; prices are cord, $14.50 per 1000 ft.: — 1000-ft. : 
sachanwed. ‘ iota, GAAS; %-in. brash. beans key LANTERNS.—A very good seasonable 


sockets, 19c. each; 
60c. each; in lots of 10, 
attachment 


We quote from jobber’s’ stocks, 


f.o.b. Chicago: one-piece 
Spark Plugs.—Splitdorf, 50c. each; each; 


each; lots of 100, 41c. each; Cham- 

pion Blue Box line, 53c. each: A 

Titan, 58c. each; lots of 100, 56c. 

A. C. Special Ford, 44c. each. 

Spot Lights.—Anderson, No. 3280, each 

$6.50 each; Stewart, $5.67 each. 
A. 


_Horne. —E. Electric (Ford), $4 of less than 10, 


“Tame. —Reliable Jacks, No. 46, $2.50 $4 list. 
each; in lots of 10, $2.25 each; Ajax, 
No. 3 90c. each; National Standard, No. 522W, $9.50 list. 


No. 21, $1.20 each. cent. 
Pumps. —Rose, 1%-in. cylinder, $1.55 


each. GARDEN HOSE AND LAWN 
SPRINKLERS.—Considering the ad- 
vance of about 60 per cent in rubber 
since last year hose is cheap. 
the volume of spring orders received is and longer; $2.50 for shorter than 
light, still they have shown some im- 
provement this last week. 
We quote from jobbers’ 


Chains.—Non-skid, dozen pair lots, 
38% per cent discount: 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $10.45 each; regular 
cord, $8 each; gray inner tubes, 30 
x 314, $1.20 each; red inner tubes, 
30 x 3%, $1.50 each. 


BUILDERS’ HARDWARE.—Sales vol- 


ume is good, with prices remaining un- f.0.b. Chicago: 


two-way plugs, 


two-piece attachment plugs, 
regular, 58c. each; Champion X, 45c. 12c. each; dry cells, 


30%c. each; less than case lots, 34c. 


each. 
Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; 


Battery Charge.—Apco line, in lots 
$13.50 each net. 

Tubes.—Cunningham and R. C. A., 
Discount 25 per cent. 4-qt., 
Loud Speakers.—Western Electric 
Discount 30 per 


Garden hose, good 


demand is reported. 
494%4c. each; 


We quote from jobbers’ stocks, 
plugs, _ lsc. f.o.b. Chicago: Dietz Ce $13 doz. ; 
with large fount, $14.25 doz.; Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 
LARD PRESSES AND SAUSAGE 
STUFFERS.—Sales volume is fair; no 
price change reported. 


We quote from jobbers’ 
f.o.b. Chicago: 


boxes of 50, 


No. 767, $2.62 


stocks, 
Enterprise No. 25, 
$7.28 each; No. 31, 6- at., $7. 89 
each; No. 35, 8- -qt., $8.67 each 


NAILS.—Prices are steady with a very 
good volume of sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.40 per keg bese. The extra for 
galvanized nails is now $2.25 for 1-in. 


While 


l-in. 
PAINTS AND OILS.—For the first 


time in several weeks prices are sta- 


stocks, : . 
tionary on all items. 


changed. quality, molded hose, %-in., 10%c. phils 
We quote from jobber's stocks, tothe aoe ; ght. s-piy oak Se jobbers’ stocks, 
good quality, wrapped, -in., Cc. ay * : 

tggb Cueney: 26 a tM cee bats Reel iieegee fee. gigi ttt Pian tame ate 
$2.67 per doz. pair: re * ¢ steel Sette’ good quality, wrapped, %%-in., 12c. gal. icine dhcriaechetead 
old copper aw aull brass finish, aly ty ag go _hinesod On---tiee, De hy jot 
per doz. pair; heavy steel beve . ae , ; “9 B weg 15 per gal; 5-barrel lots, $1.10 

inside sets, case lots, $7 per doz.; steel ft.; ‘%4-in., llc. per, ft. ggg are per gal. 


klers, Rain King, 
bit-keyed front door eots, SL00 per fountain sprinkler, $8 doz.; Rainbow, 


38-in. high, $24 doz. 


set; wrought prass bit- keyed front 
door sets, $3.25 per set, cylinder 
front door sets, $7.50 per set. 


$28 doz.; 


Turpentine.—Barrel lots, 90c. per 


Denatured 


Alcohol.—Barrel lots, 
§5c. per 


CHAIN.—Sales volume continues to be 
very satisfactory. 


We quote from jobber’s’ stocks, 
f.o.b. Chicago: %- in. preof coil chain, 
50c. per 100 Ib.; Tenso, Bull Dog and 
Brown coil chains, 50-10 per cent dis- 
count; No. 60-4% electric welded cow 
ties, $2.75 per doz. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales continue active. Prices 
have been slightly revised to permit 
uniform discounts. 


We quote from jobber’s stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, f-in., $4.50 per 100 ft.; Cor- 
rugated conductor pipe, 3- in., $4.75 
per 100 ft.; Plain ridge roll, 1%-Iin., 
$4 per 100 'ft.; Ccrrugated conductor 
elbows, 3-in., $1 36 doz. 


ELECTRIC AND RADIO MERCHAN- 
DISE.—Prices same as last week; 
sales are very good, especially in radio 
goods. 


We quote from jobbers’ 
f.o.b. Chica 
‘Merdhandles. —No. 14 


stocks, 


cago 
Electrical 
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HANDLED HAMMERS.—The demand 
is good. Prices are very firm and con- 
sidered favorable. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-oz. machinist hammers, $7.85 
doz.; medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, TOOL.—Prices continue 
firm; sales are very good. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


ICE SKATES.—Sales are gradually in- 
creasing. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp—Rocker, 
Men’s and Boys’, bright finish, 75c. 
pair; Half Key Clamp—Rocker, 
Women’s and Girls’, bright finish, $1 
pair; Key Clamp—Hockey, Men’s and 


PYREX WARE.—Sales 
show large volume. 


gal. 
iis 2 Lead.—100- Ib. kegs, $15.25; 
50-lb. kegs, $7.90; 25-lb. kegs, $4; 
12%-lb. kegs, $2.10. 
Dry Paste.—Barrel lots, 6c. per lb. 
Shellac.—(4-lb. goods), white, $3.50 
per gal.; orange, $3.25 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 doz.; 


No. 214, $12 doz. 

Casseretes. wound, No. 167, $12 
doz. ; ; No. 8, $14 doz. ; No. 183, $12 
doz.; No. ist, 4 doz 

Casseroles. -——Oval, No. 193, $12 doz.; 
No. 197, $14 doz 

Pie Hetten iho, 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2- -cup, $20 doz.; 4-cup, 
$24 doz.: 6-cup, $28 doz 

Utility Pans.—No. 231, $8 doz.; No 
232, $14 doz. 


ROASTERS.—The demand is steadily 
increasing; no change in prices. 


We quote from jobbers’ 
f.o.b. Chicago: 


stocks, 





continue to 
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“7 Made Good/ y 
Zp) Thousands of letters, pouring in from Po Za) 
BS dealers and home owners, prove it. = ong Oo 
fe Home owners say it is giving them more itn res yom a 
winter comfort than they have ever been able A a Sn & 
a to get before, and for less money. Dealers say ae te Se = 
it is the fastest-selling, most easily sold item ee ES 
> they have ever handled. ~N G 
7. Make good with the Sunbeam Cabinet fj = 
Heater. Write or wire for the Sunbeam — 
e Dealer Proposition. ==] 
a THE FOX FURNACE COMPANY, ELYRIA, O. ey] 
x) Largest Makers of Heating Equipment == 
a Boston Atlanta Cleveland Chicago S 
Denver San Francisco Le 
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No. 75 blued, $10.75 per doz.;: No. 
200, blued, $14.40 per doz.; No. 11, 
blue enameled, $20.75 per doz.; No. 
41, bine enameled, $25.50 per doz.; 
No. 13, magnolia enameled, $28.35 
per doz.; No. 43, magnolia enameled, 
$26.75 per oz. 

Black Beauty roasters and drip 
pans, three-piece, No. 10, $9 per doz.; 
No. 20, $11 per doz.; two-piece, No. 
1, $2.57; No. 2, $3.30; No. 3, $3.93; 
No. 5. $4.63; No. 6, $5.27; No. 7, $6.27. 
Drip pans, 3314 from manufacturer's 
list. Ekco tin bread and cake pans, 
33% from manufacturer’s list. 


ROLLER SKATES.—Future orders for 
spring delivery are coming in freely. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Roller skates for 
boys, $1.40 per pr.; for girls, $1.50 
per, pr. 
ROOFING AND PAPER.—Sales are 
good, with no recent price changes. 


We quote from ijiobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
square; best grade talc surfaced 
$2.20 per square; medium talc sur- 
faced, $1.60 per square; light talc 
surfaced, 95c. per square; red rosin 
sheathing, $55 per ton. 


ROPE.—Prices are firm. The demand 
for early 1925 shipment has been very 
good. 


We quote from 
f.o.b. Chicago: No. 
aid brands, 21%c. 
Manila, 20%c. per Ib.; 
15%c. to 16%c. per Ihb.; 
144%4c. to 15%c. per Ib. 


SASH CORD.—Satisfactory volume 
sales; no price changes. 
We quote from jobbers’ 


jobbers’ stocks, 
1 Manila stand- 
per lIb.; No. . 
No. 1 sisal, 
No. 2 sisal, 


of 


stocks, 


Cow Hobble Will Appeal to 
Dairymen Everywhere 


The So-Boss cow hobble and tail 
holder made by the Simonsen Iron 
Works, Sioux Rapids, Iowa, is an in- 
genious device which effectively stops 
all kicking and tail switching annoy- 
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ance while milking. The hobble also 
saves time, temper, and prevents the 
spilling of many pails of milk. It thus 
insures the complete milking capacity 
of -every cow, and cannot injure the 
animal. It is supplied in a complete 
one-piece assembly, and the method of 
attachment is indicated in the accom- 
panying illustration. It may be put in 
place or removed in a moment or two, 
and is designed to retail at a popular 
price. 


New Spring Hinge Needs No 
Hanging Strip 
The Chicago Spring Hinge Co., Chi- 


cago, manufacturer of spring hinges, 
has announced a new spring hinge 
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f.o.b. Chicago: No. 7 standard brands, 
$10.55 per doz. hanks; No. 8, $12.10 
per doz. hanks. 
SASH PULLEYS.—Prices remain the 
same; demand is fair. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.: barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. oz., No. 105, 52c. doz.; 


barrels, 48c. doz. 


SCREWS.—Sales are reported as good 
with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list; 
round head blued, 76-10 per cent list; 
fiat head brass, 76-5 per.cent new 
list; round head brass, 74-5 per cent 
new list; japanned, 72-10 per cent 
new list. 


SOLDER AND BABBITT METAL.— 
Prices are steady at the advanced 
basis, due to high market on tin and 
lead. The demand is very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 solder, 
$37 per 100 Ib.: medium, 45-55 solder, 
$36 per 100 Ib.; tinners’, 40-60 solder, 
$35 per 100 Ib.;: high speed babbitt 
metal, $20 per 100 lb.; standard No. 
4 babbitt metal, $13 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 
Sales are seasonably active, with 
prices unchanged. 


We quote from jobbers’ 
f.o.b. Chicago: Best full gage pipe, 
30 gage, 13c.; 28 gage, 15c.; 26 gage, 
17¢c. per joint. Corrugated elbows, 30 
gage, $1.25; 28 gage, $1.50 doz. Gal- 
vanized coal hods, 17-in., $5 doz. 


stocks, 





called the “Simplex.” This new hinge 
embodies several new features, the 
primary one being the direct applica- 
tion of the hinge to the door casing 
without a hanging strip. The entire 
web and barrels are made of one con- 
tinuous metal formed so that the web 
portion had three thicknesses of metal 
and the barrels only one thickness. The 
construction of barrels and web elimi- 





TYPE 9001 
NO HANGING STRIP REQUIRED 


nates joints and avoids exposing the 
springs to moisture. 

All of the standards of the “Triplex” 
spring hinge which has been on the 
market 15 years, have been maintained 
in the new hinge. 
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TRAPS.—Demand is improving, but 
only fair at present. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: No. 0, $1.05 each; No. 
1, $1.32 each; No. 1%, $2.20 each; 
No. 2, $3.03 each. 


WIRE GOODS.—Fair volume of fu- 
ture orders is reported; prices un- 
changed. 


We quote from jobbers’ stocks 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.05 per 100 Ilb.; No. 9 galvan- 
ized plain wire, $3.50 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 Ilb.; 80-rod 
spool galvanized hog wire, $3.34 per 
spool. Polished fence staples, $4 per 
100 ; 12-mesh black wire cloth, 
$1.90 per 100 sq. ft.; 12-mesh gal- 
vanized wire cloth, $2.20 per 100 sq. 
ft.; 14-mesh bronze wire cloth, $6 
per 100 sq. ft.; galvanized poultry 
netting, 55-5 per cent discount, gal- 
vanized after poultry netting, 50-5 
per cent discount. 


WRENCHES. — Volume of sales is 
good, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches. 
60 per cent discount; Coes’ wrenches, 
40-10 per cent discount; engineers’ 
wrenches, 25 per cent discount; Still- 
son, 70 per cent discount; Trimo, 
65-10 per cent discount. 

Snap-On Wrenches.— Radio and 
electrical set,’ $4; No. 101 Master 
Service set, $15.25; No. 202 Heavy 
Duty set, $8.80; No. 303 Ford Master 
Service set, $14.85; No. 404, Universal 


Socket set, $8.75; No. 505-B Screw 
Driver set, $3.40; No. 900 Square 
Socket set, $3.70. All Snap-On 


Wrenches less 40 per cent discount. 


New Witt Product 


The Witt Cornice Co., Cincinnati, 
Ohio, has designed ahd is producing 
a new garbage and ash can called the 
No. 0. This is a medium-sized can, 
designed especially for the small home 


Ee ee oe Le Se 





owner. It is just large enough to meet 
the average need and to be handled 
conveniently by one man. 

The Witt No. 0 includes all construc- 
tion features found in Nos. 1, 2 and 3 
Witt cans, and will, it is said, give 
good service and satisfaction. 

Heavy corrugated sheet steel, pro- 
tected at top and bottom by electrically 
welded iron bands, gives the Witt No. 0 
the strength and rigidity necessary to 
withstand extra hard usage. 

Additional security and sanitation 
comes from the snug fitting but easy 
lifting lid and the seams that are made 
water-tight by a special process. 


a 


Reading matter continued on page 102 
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A LINE of general utility tools for house- 
holders and amateur tool users—that’s CRE- 
COITE! There’s a large and growing de- 
mand for tools of this class—serviceable qual- 
ity at medium prices—and the special prov- 
ince of the Crecoite line is to help you take 
care of this trade. 


Also With Profit 


Because Crecoite was developed in our labor- 
atories for the special purpose of making 
good tools, because of our experience and re- 
sources, we are able to offer Crecoite quality 
at prices most attractive to the consumer and 
yet carry a dandy margin of dealer profit. 


MARION TOOL WORKS, Inc. 
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Northwest Buying for Holiday Trade—Seasonal 


Merchandising Also in Demand 


marketing of the crops in this section of the coun- 

try. Collections have been improving during the last 

two weeks, and buying in a general way has become better. 

The approach of the holiday season is beginning to be 

The stocks are assuming the 

aspect of the holiday season, and conversation of the 
people in the stores has a holiday trend. 

The excuse of the election is eliminated. The consumer 

who has stated that he would wait until after election 


CC ONDITIONS are beginning to show the effect of the 


noticed in trade lines, also. 


BATTERIES.—There is an increasing 
demand for batteries of all types. With 
the cooler weather, the sale of automo- 
bile batteries has improved, and flash- 
light batteries are in good demand. 
Radio is attracting new devotees con- 
stantly, and the season has only 
started. Replacements in radio batter- 
ies are running high. ‘Stocks are fuli 
and prices steady. 


We quote from jobbers’ 
f.o.b. Twin Cities: No. 6 
type dry cells, case lots, 


stocks, 
ignition 
29c. each: 


Radio upBe batteries, unit package 
quantities, No. 766, $1.30 each; No. 
764, $1.14 each; No. 767, $2.44 each 
No. 772, $2.44 each; No. 770, — 
each; “co” batteries, No. 771, 
each. 


BOLTS.—Demand is fair, with prices 
unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
50 per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent 
and lag screws at 60 per cent from 
standard lists. 


BRADS.—Sales are running lighter, 
with no changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE.— Building 
for this season is practically completed. 
The residence building has been halted, 
few new homes being started. From 
all indications there will be an excellent 
season next year in the building lines, 
and sales will be very good. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—The call for this class 
of merchandise is running lighter, the 
greater part of repair work having 
been completed. New work is practi- 
cally at a standstill for this year. 
Stocks are sufficient to meet the de- 
mand. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5-in., $5 per 100 
ft.: 3-in., 28-gage conductor pipe, 
$5.25 per 100 ft.; 3-in. conductor 
elbows, $1.55 per doz. net. 


GALVANIZED WARE.— Sales are 
very good, with stocks in good condi- 
tion. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.40; No. 2, $7.15; 
No. a $8.40; heavy galvanized tubs, 
No. $12; No. 2, $13.25; No. 3, $14.50; 
-t Be galvanized 10- “qt. 
$2.25; 12-qt., $2.40: $2.75; 


qt. stock pails, $4. 50, nn 18- -qt., $5. 25 
per doz. 


GLASS OVEN WARE.—The demand 
for utensils of this description is in- 
creasing as the holiday season ap- 


“to see how it is coming out,” now can make his purchases. 
And this applies also to the dealers and the jobbers. 
Without doubt, the Northwest will enter an era or pros- 
perity during the coming year. 
cated in some lines, such as paints, and other lines are 
beginning to feel the demand also. 

Future buying is one indication that is favorable. 


It has already been indi- 


The 


dealer is buying ahead more than a year ago, with the 


proaches. Stocks are well filled and 

prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 101 casser- 
oles, $1.33; No. 197, $1.17; No. _ ie 
lates, 50c. ; ; No. 210, 67c.; : 12 
read pans, 60c.; No. 231 ay pans, 
67c.; No. 12 tea pots, $1.67; No. 24, 
$2, and No. 36, $2.33 each, net. 


HAMMERS AND HATCHETS.—Tools 
in general are selling at a fair rate. 
There is a call for moderate priced 
tools on the farms for repair work. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
$11.40 per doz.; umb HF81, 
Riverside No. 


shingling No. 2, $13. 15; Plumb claw 

No. 2, $14.40 per doz. 
LANTERNS.—Sales are very good and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 


terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per doz.; No. 240, 2.75 per doz. ; 


No. 130, Midget vehicle lanterns, $17 


per doz. 


NAILS.—Another price reduction has 
been made in the local markets on nails, 
amounting to 25 cents per keg, base, on 
standard, and 15 cents per keg, base, 
on cement coated nails. Building is 
practically over now until in the spring, 
which is reducing the call. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 per keg, base, and ce- 
ment coated wire nails at $2.75 per 
keg, base. 


OIL HEATERS.—Oil heaters have been 
roving out at a good rate and stocks 
are well filled for the demand. Prices 
show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 
steel, 3-qt. capacity, No. 12, oil heat- 
ers at $2.66, and niakel polished 
= 4-qt. capacity, No. 016, at $5.32 
each. 


PAINTS AND WHITE LEAD.—Out- 
side paints are selling more slowly, 
while there is some increase in the de- 
mand for inside finishes. Salesmen have 
net yet started out for spring business, 
as a general rule, but the belief is that 
there will be an excellent season next 
vear. White lead has again advanced. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $2.80 per gallon; second 
grade house paints at $2.10 per gal.; 
best white lead at $13.85 per cwt., in 
100 lb. containers. 


ROPE.—Sales of rope are fair, with 
good stocks from which to draw. Prices 
show no change. 


expectation and belief that the Northwest will start to 
make up for the sluggish buying of the past few years. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades ma- 
nila rope at 23%c. per Ib., base, 
and best grades sisal rope at 17 Bc. 
per lb., base. 


. SKATES.—Skates are beginning to 


move in a retail way in the Twin Cities, 
but there is little call for them outside 
of that territory. Stocks are well filled 


in expectation of a fine trade. Prices 
have not changed. 
‘We quote from jobbers’ stocks, 


f.o.b. Twin Cities; No. 1624 skates at 
yt No. 1624%, $1.19; No. 524%, 

1.31; No. 424%, $1.69; No. 524%L, 
a1 57; No. 424%L, $2.00; Nestor John- 
son Hockey, Men’s aluminum, $7.25; 
nickel, $8.25 per pair, net. 


SCREWS.—Screws are selling well, 
with good stocks on hand. Prices show 
no change. 


We quote from 
f.o.b. Twin Cities: Flat head bright 
screws, 75-15 per cent; round head 
blued screws, 75-5 per cent; flat head 
brass, 70-10 per cent, and round head 
brass, 65-10 per cent. 


jobbers’ stocks, 


‘SOLDER.—Solder has again advanced. 


Sales are fair, with good stocks on 
hand. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 37c. per Ib.; strict- 
ly half and half solder at 35c. per Ib. 
and Dutch Boy solder in 100 lb. lots 


at 37c. per Ib. 
STEEL TRAPS.—Sales are showing 


some improvement, with full stocks 
from which to draw. Prices are steady 
as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. 0 steel 
game traps at $1.10; No. 1, $1.38; 
No. 1%, $2.44; No. 2, $3.36; Oneida 
Jump game traps, No. 0, $1.59; No. 1, 
$1.83; No. 1%, $2.81 per doz., net. 


STOVE BOARDS.—Sales are mounting 
rapidly in this line, with full stocks on 
hand. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystalized stove 
boards in full crate lots, 28 x 28, 
$16.95; 30 x 30, $19.70; 36 x 36, $27.45 
per doz., net. 


WIRE.—In common with nails, the 
-rices on wire have been changed in 
this market. Sales are at a good rate 
for this season of the year. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed painted 
hog wire at $3.20 per 80 rod spool; 
barbed painted cattle wire at $3.00 
per 80 rod spool; barbed galvanized 
hog wire at $3.41 per 80 rod spool, 
and barbed galvanized cattle wire at 
$3.19 per 80 rod spool; No. 9, plain 
fence wire at $3.25 cwt., and No. 9 
galvanized smooth wire at $3.70 cwt. 
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No. 3—The First Use of the Rtas St 
The Autographic Register Company was organized in 1883 to 
market young lawyer Shoup’s new invention. Forms were de- 


Autographic Register i 
signed for use in retail stores and salesmen were sent out to \je i 


interest retail merchants. Merchants retailing hardware, paint, ~—— %,' // N'A 
° ° . ° ° ~ UY / - 1 — 

shoes, clothing and kindred lines of merchandise were quick to Pt 

perceive the possibilities of the new idea for the prevention of 
errors in recording sales transactions and for absolutely prov- 
ing the accuracy and correctness of all charges. In a short 
time the Autographic Register gained universal recognition as 
an integral part of progressive retail business. 





—— ee 
AIS DAY SS 
== — 


vit ih | || Ais 


MODERN 


RETAILING 
* murs and the AUTOGRAPHIC REGISTER 


Modern retailing in the accepted sense of the word means scientific re- 
tail store management. 


Scientific retail store management means cutting costs, stopping losses, 
eliminating errors, controlling sales, knowing stock and getting facts. 


It means quick, first-hand analysis and interpretation of daily transac- 
tions. 

















It means action based on knowledge, based on facts, based on accuracy, 
based on speed in compilation. 








| 
| OF i * 
| _— Hand in Hand with Progress 
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The Autographic Register made scientific progress along this line 
possible. 








| Such scientific progress in turn inspired development of new and im- 
ee proved Autographic Register systems, which in turn contributed to re- 
| ppcemencser 7 / 

tail progress. 





The net result is “The Shoupaligner”—which represents the latest and 
best thought both as to systems and equipment to facilitate their use. 


a That is why those who seek information, inspiration and guidance as 

——— Fi to the most up-to-date, practical, efficient and economical method of writ- 
\: | rs ing, analyzing and recapitulating manifold records of daily business 
activities will find it worth while to discuss their problems with a 
“Shouperior” Systems man. 








Write us on your business stationery for an appointment. No obligation. 























’ ESTABLISHED IN 1883 A UTOGRAPHIC REGISTER COMPANY 


350-358 Tenth Street, Hoboken, N. J. 


Represented in Canada by 


AUTOGRAPHIC REGISTER SYSTEMS, Limited 
110 St. Peters Street, MONTREAL 
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Drawing Outfits 


—a useful gift 
for Christmas 


and throughout the year 


Outfit No. 1 


{as illustrated} contains: 


Set of nickel-silver instru- 
ments 

Drawing Board, 18x24 in. 

T Square, 24 in. 

Ambro 30° x 60° triangle 

Ambro 45° triangle 

Ambro curve 

Architect's scale 

Brass protractor 

Thumb tacks 

Pencil pointer 

2 pencils 

2 erasers 

Drawing paper 


Contents of other 
outfits in proportion 


Attrattively arranged for 
display purposes 
aN 


In green covered box; 
parts fastened by elastic cord 
to salmon colored mount. 


No. 1 retails at $10.00 
No. 2 retails at 7.50 
LY 


In green or holly covered box, 
parts displayed around board 
in individual compartments. 


No. 3 retails at $5.00 
No. 4 retails at 2.75 


aN 


A greeting card in each box 
Display cards with shipment 


LIBERAL DISCOUNTS 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


Branches 
Chicago 


New York 
New Orleans Pittsburgh 
San Francisco 


Philadelphia 
Milwaukee Los Angeles 
Factory 
Cl . " Iti . 
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Profit from Xmas Specials 


S individuals we all stretch a point at Christmas 
time. We eat more, possibly dress with more 
care and seem to partake generally of life’s happier 
possibilities. Why not step forward as hardware mer- 
chants and celebrate in a merchandising way the op- 
portunities which Christmas presents. 
The Allot Hardware Co., Alliance, Ohio, does not 
stick to staple hardware for its holiday sales cam- 
paign but goes into fields which bring quick profits 





and many new customers. These two window displays 
used last December give a clear idea of the beautiful 
gifts which were obtainable at this honest-to-goodness 
hardware store. 

High grade table and floor lamps, ash trays, fitted 
out traveling bags, highest grade cut glass, all kinds 
of fancy pocketbooks and leather goods, novelties were 
there, field glasses, men’s toilet kits and a general 
holiday line which brought hundreds of people into 
the store not only from Alliance but from all parts of 
the county. 

Many of the holiday customers have been kept on 
the books for regular hardware and there is no doubt 





in the mind of the Allot Hardware Co. sales staff re- 
garding Christmas sales possibilities. They have 
figures which prove the holiday business gives a defi- 
nite rise to the December sales curve, brings up the 
gross annual total and gives the store distinction 
which helps throughout the entire coming year. 








If you want to find out who is responsible for 
your success or failure look at the man you 
shave every morning. 
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Feature Practical Gifts 


HALEND FLOHR, practical hardware merchant 
ye, of Bucyrus, Ohio, does not forget to be practical 
in his holiday sales appeal. During the month of De- 
cember last year he devoted one window to gifts for 
men and the other to gifts suitable for the fair sex. 

This is a capital idea for the store with only two 
windows. For the men Whalend suggested tools, 


sporting goods, flashlights, skates, guns, fishing tackle, 
sleds, juvenile vehicles, alarm clocks, skooters and 
Remember that when he said men he 


croquet sets. 





meant all agrétthe same being true of his window for 
ladies. 

The ladies” window included electrical merchandise, 
china, silverware, tea pots, aluminum ware, enamel- 
ware, glass baking ware, cutlery; ‘thermos bottles, and 
other hardware items dear to the ladies. . 

Young Flohr solved the entire Christmas gift prob- 
lem for the town. For man or for woman his win- 
dows told their stories, and his sales during the Christ- 
mas season of 1923 were the best ever, proving that 
his point was a good one, worthy of utilizing in your 
own window plans for the holiday rush. 








Your Competitor 


Your nearest competitor may be dis- 
honest, a gyp, price cutter, and he may also 
knock you and your business methods— 
but, on the other hand, he may also be a 
pretty square fellow and may have boosted 
you on many occasions. Make sure 
whether he is playing square or not before 
you frame your policy and then play the 


game right. 
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Eveready’s Christmas 
drive bigger and 
better than ever 





THERE will be large, full-page Christmas 
advertisements in the great national 
magazines, the farm press and the met- 
ropolitan newspapers with their wide- 
spreading circle of influence. There 
will be a special Christmas color page 
in The Saturday Evening Post that 
alone will reach 2,500,000 people. 

There will be a full page in colors in 
The American Weekly that alone will 
reach another 4,750,000 people. There 
will be pages in the preferred roto- 
gravure sections of newspapers all over 
the United States, with follow-up inser- 
tions to keep the pot boiling. 

Eveready’s Christmas advertising will 
reach a grand total in excess of ten mil- 
lion readers. Be ready to-meet the cer- 
tain demand that will follow this big 
drive! Stock up for Christmas now. 
Send your jobber an order. 


FLASHLIGHTS 
& BATTERI ES 


they last longer 


Manufactured and guaranteed by 


Nationat Carson Co., Inc., New York—San Francisco 
Canadian National Carbon Co., i.imited, Toronto, Ontario 








EVEREADY 








yr VE FOLD PREG EIEN AE GRR BIDET ARB i ae ee : 
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Our standing in the 
trade over all these 
years Is a priceless 
asset and is its own 
: best evidence of the 
services we have 


rendered. 


THAT 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


Coast Representative 
J. L. McDevitt, Postal Telegraph Building 
San Francisco, California 


R 
O 








Costume Designed for “Hardware” 


Mrs. Christine Frederick, home economics au- 
thority, costumed as “Miss Aluminum” at the 
annual costume ball of the New York Advertis- 
ing Club, Oct. 30. Mrs. Frederick was awarded 
first prize. She was costumed in aluminum 
kitchenware, even to toe rings, bracelets and 
headgear. 








The Window Shopper! 


Are you polite and courteous to the man 
who just comes in to look at wash tubs 
and find the price, or are you semi-indif- 
ferent? Anybody would show courtesy to 
a man who was buying. It.is expected and 
creates little attention. But to the man 
who merely walks in to “look and ask” 
courteous treatment is noticed and appre- 
ciated—and when he comes to buy the 
needed article he knows where he will get 
it.—Chas. J. Heale. 
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Bunting Sells $60,000 at Christmas 
Time 
HE average hardware dealer works hard for 
twelve months of the year and is pleased with 
$50,000 worth of business. That is about the yearly 
average and of course it is appreciated that many of 
them make less and a few make more. However, it is 
significant that the Bunting Hardware Co., Kansas 
City, Mo., sells $60,000 worth of Christmas hardware 
alone. Outside of the regular hardware items such 
as wheel goods, sporting goods, etc., this firm does 
not specialize in toys, except at Christmas time. But 
each year a large stock of toys and Christmas mer- 
chandise is bought early in the season and the whole 
store is turned into the regular toy land a few weeks 
before Christmas. High powered advertising and 
salesmanship go hand in hand with this concern and 
it is no wonder that when the Christmas business had 
been closed last year with a $60,000 record that there 
was only $1,200 worth of Christmas merchandise to go 
back to the warehouse. 








Linking with the Manufacturer 
By A. Rowden King 


Down in Newcomb College, 
Louisiana, the seniors recently 
had a great lark when their 
professors signified their wil- 
lingness to submit to an exam- 
ination themselves. The ques- 
tions which the boys propounded 
for their mentors were cer- 
tainly unique but some of the 
answers were equally so. 

One dignified professor must have shut his eyes 
and made a blind stab, just as any undergraduate 
would, when he wrote that “Boob McNutt” is a pro- 
fessional prize-fighter. And even the dean of the 
department of history could not possibly recall the 
nature or habitat of “African Golf.” 

But the fact in this examination which is of par- 
ticular interest to us here is that the most correct 
answers were recorded as “Castoria” to the question 
as to the significance of the phrase: “Children cry 
for it,” which goes to prove anew how deeply the 
phrases of advertising sink into the public’s brain. 

And, this being the fact, it is not difficult to under- 
stand the wisdom of that successful western retailer 
who says: “I make my newspaper advertising up- 
to-date and timely by featuring goods which are 
being advertised by their manufacturers simul- 
taneously. And, when I write my copy, I always 
place much of this manufacturers’ advertising be- 
fore me, injecting their arguments and their very 
phrases whenever possible.” 

Even if these phrases and arguments had not 
been selected after the closest of scrutiny and medi- 
tation (and they invariably are), the mere fact of 
their endless repetition gives them a meaning, a sig- 
nificance, a tie-up with the product which the re- 
tailer does wisely to utilize. When a manufacturer 
is advertising nationally with certain phrases on the 
basis of the convenience of his product, wherein lies 
the advantage of advertising it locally on the basis 
of appearance or even its convenience with the use 
of other phrases less carefully selected and less 
known to the reader? 
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ARCADE 
Spring Hinges 


These popular No. 7 Holdback Spring Hinges may 
be sold singly as shown above, or (as illustrated below ) 
in convenient sets for counter trade. 


These sets make a very salable package and include 
one pair of hinges in an individual carton, together with 
necessary screws, hook and eye and door pull. 


The Arcade No. 7 represents the highest type of 
modern hinge construction. It is both attractive and 
efficient and the spring is powerful and cannot get out 
of place. 


Single hinges packed 14 doz. pairs in box, % gross in 
case. Sets packed one set in a paper box, 72 in a case. 


Your jobber will supply vou. Write for Catalog 
No. 30-4 showing complete line of hardware and toys. 





"5 US aa tay vies. 
eg ¥ wee: : 4 
my ea ro ‘3 Fo Ge a 
. asipad tor. Fe _ 


MANUFACTURING CO, 


Freeport, Illinois 


ARCADE 


HARDWARE 
and TOYS 


ARCADE 
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CORBIN 
SCREW 





PRODUCTS 





Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 





VVVAEVLLEVESA ALLY) Vg 


| 





furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The Americza Hardware Corporation 
Successor 


229 High Street, 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 








Increasing the Month’s Purchases 


A Bethlehem, Pa., merchant has 
very materially increased his 
monthly sales totals by means of a 
plan which operates to influence the 
customer to concentrate his or her 
purchases within a selected period 
of time. 

In his case the period is one 
-month, and he gives script good for 
the purchase of $3 worth of goods in his store to all 
those who buy a total of $30 in merchandise from him 
during a month. 

There is considerable of applied psychology behind 
this sales plan. To be sure, the script-reward men- 
tioned represents a 10 per cent discount which in 
these days of keen retail competition and close pricing 
means no inconsiderable proportion of total profits. 
But, it must not be forgotten that this script does not 
represent 10 per cent of this merchant’s total sales. 
The number of those who try but fall short of the re- 
quired $30-in-one-month in purchases is always bound 
to be large. On the other hand, both the latter type of 
purchases and those of the winners have proved to be 
far in excess of normal in view of the added induce- 
ment which is strictly temporary. 

Then, again, of course the script does not represent 
a full 10 per cent to the merchant, but merely goods 
which sell at retail at 10 per cent. Also, with the 
script plan in operation in a given month, there is then 
not the same need for cut prices. During that period, 
at least, this merchant can sell his goods at or very 
near standard retail prices, thus insuring maximum 
profits to him, out of which the apparent 10 per cent 
discount does not cut such a slice. 

The plan has helped very materially in meeting ac- 
tive competition. It induces customers generally to 
concentrate their purchases during the month in ques- 
tion at this store, even to the disadvantage of other 
stores perhaps more conveniently located to the cus- 
tomer. And, once having become acquainted with this 
merchant’s establishment to the tune of $30 in pur- 
chases within a single month, the natural tendency for 
the custonier is to feel well acquainted and to continue 
whether or not the Script Plan does. 














The Worst Time Thief 


John Blake says that the worst time thief is 
the man who wastes another’s time during busi- 
ness hours. Every hardware merchant in the 
smaller towns knows two or three of these fel- 
lows who have plenty of conversation about noth- 
ing and who never do any buying. Try your best 
sales talk on some general line and see if these 
men find your store so comfortable and interest- 
ing after that. They won’t stay if you try to sell 
them—they are not that kind.—Chas. J. Heale. 

















November 20, 1924 HARDWARE AGE 109 





' Pens and Pencils as Gifts 


OUNTAIN pens and clutch pencils make ideal 
_ gifts for men and women of all ages. Treman, 
King & Co., Ithaca, N. Y., maintain a permanent all 
year show case full of these articles. At holiday time 





a ~~ 















With every. Busy-Kiddie 
is furnished free the lat- 
est edition of ‘‘The Dpor- 
way Gym’’ which gives 
simple, healthful, muscle- 
building exercises for the 
children. Eaeh set also 
has explicit directions so 
that anyone can erect 
Busy-Kiddie. It goes up 
in two minutes—down in 
one. 


$16 profit at no 
risk to you! 





we are sure their sales improve considerably as pen- 
cils and pens are excellent gifts for the kiddies to give 
their teachers, and for parents to give the children. 
Business associates always appreciate a remembrance 
which is as useful as a fountain pen. 





swing—rings—trapeze 
(all three in one set) 








9 9 
Use Em Yourself to Sell Em will sell in your community and we'll prove it to 
T. CALE, manager of the Valley Hardware Co., you! 

» San José, Cal., likes to work around his own The toy appeals to both parents and children. The 
garden. His favorite tool is a combination rake and kids go bugs about it—they know what fun 
hoe with a special, grape, hand-cultivator attached. they can have with a regular gymnasium in 
It is common throughout California, but little known their own home. 


in the East. However, it is a very practical and effi- 
cient tool for the home gardener. 

Mr. Cale also sells these and other tools to his friends 
and neighbors in and around San José. Some time ago 
he made a check-up of garden tools that he has sold 
and he found that he had sold twice as many of the 
tools that he uses himself as he had any of the others. 

The reason was obvious. The tool he uses himself 
he can talk about from personal experience and with 
a degree of enthusiasm that is lacking when he talks 


Parents like it because it builds 
up smajl growing muscles and 
keeps the children healthy and 
happy. The success of the 
Busy-Kiddie is already certain. 
It’s one of the most talked of 
toys of the year. .It will sell in 
your community, but we don't 
ask you to take our word for it. 





about tools that he himself does not use or which he With the understanding that your money will be 

does. not care for as much. refunded if they don’t sell the way you think they 
The same principle holds true for everybody. Every should, you can order four Busy-Kiddies. With 

hardware merchant and salesman has his own particu- every order of four sets, we send you a display 

lar favorite in the way of a tool, a piece of cutlery, poster for your window or store that just can’t 

an electrical appliance and so forth, which he should help attract attention. 

. concentrate on occasionally and sell personally, for the 
self-satisfaction and for the profit there is in it. cee te te ee seein, weeks ws 


now. We'll send also a copy of Jim Conrow’s now 
famous letter, “Swing away the raindrops, Bobby,” 
which sold 37% of the youngsters who got it. 








Ralph Jones in recalling his early experiences as Sf 
a paint salesman, remarked that he got two orders fandard PRESSED STEEL Co. 
from the proprietor of the first store he entered— Box D Jenkintown, Penn. 
one to get out and the other to stay out. We still have openings for representatives to work on a commis- 


sion basis, and call on dealers. Write for our proposition. 
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Not Only Radio Vises 


While we have been featuring Rock Island 
Radio Vises in our dealer advertising, don’t over- 
look the fact that we can supply you promptly 
with “A Type and Size of Vise for Every 
Service.” : 


And besides being the most popular vises for 
the money, the Rock Island Line pays profits 
which makes handling them well worth while. 


This type, the 
Radio Vise, is of 
the Anvil Pattern 
with Steel Jaws 
and Swivel Base. 





Jaws are 3%” wide with 4” opening capacity. Weight of 
vise 19 lbs. Finish attractive bright Red. 






i Type and Sire 
for Service 





Write us for catalog and prices. 


Rock Island Mfg. Co. a ae 














ARMSTRONG’S 





COCe 


Improved Nipple Holder 





No. 20 for No. 2 Stock 
Range %4—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


The right nipple is always on the job 


when you carry one of these tools. 


The Armstrong Mfg. Co. 
Bridgeport 
Conn. 
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Interior Wieden Sell Xmas 
Merchandise 


URING the holiday season last year the Nicholas 
Hardware Co., Oak Park, IIl., did not forget to 

put Christmas atmosphere in the interior windows of 
the store. The wall cases with skates and auto acces- 
sories have a wintry background and a holiday touch 





which commands attention. Similar cases with plated 
ware and electrical appliances have winter scenes for 
backgrounds. 

The trim of foliage along the top of the cases is one 
more instance of the finished product in displays which 
tell their story. 








The Hardware Salesman Smiles 
By James McChesney Prickett 


I breezed into famed Sunnydale 
To see the merchants there; 

The sun was bright, the skies were blue 
And all the world was fair. 

I skated into Loyal Sam’s, 
Who said, “I’m glad you’re here. 

I need some goods.” Said I, “Old chap, 
You fill my heart with cheer.” 

“Into my office we will go,”’, 
Said Sam, “to see your wares.” 

And when he’d closed the office door 
We quickly pulled up chairs. 


‘He bought stove dampers, whiffletrees, 
All mostly by the gross, 

And when I said, “Is this too much?” 
Replied, ““Repeat the dose.” 

“Last time I called you were most glum; 
Swore, business on the blink; 

Would like to know are you quite sure 
That you ain’t had a drink?” 

He swelled his chest and puffed cigar; 
Said he, “From daily sales 

We never count our scads no more; 
We weigh it on the scales!” 


“Since Coolidge cinched the job again, 
We’ve got this off our mind, 

And you and I and all of us 
Must hit the daily grind.” 

And Sam kept droning quantities, 
All “Ship at once”—until 

My elbow creaked; the hour was late— 
But, boy! it was a thrill! 

When out his store I danced a jig, 
To hotel sang a song, 

For in my jeans there nestled there 
An order six feet long. 
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Something New—A_ Tobacco 
Department ! 


HOUGH we know the hardware store has always 
been called a real he-man’s store, we were very 
much surprised to find a very successful cigar, cigar- 
ette, pipe and tobacco department in the hardware- 
sporting goods store of Little Joe Weisenfeld, Balti- 
more, Md. 
We received our first shock when we saw a tobacco 
store type window display and then what a bigger 
shock when we saw the complete inside department. 





_ _ 


Little Joe put in this department to attract men buyers 
and to accommodate those men who were constant cus- 
tomers of his sports and hardware departments. Dur- 
ing the war this section was one of the most profitable 
in the store and it has since maintained its quota and 
volume with due credit to Lady Nicotine and her 
subjects. 

While we do not believe that the average reader of 
HARDWARE AGE would find a cigar department a highly 
suitable addition to his business, we do feel that this 
instance is worthy of illustration and comment. 

There must be at that many locations where a hard- 
ware dealer could in a more limited way handle the 
smoker’s needs with smokes, pipes and tobacco as well 
as with ash trays and smoking stands, the latter two 
being common hardware store items. 








An Optimist 
An optimist is a young fellow who makes twenty- 
five dollars a week and marries a girl who “loves 


children.” 
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Waen a hardware man comes 
into The Mechanics & Metals 
National Bank of New York he 
is at home. Here he meets 
friends who know how he does. 
business, who know v hat he 
wants and who know how to 
provide for those wants. 





Let us demonstrate our knowledge of your 
business the next time you come to the city, 
or write us and permit us to visit you, 











THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 











Third Point 
of the Clemson Star 


A>) STAR 


PS / HACK SAW 





CLEMSON TEETH 
Star Hack Saw Blades. are provided 


with three clearances, which is in 
harmony with all metal cutting tools. 
This feature is unique and embodied 
alone in Star Blades. 


Makers Since 1883 


CLEMSON BROS., INC. 


Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET, 
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— 
Manufacturers of Mechanics’ Auto Tools for 14 Years 


Years of 
Experience 
Back 
Every Set 





Set of 6 socket 
wrenches with 
off-set handlein 
handy car d- 
board . box. 
Fully guaran- 
“ 4 teed. 
iis —_ a Packed 100 
ee a Ss * y ¢ , sets to carton. 
= = Sf ss JC il CJ — wT Send for sam- 
ple and prices 
of the new 
Miller. 


Handsome Profit for You 


Jobbers and dealers realize big profits on these sets, also 
on our Feeler Gauges called— 


The Cat’s Whiskers of Mechanics’ Tools 


Blades take in 
any required sett- 
ing used by motor 
mechanics or ma- 
chinists. Made of 
high grade Swed- 
ish tempered 
feeler stock and 
guaranteed ac- 
curate, one-piece 
handle, 3” blades. 


Write for Dis- 


counts. 








MILLER TOOL & MFG. CO. 
DETROIT MICH. 


Eastern Representatives: James A. Gaffney Co., 35 Warren St., New York, N. Y. 
Western Representatives: Alden Glaze & Co., 143 Second St., San Francisco, Cal. 














EXCEPTIONAL QUALITY 


at profitable prices! 


Sometimes the fine appearance produced by K & E 
workmanship makes the customer apprehensive as to 
possible high price. But he is quickly reassured— 


K & E MEASURING TAPES 


sell as low as others—the difference is in the Quality! Two 
profits for the dealer, a liberal one in dollars and cents—another 
as important, in Prestige! Send for latest Tape Catalogue. 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street General Office and Factories, HOBOKEN, N. 8. 
CHICAGO ST.LOUIS SANFRANCISCO MONTREAL 
66-20 $. Dearborn St. 6I7 Lecust St. 30-34 Secend St. 6 Metre Dame St. W. 


Drawing Materials, Mathematical and Surveying instruments, Meaguring Tapes 
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Profits in Concentrated Tool 
Displays 


OOLS are basic hardware items, found in every 
hardware store we ever visited, and a big line in 
every store we know of. A. Scala, who trims the 
windows for the Palace Hardware Store, Erie, Pa., 
features exclusive tool windows frequently and finds 
the store’s tool department sales always improve when 





he does so. Erie is a good industrial city with diversi- 
fied manufacturing. Consequently it is usually a well 
employed town, with mechanics able to purchase good 
tools. 

And good tools only are sold by Palace Hardware. 
In the two displays shown you will note high grade 
tools are featured. Scala’s theme in window display 
work is that of combining the practical with the good 
looking, and he does it well. Several of his displays 
have won prizes and other recognition. 








The empty laugh, the heavy slap on the back 
and the loud ejaculation, “By George, you’re all 
right,” is the way the unscrupulous man flatters the 
fool. If you swell out your little chest, blush and 
wink your eyes a thousand times to the minute, you 
have fulfilled his estimate of you. 
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A Muzzle’s Tough on the Dog se 
but Not on the Man Resists Moisture Indefinitely 


, Being made of Certified Malleable iron—the iron 
Who S ells | t —— - resist moisture—gives unusual durability 
to this New 


HILE it may be shameful to muzzle the family 

dog, the fact remains that city ordinances in 

many places require such precaution and the hardware 

store is the logical place to go for a muzzle, collar or 
lead. 

Little Joe Weisenfeld, Baltimore, Md., has a very 

complete assortment of dog leads, collars and muzzles. 






a “Forway” 


{ nl 
=: v Expansion Bolt 
4 Us! 
ee It expands four ways—the square nut 


gives four points of contact and as- 
sures positive anchorage. 


No collar or sleeve necessary—it an- 
chors at any depth and will not creep 
forward. 
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The “Forway” is recognized by 
users as the more practical Ex- 
ansion Bolt. There’s a Sample 
olt ready to mail to every in- 


ee Rl A . 
a Fy eee 


\ Pash 
terested Dealer. of 
Write today for your Sample oS 
and Prices. 
U. S. Expansion Bolt Co. 3 


Manufacturers Patentees 


139-141 Franklin St., N. Y. C. 

















FORSTNER 
Labor Saving 






It is part of his large leather goods department. and 
a very profitable part. 

There is a good market for equipment of this kind. 
The dog owner is usually very fond and very proud 
of his canine friend and wishes him to look his best 
at all times. Appeal to the pride of your local dog 
owners and make some real money selling them the 
necessary equipment. There is a good margin avail- 
able in dog equipment, and you can handle this trade 
without a great outlay for stock. An occasional ad- 
vertisement and part of a window display would help Bores Any Are 
move this merchandise. 

Get a list of dog owners from the license bureau or of a Circle 
humane society and circularize these folks for their 
business in this line. It all helps make you a promi- 
nent figure of the income tax list. 












leaving a true ace. Takes 


Intolerance ihe Blace of a chisel, gouge, scroll-caw, or 
E charitable in thoughts, words and actions. In- ale tet cae nin ohana m 
B tolerance is inexcusable in this day and genera- ribbon molding and mortising. 
tion and is sure to lead to trouble. Some of the Send for Catalogue, | 


—-———- 


and is sure to 
committed in the name of intolerance sf,“ The PROGRESSIVE MFG. CO. 


| TORRINGTON, CONN. | 
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THE KNIFE SHARPENER 
WITH A HANDLE 


SY 


x SAS 
———= 


AN 
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Where you want it! When you want it! A quality article 
4 for quality buyers. Beautifully nickeled. Tool steel discs. 
Attractively boxed. Sells on sight. 


Send for our proposition—it will interest you. 
Retails at $1.00 in the East—$1.25 in the West 


The Phillips-Laffitte Co., Penna. Bldg., Philadelphia 











| “Luggage Department—Second 
Floor to the Rear” 


HE luggage section of the Stambaugh-Thompson 

Co. is on the second floor to the rear. There you 

can buy anything from a wallet to a large oversize 
wardrobe trunk. This firm sells satchels, hand bags, 





over night-or Boston bags, steamer trunks and a full 
line of traveling equipment. 

S. T. Trinkle, display manager, tells us that every 
time he runs a trunk window for one week he can sell 














8 to 12 trunks in the same time. Luggage moves 
well and everyone seems to need it and abuse all the 





Your Jobber’s Name 


Send us the name of 
your Jobber and we 
will send you an 
Ajax Plural Socket 
Plug style No. 22 


free of charge. 





No. 22 No. 33 Doing this 
List 50c. List 75c 


Brings F PEE Sample 


with NO OBLIGATION. Simply examine it and con- 
sider our values. If you believe Ajax Plural Socket 
Plugs are right in every way, (prices included), then 
you can order thru your Jobber. These Plugs are 
GUARANTEED against damage from heat, moisture 
or breakage. 

Note NEW List Prices: No. 22, 50c; No. 33, 75c; 
No. 2-4-1, 45c. 

Customers are familiar with Ajax Socket Plugs thru 
national advertising in Good Housekeeping and Modern 
Priscilla. 





AJAX ELECTRIC SPECIALTY CO., St. Louis 


Gentlemen: Am interested. Send sample No. 22 
and complete dealer’s price sheet. My jobber is— 


Pt - n Cadie cue edeeeebeseeseeseeseben bec 
ee a ke ehh de bekhiveccuetad 











luggage they own. Watch the travelers in any train 
or station and note the way they overstuff their hand 
baggage. This bids fair for your luggage sales. 








My Ma's 
Found Out 


My Ma says to My Pa how He says women can’t 
keep no secrets and She’s been wondering the longest 
while where Aunt Sophie got the things she uses 
round the house. For Aunt Sophie’s got things that 
are better than most folks and yet she spends less 
cause she has less to spend on them. And when My 
Ma was out to Aunt Sophie’s She says to her I’ve 
got to get me a lot of new things for the kitchen 
and for cleaning and such and it just seems what I 
get don’t last no time. And Aunt Sophie says, 
Maybe I’m old-fashion but I don’t take much to the 
new-fangle places, but get all my things for the 
house at a place where I can absolutely depend on 
what I get. And just then a wagon left a floor 
brush and a wringer. And My Ma says you'll never 
guess whose wagon it was. But I saw the name 
and I’ve been down to (your store name) and got 
me the loveliest things for that’s where Aunt Sophie 
gets what’s better than anywhere’s else, for My Ma’s 


Found Out. 
SONNY SMILES. 
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Liabilities 
(Continued from page 78) 





The great advantage of being brave, of havin 
courage, even of being stupidly courageous, is the fact 
that you soon find out exactly where you are. You 
soon land on your own feet with the kind of people 
to whom you belong. It may not be a pleasant landing 


but at least you are somewhere. 
* * * 


On the other hand, when you lack courage, when 
you first postpone and then compromise, you do not 
land anywhere. Nobody else knows you and you do 
not know anybody else. The reason they do not know 
you is because there is really nothing about you to 
know. You live and breathe but you have no ex- 
istence. You are a shadow of other people and other 
things. ses 


The reason you do not know other people is because 
others respond to something that exists in us, and 
if there is nothing in us that exists then we cannot 
stir up any vibrations in others. 

* * * 


That is why our salesman out West does not get all 
the business he could get out of the account. He has 
not the courage of the other salesman. He has not 
faced inward problems because of his cowardice. Be- 
cause of a lack of courage, therefore, he has not de- 
veloped. Nothing develops us like courage because 
with courage we must work out our problems to 
their logical conclusion and in the attempt to work 
out these problems whether we succeed or fail—there 
is mental and spiritual development. 

* + 


Yes, I believe that the greatest of all assets is 
COURAGE and the worst of all liabilities is 
COWARDICE. 

“THE SALES MANAGER.” 





Selling Gas Appliances 


F the gas appliances you sell give efficient service 
in the homes of your customers, your sales are 
completed. Your reputation is increased with your 
community, your customers become your best adver- 
tisements. The East Ohio Gas Co. carried a news- 
paper advertisement last fall which did not attempt 
to sell either gas service or appliances. It merely 
endeavored to give gas consumers the right slant on 
the use of gas and the care of gas burning equipment. 
We quote in part from this copy as follows: 

“Gas is a wonderful fuel, clean, convenient, econom- 
ical, easy to use. But a little care in its use is, repaid 
by greater satisfaction and greater economy. For 
that reason we offer you a few important suggestions 
and urge you to follow them. 

“First of all, see that every gas appliance has a 
flue large enough to carry all products of combustion 
to the outside air. You would not use a coal stove 
without a flue. Gas appliances require flues for the 
same reason. 

“Soot, broken bits of tile or brick, even birds’ nests, 
sometimes stop up flues. Take down that stove pipe 
and furnace pipe, therefore, and make sure that noth- 
ing obstructs them. Examine the chimneys, for the 
same reason. Keep flues and chimneys open. Do this 
NOW, before cold weather sees them in constant use.” 
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STOP 


Hardware 
for 
Hard-wear 








Replenish 
Your 
Stock 
with 

BOMMER 





SPRING HINCES 


ARE THEBES 





Your dealer handles them, get 
New Catalog 47, you need it. 


BOMMER SPRING HINGE COMPANY 


Manufacturers 


BROOKLYN, N. Y. 

















CD 


PROTECTION 


That's what customers 


Ilco Dead Bolt Night Latch. One 
turn of the key backwards in this 


latch locks both bolt 
knob. Once locked the 
ing back the bolt or 


door without the proper key. Big 
seller for homes and stores. 


We also make over 1,000 styles of 
Key Blanks. Write for Catalog 6 


and Prices. 









get with the 


and inside 
re is no forc- 
opening the 


GQ INDEPENDENT IOCKCO.@® 


Leominster 





Mass., U.S. A. 


Manufacturers of Cytinder Loeks, Padlocks, and 
ey 


Bianks. 
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The Sandpaper That Satisfies 


Your Jobber 


Carries a full line 
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—or will—if you insist 


Say “Ruff-Stuff” on your order, if 
you want to be sure of getting 
sandpapers that: 


1. Lie flat in stock. 
Feel good to the hand. 
Cut quickly and cleanly. 


Last long in use. 


yr PP PP FR 


Bring ’em back for more. 


Send for our new illustrated price list. 


‘Weusau Abrasives@ 


1017 Harrison Boulevard 








THE ALLEN MFG. Co. 
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Your best introduction for Allen 
Wrenches is the value you ve 
given customers in Allen Set 
Screws. 


Both are a product of the 
cold-drawn socket:—the 30% 
stronger hollow screw and the 
practically unbreakable wrench-— 


head. 


Particularly with the mills and 
factories the good-will of the 
hollow screw carries over to the 
socket wrench; they re twins! 


And the tie-up with Reliability 
is rather helpful to a stock of 
socket wrenches, Mr. Dealer. 


139 Sheldon St., Hartford, Conn. 
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AMERICAN BRAND 


Screen Wire Cloth 


“The Recognized 
Leader” 


Satisfactory service to the 
consumer, year in and year 
out, has won for GALVANOID 
the pre-eminent favor of the 
trade. 


It is heavily -zincked after 
weaving by our modern elec- 
tric process. Then a trans- 
parent coating of varnish is 
baked on. This protects the 
attractive finish, and adds to 
the firmness and durability of 


GALVANOID. 


Order now and take ship- 
ment early so as to assure your 
supply. If your jobber can- 
not furnish GALVANOID, ad- 
vise us and we will see that 
you are supplied. Your trade 
will appreciate the even mesh, 
uniform finish and the long 
wearing quality of GAIL- 
VANOID. 


Do not accept substitutes. 


Look for the red-lettered tag. 


We also manufacture 
“AMERICAN BRAND” 
Painted—Bright Galvanized— 
Bronze — Copper — Special 
grades for particular require- 
ments. 























American Wire Fabrics Corporation 


Subsidiary of 


Wickwire Spencer Steel Corporation 
Gemeral Offices: 41 East Forty-second Street, New York 


Western Sales Office: 208 So. LaSalle Street, Chicago 
a meannentiatanme Py — 0c na Franeiseo 
Angeles—Seattle 





Lil 


Litiliil 
Seeeee 











u 


SERB RRERERRSERERES RRR 


LiL ii Tilt i titi SRE RSA SRSR ERE S ESS SRRS SERRE 





so 


TitTitiilLi Titi i titi titi tl 





se 





Littl Titi 






































































































































= eae 


























* Conboy 


Magnet Scinasen! 





THE NEW CARBO MAGNETIC 


Insured Cutlery 
ASSORTMENT 


This attractive and thoroughly» practical 
counter display case contains a aiction of 
manicure scissors, nail files, clippers and 
tweezers as illustrated. The display case 
was designed with practicability as its main 
feature. Every article is readily salable and 
will meet the popular demand. 


The case will be an ornament to any coun- 
ter, takes up little room and displays the 
merchandise attractively and conveniently. 


The display will catch the eye of your cus- 
tomers and make selling easy. Each article 
is plainly priced and each case is fitted with 
a lock and key. 


Price to you for assortment, tncluding case, 
$20.55. Sells for $41.25. Your profit, $20.70. 


Order now from your jobber or if he cannot supply 
you we will send direct. 


ge ee a 


Eee =Wfnenst JEme 


Insured Cutlery 
stands for highest qual- 


ity and newest designs. 


GRIFFON CUTLERY WORKS 


151-3 West 19th Street 
New York City 
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TT 
The “Home Town” Customer 


The Smiths, Browns, Jones—about every family 
in your town knows him. 


A word from him means a whole lot, especially 
when that word is “Perfect” and the product is 


Screen Wire Cloth. 


Because every home his family visits and every 


| family that visits his home usually bring up the 
~e™ subject of Screens. 


They just can’t help advertising ‘“Perfect”— 
their Windows, Doors and Porches are all screened 
with it. One tells another. 


PAINTED S(REP 
WIRE (LOT 





Keep supplied through your jebber. 


eee EMMONS U APTA 


LUDLOW-SAYLOR WIRE CO. 
St. Louis. Mo. 


ILLIAM 
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WRENCH SET 
FOR FORDS 


with Attractive 
Display Carton 


VERY Ford owner needs this Superior 
Wrench Set and a host will be glad to 
give their car, or their friends, such a useful 
and appropriate Christmas remembrance. 
Show this attractive display car- 
ton containing 6 sets, where it can 
be readily seen—You’ll be surprised 
by its efficiency as a salesman. No 
charge for the carton. 


me J. H. WILLIAMS & CO. 


“The Wrench People” 
New York ; BUFFALO Chicago 
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The Wrench That Gives Everlasting Service 


The cardinal feature about the Coes “All-Steel”’ 
Wrench is that it does not get out of order. 


This fact counts strongly with mechanics who 
value their time and must use a wrench which 
saves it and has established its claim for doing it. 


Sell the Coes with full assurance that it will 
function perfectly on every job and build perma- 
nent trade and good will for your store. 


All leading Jobbers carry the Coes. 






Bul for COES WRENCH COMPANY Sines: 6, 8, 10, 


12, 15, 18 and 
a Lifetime “In business since 1841” 21 inches. 


“f caren Worcester Mass. 


SELLING AGENTS 
em SO PVE Tee ee Teer 29 Murray Street, New York 
John H. Graham & Co... ..113 Chambers Street, New York Fenwick Freres.......... 8 Rue de Rocroy, Paris, France 








TREMONT NAILS 


Scientifically Designed 


Tremont Hardened Steel Cut Nails win the approval of 
carpenters and all who use them because the carefully 
tempered high carbon steel from which they are made 
will not bend or twist while being driven. Tremont 
Hardened Steel Cut Nails are scientifically designed to 
shear their way into the wood with the grain in a manner 

that assures the strongest possible grip. 


The best you can buy and the best you can sell is the 
Tremont Brand. 













Tremont Nail Company 


Boston, Mass. 
MARK 


205 Lincoln Street 


TRADE 
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Bringing Tome 
the Bacon 


With ECONOMY METAL 
WEATHERSTRIPS 











‘Kindly mail us five hundred illustrations of Economy Metal Weatherstrip 
with our imprint. One of our dealers has met with unusual success and 
intends to circularize his trade.” 


The Kruse Hardware Company, Cincinnati, Ohio. 


‘‘We have been very successful in selling your strip, and would appreciate 

t if you would send us a small sample window for display purposes.”’ 
Fromme Lumber Co., Terre Haute, Ind. 

These are typical of hundreds of letters in our files. 

Economy All Metal Weatherstrips are all bronze, will not rust and last a 

lifetime. They are easily installed by anyone and cost no more than 

cheap, temporary strips. Saves 25% to 40% of the fuel bill. 


The great demand makes this strip a big seller. With over 100% profit 
and no waste, it is the best weatherstrip for the hardware dealer. 


| Complete Equipment in 
Hi Attractive Carton 


| Hh 

| Complete equipment for door or window, 
with instruction sheet and nails, is con- 
tained in a handy carton. To make han- 
dling easy for dealers, they are put up 
in boxes of two dozen cartons. 


Economy Strips come in two sizes of 
windows, 36” x 36” x 36” and 42” x 42” 
x 42”, and two sizes of doors, 36” x 84” 
and 42” x &4”. The carton for 36” 
window retails at $1.89 and 42” window 
at $2.21; carton for 36” door retails at 
$2.01, and 42” door at $2.14. Subject to 
regular discounts. 


Our Sales Plan with Advertising Leaf- 
lets and display cards makes selling easy. 
Hardware jobbers and dealers are fur- 
nished also with small sample windows 
completely equipped with “Economy” for 
display purposes, and to assist their 
salesmen. 


ECONOMY METAL WEATHER STAI 


CLIP COUPON NOW 





Sager Metal Weatherstrip Co. 
162 W. Austin Ave. 





10-23-24 


Z 

; SAGER METAL WEATHERSTRIP CO. 

t 162 W. Austin Ave., Chicago 

- [] Send prepaid 1 box Economy Metal Weatherstrip size 
: pM el containing 24 cartons, complete equipment for 2 
’ doz. windows. 

: [J] Send prepaid 6 carton, size p> age ao a complete equipment 
+ for 6 windows as a sample order. 

: [] Send full information with samples. No obligation whatsoever. 
: eee eee eT 
: 
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“Super-Zinced” Fences are protected 
against rust by the heaviest armor of zinc 
that can be successfully applied to wire. 
Our improved process produces a closer 
bond between the steel and zinc and elimi- 
nates cracking and peeling—the rust in- 
vitation so commonly found in ordinary 
galvanized fences. 

“Super-Zinced” Fences include both 
Columbia and Pittsburgh Perfect brands, 
covering every need and preference; both 
Hinge-Joint and Stiff-Stay styles for live 
stock, poultry and garden inclosures, and 
our popular, attractive Lawn and Flower 


Fences. 


Fully Guaranteed 


“Super-Zinced” Fences are guaranteed 
to be first-class in every respect, fully up 
to gauge and measure, and unexcelled in 
quality and durability. They are made 
complete in our own mills. Every bundle 
of “Super-Zinced” wire is rigidly tested 
and must meet our high standards before 
it goes into “Super-Zinced” Fences. 


Nationally and Locally Advertised 


An extensive advertising campaign on 
these fences is now appearing in leading 
farm papers. Farmers in your community 
are reading about the extra service and 
economy of “Super-Zinced” Fences. We 
have a very liberal plan of sales co-oper- 
ation through direct advertising. You 
can profit by our liberal plan of local co- 
operation to help you develop fence busi- 
ness for your store. 


Cost No More 


“Super-Zinced” Fences with their spe- 
cial features are offered at no increase in 
price over fences of ordinary galvanizing 
quality. Full particulars of our agency 
proposition will be sent by mail or repre- 
sentative upon request. 


Pittsburgh Steel Co. 


Pittsburgh, Pa. 


Chicago 
New York 
Memphis 
Dallas 


San Francisco 
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Double 






1 uAction 


Gas 
Heater 








O Double Action—It heats by radiation | 
(just like the sun) and it heats by * 
circulation (sends a current of warm Ned 
air all around the room). 


at a Lower Price 


Not only is Gloradiant the lowest priced 
quality gas heater made today, but it as- 
sures rapid, healthful and economical 
heating by its double action. 


Heat is sent out through the front, di- 
rect from radiants that are designed for 
complete breaking up and ignition of 
fuel. Besides this, cold air is drawn up 
through the Gloradiant, heated and dis- 
tributed from the sides. ‘This means a 
constant flow of warm air around the 
room. 

Gloradiant has a needle adjuster for either natural or 
artificial gas. It has every perfection of the finest gas 


heater made—and yet costs much less. Let us send you 
complete details that will extend your gas heater market. 


Jackes-Evans Mfg. Co. 
Main St. at — St. Louis 
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“Had we purchased Warren Fixtures when we came to Bristow 
in 1919, the extra sales we would have made would much more 
than pay for the fixtures. We can handle the same amount of 
business with less clerks and in a more satisfactory manner. It 
is much easier to keep stock; also to put new stock away. 


“‘We can do the same amount of business on less stock as every- 
thing is handy and it is easy to make up an order every few 
days and in that way not carry a large surplus. 


“The facts are—your fixtures have made our store one of the 
nicest in Oklahoma, added prestige and increased our business 


considerably.”’ 
FORD HARDWARE CO. 
Bristow, Oklahoma 


There’s A Hardware Dealer 
Near You Who Knows 


Regardless of where you are, there’s a 
merchant near you using Warren Fix- 
tures, whose store you can visit. He 
will tell you how they place his store 
on a par with other high grade estab- 
lishments and more than pay their in- 
vestment cost by increased business 
and profits. 


You'll find them unexcelled for the compact, 
instantly accessible display of hardware 
stock. Nowhere can you equal the quality, 
the special features of construction, the thor- 
oughness in workmanship, the wide range of 
selection, the sales-building ideas built into 
them. You learn “There Is No Substitute 
for Warrens.” 


Write us for the location of the 
installation near you 


J.D. WARREN MFG. COMPANY 


159 N. State Street Chicago, Illinois 
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The homes of today were once someone's “Castle in the 
Air.""—The inhabitants are still planning details of 
equipment that will add beauty and charm to their 
surroundings. 


Selective furnishings that will harmonize and express evi- 
dence of good taste are by no means confined to the parlor 
or guest room. 


Ringco Bath Room Fixtures 


offer everything to be desired in dependable products that 
cultivate the confidence and good-will of the customer—Qual- 
ity, Beauty and Durability. You will find “Ringo” a profit- 
able and fast-selling line which appeals to the most discrimi- 
nating. 
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Being made of Solid Brass with a heavy coat of Nickel Plate, they 
are practically indestructible and will last forever. Furnished in nearly 












300 styles and designs. Every type of fixture from small single tooth ? 
y brush holders to complete combinations to outfit the entire bath. 

4 Write our nearest office for catalog. We will be glad to give you full 

, details and prices. 

"4 ° ° Chicago, No. 29 E. Madison St. 

* American Ring Company B Boston, No. 170 Summer St. 

"4 Ww b ranch Offices: New York, No. 2 Hudson St. 
4 ater ury, Conn., U. S. A. San Francisco, No. 116 New Montgomery St. 
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“‘We Never Miss The Water Till The Well Runs Dry” 


Suppose the manufacture and sale of all rope was 
temporarily suspended for about sixty days. Can 
you visualize the predicament that all those who 
depend upon rope would be placed in? 








What would Painters, Truckmen, Contractors, 
Farmers, Riggers, Boatmen, Yachtsmen and Fisher- 
men do without rope? 


Think of the many industrial uses of rope. Rope 
plays a vital part in industry and commerce on both 
land and water. 





But there are different grades of rope. How im- 


: portant that we keep up the Quality as well as 
Manila Rope Production. You'll always find Rakco Rope strong, 
Sisal Rope safe and dependable. 
Binder Twine It pays to keep stocked. 
The R. A. Kelly Company 
eile STOCKS eee 
Xenia, Ohio chermernorn ros o e ore ercantiie °o pena a 
Ohio’s Model Town = a Noe i a = a? ans New Orleans, La. 
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Every Sale persuades another 


Ring up a non-stop record on your cash register 


Craftsmen are enthusiastic about the practical value of Advance 
Snips. They’re wise to their time in labor saving advantages. 
They’re eager to let their fellow workmen in on a good thing. 


















Every pair of Advance you sell is an active sales agent—a busy 
worker that keeps your cash register ringing up profits. 


Advance Snips are a sure-fire winner—just what craftsmen have 
waited for. They’re all purpose snips—cut straight lines, curves, 
angles, circles, scrolls—all in one, single cutting operation. Save 
time—save labor. Craftsmen want them—need them. 


Advance Snips are dollar-earners for you. Tie-up with the sales 
promotion and advertising on Advance Snips by cashing in on 
demand with adequate stocks. Write for details and prices to-day. 


THE MANUFACTURERS BRUSH [COMPANY 
1950 West 114th Street Cleveland,,Ohio 













Advance Snips are made in two sizes: 
11 inches and 14 inches; of high quality 
drop forged steel; cutting edges of tough, 
service-giving Swedish tool steel. Made 
in America by American workmen. 














Everyone agrees that ease of operation in a pump is of 
first importance. Tell one of your customers that the pump 
you are showing him will be hard to pump after he has 








MYERS installed it in his well or cistern and it will be difficult for 
ROLLING you to induce him to take it home as a gift, let alone 
MOTION endeavor to sell it to him at a profit. 
PATENTED Myers Well, House and Cistern Pumps, Pump Stands, 
























Tank and Spray Pumps, with the Myers patented rolling 
motion Cog Gear Head operate 33144% easier than ordinary 
plain head pumps. You will agree that this saving of labor 
must necessarily cut quite a figure with the prospective 
pump purchaser. In"a similar manner it reduces sales re- 
sistance 3314% and helps dealers close sales with a minimum 
of effort. 


The rolling motion GOG GEAR HEAD is but one of a 
number of patented features responsible for the continued 
popularity of MYERS PUMPS with both dealers and users 
which they have enjoyed since 1870. If you have never 
sold pumps, or if you are not satisfied with the line you are 
selling at the present time, take advantage of Myers Talking 
Points, Myers Exclusive Features, Myers Better Design, 
Construction and Finish, Myers Reduced Prices, and put 
them to work for you with a vim at a time when folks are 
getting set for the winter season. 


q 


> 


TO OTA eset 


S 


One of our representatives will see you in person, or we 
will send catalog and quote direct. 


} 2 SPER, 








pIMPORTANT MYERS | Ria i 
EVERY PURPOSE HAY UN-| MUS om a Bd a be = a — | = LO Rr 


pron Angers ASHLAND, OHIO. 


HANGERS" ASHLAND PUMP AND HAY TOOL WORKS 
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Stove Polishes Polish—but do not 


CLEAN 


Remove Rust 
Or 


Prevent Rust 


STOVOIL 


does all four things 


Every month we 




















advertise STOV- 
OIL to millions of 
women. Inquiries 
come in by the 
dozens, samples 
are sent and in- 
terest created. 
Thousands 
of Hardware, 
STOVOIL makes old stoves General Stores 
and other metals such asiron, and Gas Com- 
steel. . bronze, nickle, cop- " 
por.an silverlike new. lute- panies use and 
y removes rust. Use it on stoves . 
golf clubs. , automobiies, etc. handle it. 40 % 
At your Govier er the Ges P ti | P 
cents tor bottle Aram me > BSTeCeS. 
SUPERIOR LABORATORIES 
Dept.1210 Grand Rapids, Mich, 
Advertised regularly in Good Housekeeping Magazine. 


Every year for the past nine years, 
dealers’ sales increased. 


Genuine STOVOIL represents’. the 
height of chemical service. Ordinary 
stove polishes only polish and cover over 
but water seeps right thru — causing 
rust. STOVOIL cleans, removes rust 
and seals up metal pores and polishes as 
well. Applicable to any metal surface. 
Comes in bottles, 3 dozen cost $8.64, 
retails 40c per bottle, 40% profit. Order 
from jobber or direct. Freight paid. 


Pacific Coast Distributors: 


General Sales Corporation 


Ow Mees Bcc ccccecccscs San Francisco 
, fe eee Portland 
ee - Sie ls van wewes eeewes Los Angeles 


Superior Laboratories 
Grand Rapids, Michigan 
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Allith’s 
two big specialties in 
the spring hinge field 





\ 









Allith 
Ball and Roller 
Bearing Hinge 






einen only hinge of this type 
made with reversible finishing 
floor plates. The ball race, serving 
. as a bushing or bearing for the 
\ \ frame where the frame revolves 
\ on the post, prevents wear of this 
vital point. The plunger, oper- 
ating thru extra long guides, has a 
rolling-sliding action against the 
roller bearings. No other floor 
hinge compares with the Allith in 
\ appearance or durability. 





King Take-apart 
Adjustable Hinge 


Four types—full and half 





’ surface—ball and plain tip. S / 
NN Spring tension adjustment // 
needs no tools. Easy dis- / 
mantling to remove door. // 
Sturdy, durable and exceedingly attrac- J / 
tive in appearance. ‘Be 
J / 
" Ask your favorite hardware source regard- j/ 
ing these two remarkable spring hinge i. 
values—or write us. The prices are much J 
lower than you would expect to pay for // 


such superior products. 


Allith-Prouty Co. 


Danville Illinois 


Representative Jobbers Distribute A-P 
Hardware thruout the United States 







“THE SIGN OF QUALITY™ 
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always“ gobig” as 
Christmas Gifts! 


“Something a little different,” something 
that will surprise and please every motorist, 
hunter, fisherman, camper, sportsman, out- 
door worker or housewife ! That’s what gift- 
buyers-are looking for. And the Aladdin Jar 
is priced just right for the purpose. Just dis- 
play an Aladdin in your window with a Christ- 
mas band on it—see free offer below. 


. Colored 


Xmas Bands < 

Beautifully colored Christmas — 
bands for the Aladdin Jars you 
have in stock. Send today. 
Takes but a moment to apply 
them. A great selling aid. We 
will also send you a set of at- 


tractive Christmas window 
cards free. Write us today. 
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Cash in on Aladdin 
National Advertising! 


All leading jobbers can supply you with Aladdin 
Jars and Christmas bands. Get ready for the call! 
Millions of people have seen Aladdin advertising, 
or have used or seen Aladdin Jars, and want them 
for gifts. Display Aladdins early and keep them 
displayed until Christmas. You'll be well rewarded! 


ALADDIN INDUSTRIES, Inc. 
Dept. P CHICAGO 
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: made on 
q HOME COMFORT 






You'll make money by stocking this efficient and quick selling 
weatherstrip. Hundreds of your customers will want it when 
they see it displayed on your counter. Order a reel today. 


Small Investment—Big Profits 
You make over 100% profit on Home Comfort Weatherstrip. You 
buy it for 43c per foot. in 500 tt. lots, and sell it for 10c. It is within 
easy reach of everybody's pocket book and quickly pays for itself 
in fuel saved. Hardware men particularly like it. It comes on a reel 
in one continuous length. This means no waste or lost profits in left 
over ends. No lost stock, as it is also moth and vermin proof. 

The Home Comfort Weatherstrip is a novel weatherstrip that has 

ed itself, over a period of years, to be the best strip on the mar- 

et. It provides an insulation for door and window contacts of 

genuine cotton tufting covered with a rubberized fabric. The strip 
is cylindrical in shape with a flat nailing lap. 


6 Superior Features 

Weathertight: When in place the Home Comfort Weatherstrip 
forms a resilient caulk around window and door contacts. 
Flexible: It adjusts itself to wavy surfaces such as warped or settled 
doors and windows. This flexible strip follows the warped surface 
and fills up enlarged openings, or compresses, as the case may be. 
Easy to Apply: Simply tack on—turn the corners. No mitering, 
sawing, or taking out windows or doors when installing. 


Noiseless: The cushion effect of this strip absorbs and prevents the 
noise of rattling windows and slammed doors. 


Non-Conductive: Home Comfort Weather- 
‘| | strip contains no metal, therefore it is non- 
J DOOR ‘i | conductive of heat or cold. 
. |) | Waterproof: The rubberized fabric covering 
z 4 fm :\|i|_ | renders the strip impervious to moisture, ver- 
min or decay and prevents crystallization. 


Pat. Jan. 22, 1924--The above cut Easy to Apply 
shows Wirfs’ Home Comfort . : 
Weatherstrip applied to a section Simply tack on—turn the corners. That is one 
a perfect wenthertight contact. Ofthereasons why the Home Comfort Weather- 

strip is such a big seller. Nearly anyone can 
apply it. No expensive mechanic needed. No 
taking down of doors or windows; nomitering, 
no sawing, no waste. It is rustless, metalless, 
woodless, waterproof and flexible. It is the 
only insulated cushion weatherstrip. 


on Sight 


ir > This handsome display stand that demon- 

<4 I\\ ) strates the Home Comfort Weatherstrip will 
be | | be sent you with your initial order of 500 or 
| more feet. 

Seiiaeee Put this stand on your counter. It will build 

Merce weatherstrip sales for you. Send in your order 

now for this big money maker. We prepay all 

shipping charges. 

Here’s what one dealer says: “We appreciate your hand 

ing over your inquiries to us. Some nice orders have resulted and we are 

doing a big.business on Home Comfort Weatherstrip.” 

Marshall Bros. Hardware & Lumber Co., Johnson City, Tenn. 

E. J. Wirfs Organization - St. Louis, Mo. 


Sole Manufacturer and Patentee 


MAIL THIS COUPON 


E. J. Wirrs Orcanrzation, 1288. r77x Sr., St. Louts, Mo. 
Please send mea ....... foot reel of Home Comfort Weatherstrip at 4%4c per 


foot. To retail at 10¢ per foot. Enclosed find check, money-order, cash for $....; 
2 or more 600 ft. reels, 4 1-2c per foot.) , 
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ay 
BRIDGEPORT. CONN. 


Trade Mark 


THE BRIDGEPORT SCREW CoO. 


Bridgeport, Conn. 


Representatives: 


George E. Quigley, Detroit 
Dan M. Bell, Dallas, New Orleans 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
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Wood 
Screws 
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GRIFFIN— 


Che hinge noted (or ile 
lasting beauty and enduring 
obrength__that te made 
from the finest oteel of 

our own Aolling millo and 
produced with the precise 
uniformity of automatic 
machinery. 


WARENMOUSE 


45 Warren St.,New York 


Griffin Hinges are 
made in a wide variety 
of sizes and designs to 
answer the requirements 
of all types of building 
construction. 


Griffin Hinges = 
made entirely in 
own mills—each butt 
wrap in moisture 
proof paper and packed 
one pair in a box with 
screws to match. 





ee 
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We also Manufacture 


Cellar Window Set 


Hasps and Safet ates 
Dost Hontles ons D sor 


Brackets, Push Sates” 


oor Holders, 


Drawer Pulls, Door Stope, 


Sash and Screen Li 


Barrel Bolts, Corner “brecee, 
Corner Irons, Washers, etc. 


GRIFFIN MANUFACTURING CO. 


ERIE,PENNA. 74w. 


WAREMOUSE 


Lake St.,Chicago, Ill. 
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No. 333 Mason Level made in two 
lengths—42” and 43”. 





Plasterer’s—Mason’s— 


No. 550 Brass Bound Carpenter's 
Level. Has 2 Plumb Glasses at each 


end. Lengths: 24”, 26”, 28”, 30”. 








If you have ever watched the laying of a 
cornerstone of a great building you have 
doubtless observed the extreme care taken by 


HARDWARE AGE 
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e 
PEERLESS 


<— DEC.3. ogg 
Pr JULY 8. 1919. 


Trade Mark 


PEERLESS LEVELS Build Trade For Dealers 










wood. Brass end plates. 





Carpenter’s—Bricklayer’s 


No. 5 Hard Wood Carpenter's Level. 

Brass End Plates. One Plumb Glass 

at each end. Same lengths as No. 
550 Level. 





In Peerless Levels accuracy is a certainty 
and the glasses can be easily read in extreme 
position or in poor light. 
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Pine center with outer edges of hard 





This is due to their large white observation 
openings which afford perfect vision. Peer- 
less Levels were designed by practical Brick- 
layers. 


the Masons or Bricklayers to see that it set 
absolutely level. 

In this connection, how important it is that 
the Level used be accurate and the glasses in You can lay the “Cornerstone of trade” by 
the Level be easily read. selling them. They build trade for dealers. 

Oval Openings Painted White have made PEERLESS LEVELS popular. 


PEERLESS ALUMINUM LEVELS 
Single Plumb each end. Made in 3 vate” 12-inch, 
1 





PEERLESS DOUBLE PLUMB ALUMINUM LEVELS 


8-inch and 24-inch. 2” x PEERLESS Made in 24”, 26”, 28” and 30”. 2” x 1%”. 
ALUMINUM 3 
: a= (<: 13 LEVELS 





















lroe MAND AND POWER PUMPS FOR ALL USES 
SV / 
oy 


It Has No Competition 


Let a customer see the rigid, substantial construction; how 
easily it operates by hand; go over item by item, the “Straight 
Line” bearer, built in power end, drop pipe flanges, renewable 
bushings—and the sale is made. 


The Deming Straight Line Working Head gives you valuable talking 
points that are unequalled in any other pump on the market. 


Complete Pump Catalog on Request 


The Deming Co. _ Est. 1880 Salem, Ohio 


The nearest distributor will work with you for mutual profit 





te. oo oe bee 6 eke Chas. J. Jaeger Co., 13-15 Custom House St. 
EE ee Henion & Hubbell, 217-221 N. Jefferson St. 
btn tag 64 + Vinee dees Makes Hendrie & Bolthoff Mfg. & Supply Co. 
ied a di 5 db a Odes aneenebécbaweeaneiad Standart Bros. Hardware Corp. 
KANSAS CITY........ Fath dee cheese talas adbeee English Tool & Supply Co. 
ans io gp s.0:+ 60k paw hat debs oeebesDevdaweddncqeseds ts Laib Company 
NEW YORK....... a et ee Ralph B. Carter Co., 152 Chambers St. 
PEER, 6 cet ccaceveccoveveesedes W. P. Dallett Co., 922-924 Sansom St. 
need cvricccsesovwes Harris Pump & Supply Co., = Second Ave. 
+ ED 050s abe seencdn de thn Sept wid mk ede enle-s ance ox Crane Company 


Straight Line 
Working Head 


PUMPS- 
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Multiply your Coaster sales this 
Christmas by 10— 


A TESTED PLAN WHICH WILL DO THIS 


A twelve months’ test by dealers everywhere, by big city 
and small town dealers, has demonstrated that those dealers 


who sell STEER-EZY COASTERS this Christmas under the 
new 1924 STEER-EZY PLAN may easily multiply their best fe r ’ 
preyious Christmas Coaster sales by Io. A eer eae | Ol 




















Consider these outstanding features of the famous STEER- 
EZY COASTER, then act quickly and ask TODAY for full 
details of the profit-making STEER-EZY SALES PLAN. 


8 Points of Super-Excellence 


1—Unbreakable, holl Fa 6—Large 10” pressed steel 


stee] curved handle. double disc wheels, 
Steers easy. locked on. 
2—All undergear, tough, 


cold-formed steel. 7 Roller bearings, retained 
3—Oversize, 4” cold-rolled in special steel cage— 
steel axle. Hyatt principle. 
4—No projecting axles, no 8—All metal parts and 
cotter pins, no hub caps. 
; trim of box handsomely 
s—Deep_ wheel grooves; enameled. Box rein- 
hold large rubber tires hicead 
securely in place. , 


— 


Ouick action NOW brings our PLAN. Then your order 
will quickly follow for Christmas STEER-EZYS. 


NEW YORK OFFICE, 106 READE ST., or 


NIAGARA METAL STAMPING CORP. “> 
Dept. B1124 NIAGARA FALLS, N. Y. , atid. ad a 
One Dealer Sold 107 Steer-Ezys in One Week ee OG 

by This Plan er ae 


A oe ce 
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hedber Brand ao 


SELLING TALKS 
WRINGERS MAKE VERY ACCEPTABLE CHRISTMAS GIFTS 





t/ 


You Know That All “Anchor Brand” Wringers Are Packed in Individual Cartons 
Just as a suggestion, suppose you fill a display window or table, with a dozen or more wringers in cartons. 
Better open up one of each kind for samples. Tie or pin a little bunch of holly on each carton, make a 
nice “Christmasy”™ price-card, price them attractively, and— 
WATCH THEM SELL! ! 
Please fill in your stock now and try this out. PROMPT SHIPMENTS. 


LOVELL MANUFACTURING CO., Erie, Pa. 
Largest Manufacturers of Clothes Wringers in the World 


Warehouses and Sales Offices 
BOSTON CHICAGO NEW YORK 
52 Pearl St. 62 E. LAKE ST. 86 Werren St. 
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“YANKEE” RADIO DRILL NO. 1431 


Specially Designed for Radio Work 


A beautifally balanced, small, powerful 
drill. Geared 4 to 1 for speed. Has a 
special Radio Chuck 9/32” capacity, to 
take the largest drill ey usually fur- 
nished with the Radio ill Sets. Length 
over all 9%”. Weight 1% Ibs. 

This drill displayed in your window on the special display box will appeal 
instantly to Radio Fans and any other lovers of high grade tools. The 
beautiful finish and high class workmanship, combined with the 


“YANKEE” quality, will sell it to all tool lovers at all seasons of 
the year. 












Your Jobber can supply 
NORTH BROS. MFG. CO. Philadelphia, Pa. 
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Wood Screws, Machine Screws, 
Cap Screws, Set Screws, Stove 


iin 





Bolts, Sink Bolts, Hanger Bolts, 








) ¥ \ yey ry \ se \ \: 





one each of a complete line of adjustable wrenches, single end Se 

4 to 18 inch, and double end from 4 to 12 inch, so attractively that . 

they sell themselves, RUE economy in the selection of Screw or Bolt Products 
A beautifully grained walnut finished panel 5 ply veneered to : . : . . 

prevent warping and lettered in orange, black and gold. The place consists in using those that are exactly suited for their 

for every wrench is outlined in gold, with the size marked to pre- particular service and that possess unexcelled quality and 

vent mixup in replacemeat. Rich and elegant, provided with a . 

strong easel support. accuracy. 








Manufactured by 


Diamond Calk Horseshoe Co. REED & PRINCE MFG.CO. .,... 
DULUTH, MINN. WORCESTER, MASS.U.S.A. 


A European Agents: 
' Markt & Hammacher Co, i WESTERN BRANCH arCHICAGO-I2]1 NORTH ST. 
a -* 








a 
193-196 West St., New York 





a 
THE BIGGEST LINE 
Diamond Display Boards are only 16% by 24% in. Yet they show 
me 








- Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., "Ps. 


Selling Agents 
=a Wiebusch & Hilger, Ltd. 
No. 1111—6 inches Wide Heel Cut Back 7 New York 
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Write for Prices 


SPARGO WIRE CO. 


Bronze andCopper 
FLY §CREEN CLOTH 


Perfectly Woven, Most Durable 
One Million Square Feet in Stock. 























refills in stock. 








DEALERS 


who have the 
No. 1 Asst. 
will find it 
profitable to 
check over 
their stock 
and order 
what they 
need — dur- 
ing this sea- 
son before 
Christmas 
there is an 
active de- 
mand. 


DEALERS who do not have our No. 1 
Asst. will do well to buy it. Further 
particulars will be furnished on request. 


Your Jobber carries the assortment and 


The Brainerd Mfg. Co. 


East Rochester, N. Y. 





Sidewalk Elevator 


This sidewalk elevator, or ash hoist. is de- 
signed for use in mercantile establishments, 
schools, office buildings, churches, hospitals 
or in any type of building where it is nec- 
essary to reach the basement from theside- 
walk level. It eliminates hoisting ashesor 
merchandise by hand with a crank and can 
be arranged to travel truck height if neces- 


sary. 


Furnished complete 
with sijcel sidewalk 


Write us today for 
complete information. 


KIMBALL Bros. Co. 


1103-19 9th St., Council Bluffs, la. 








15 E. Fayette St., 
Baltimore, Md. 


There is a Kimball 
Elevator for every 
requirement 














This machine i 
electrically oper- 
ated by means of 
push buttons on 
the car. 


The Detroit School 
Board has instal- 
led twelve in their 
various public 
schools, replacing 
hand and water 
drive apparatus. 





doors and bow for op- 
erating dvors. E (| 
























*TURERS 
Established 
1863 


iS 


OLIVE 
=a CORD 





IK 


EASTERN OFFICE 


90 CHURCH ST., 





NEW ‘YORK CITY. 


ORAT mS 
BOLTS, NUTS, WASHERS, WAGON FORGINGS,TELEPHONE SCREW RAILROAD SPIKES, 


RIVETS, PICKS,MATTOCKS, AND TELEGRAPH POLE LINE 
GRUB HOES AND CROWBARS MATERIAL,ETC. BOAT SPIKES, 











TRACK BOLTS, STEELBARS, [| 
REINFORCEMENT BARS. | 









PACIFIC COAST OFFICE 


MONADNOCK BLDG.,SAN FRANCISCO,CAL. 
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MACHINE WOOD SPECIAL 
SCREWS RIVETS 
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Continenta 


Ilokoarlhrl=S 
(Reg. U. 8. Patent Office) i 


WOOD SCREW CQ. 
New Bedford, Mass. 

















Taplin 
Double Dasher 


CENTER DRIVE 


Handsome—FEfiicient 
—Comfortable 


At a Popular Price 


No beater at any price 
could do better work—none 
equals it at present. The 
speed and ease with which 
a bowl of eggs are beaten 
to a frothy aerated mass 
is a revelation. 


Center Drive—Iron 
Frame and Gears 


Comfortable to grasp — 
no sharp edges to cut the 
hands. No holes or cre- 
vices to hold decaying food. 
No soldered parts to come 
loose. No parts that bend 
and cramp the gears. 

Douse it in water to clean 
—the finish is Rust Proof. 


30 Years Experience Be- 
hind This Beater. 


The Taplin Mfg. Co. 
New Britain, Conn. 


New York Office 


No. 477—White Handle 71 W. Broadway 





! 
i 


HINA 





Floor Waxing Brushes 


An assortment of different styles 
and sizes. 


Send for Catalog covering a 
complete line of Brushes and 
Brooms especially made for the 
Hardware Trade. 


MILWAUKEE 


Brush Manufacturing Co. 
Milwaukee, Wis. 





Also mfrs. full line painters’ wire sératch brushes 


AANA 











“Ice King’ Plow 
Made in a variety of 


types and sizes to 
meet all require- 
ments. 





For you—an opportunity to increase profits NOW 






The ice harvesting season will soon be here—the tools and 
machinery needed are being bought NOW. Get your share 
of this business. 

There’s a big market—farmers, 
manufacturers, ice dealers—thousands 
large and small. 

This field is developed—someone is selling i harvesters 
the tools they need—why not you, too. 

Write for Catalog No. 70 and sheet of attractive discounts. 


MAIN OFFICE: 7 HILL ST., HUDSON, NEW YORK 


New York: 50 Church St. Chicago: 565 W. Washington St. 
Boston: 222 State St. Pittsburgh: Peoples Bank Bidg. 


confectioners, ice cream 
of icet harvesters, 


Plants: Hudson, N. Y., and Oakmont, Pa. 





ICE HANDLING MACHINERY An? TOOLS 
2300-R 
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COMPARE the ROYAL 


With Other Poultry Feed Troughs 


Semi-turned edges. The trough is beaded and is extremely rigid. Easily filled 
without waste of food. Top easily removed and securely fastened with less trouble 
than is the case with slide top. Sides low. Holes round and right size to keep 
chicks from getting in trough. Guaranteed to give service as long as any other 
trough, no matter what the price. 


FREE SAMPLE 


We have found that the best way to sell our trough is to put one in a man’s 
hands and ask him to compare it with any other trough he ever saw. We are so 
sure of the quality of our goods that we send a free sample for the asking. All 
we ask is that you look it over, and then look at the price. 


We’ll stand the expense if you'll take the time. 


ROYAL MANUFACTURING COMPANY 
Toledo, Ohio 


Write for prices and particulars on our full line 








Royal 
Feed Troughs 


ee re wOy eee ree $1.35 per doz. 
lies bile eee eee Seeds 1.85 per doz. 
bes 6 SEE edeelsbe ees eee 2.25 per doz. 

De Cia 6 bet ee Senn sé beter st 3.00 per doz. 
When the jobber’s salesman calls ask him for the Royal 
Troughs. He should be able to furnish them at above 
prices, for shipment after Jan. 1, on March 1 dating. 


If he cannot do so send us your order. Freight equalized. 
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Second Call When Buying Sole Leather 


We made an 


of an advertis- 





LOWELL 
CLOTHES LINE REEL 


in the last issue of this magazine. Have you 
arranged to “tie up” with this campaign by 


placing your orders with us? If not, send 


them in at once. THE STANDARD OF COMPARISON FOR OVER 





The Hoge Manufacturing Company, Inc. N. R. ALLEN’S SONS CO. 








215 Fulton Street New York, N. Y. | 





protection afforded you by the 


AL Los. 
announcement YELLOW LABEL 


It guarantees the Quality. 


ing campaign ALLEN’S SOLE STRIPS 
tor 1925 on the Made from real bark-tanned selected hides. 





ne a 
en 


consider the 


30 YEARS. 
MANUFACTURED BY 


KENOSHA, WIS. 

















MILLION dollars a letter is the value placed on a slogan 





Paint, 
Like 
Advertising, 


Works 
Wonders 





used to advertise Paint and Varnish. 


What made the “Save the Surface” slogan so popular— 
good advertising and the thought it contained: To save 
property as well as improve its appearance. 


Now Paint, like advertising, can be made to work wonders. 


But don’t expect dealers to spread your paint story and 
consumers to spread your paint unless you mix your paint 
message with good advertising and spread it in the right 
medium. ctr 


That medium is the “Monthly Paint Section” of Hard- - 
ware Age. 
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Features That Will Sell More Window ow Refrigerators 


THE “MITCHELL QUALITY” ADJUSTABLE WINDOW 
REFRIGERATOR renders the best possible service to the house- 
wife. It entirely overcomes the many objectionable features of the 
ordinary makeshift window box and has many improvements that 
the average customer is quick to appreciate. 


A display in your window is sure to attract many sales. 


It is adjustable and can be attached to any window from 17” up to 
35” wide. This important feature, alone, has made many sales for 
the Dealer. In addition, a handy shelf is furnished which greatly 
increases the capacity of the Refrigerator. Well made of heavy 
rust-proof galvanized sheet steel. 

Made by the Manufacturers of the Washrite Electric Washing Machine. 


THE G. F. MITCHELL & SONS CO., 


HOSE 
CLAMP 


Adjustable to Ltt ary hose of ary Size 


Known to the trade for years 
Used by the trade for years 


Their “size adaptability,’’ 
ease of installation, leak pre- 
ventive service, and their 
inherent quality, stamps 
them with the mark of de- 
pendability which the in- 
dustry has learned to look 
for and expect year after 

year. [‘e eleleiseieisisiei« 
Universal Clamps have never 
disappointed. 


Made from cold rolled steel 
wire—not strap—these “ial al atel ola @ 
clamps have smooth edges 
which cannot hurt or injure Stel ated of ale 
the hose. And every clamp 
is ‘‘electro,’’ not ‘‘heat,’’ gal- sit atelels 


vanied. oo CARBURETOR CONTROL 


In addition, every clamp has 
its patented bead which 
makes a leak impossible and 
the scores between holes 
provide for a quick, clean 
breakoff. 


Look for the name Universal 

















Here's A 
Fast 
Winter 
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Adjustment and choke in the same dash button, replacing regular 
Ford choke button, remove the bogies that follow the Ford owner 
in the winter—motor ‘‘killing’’ and frequent choking that means 
crank case dilution. The combination assures instant starting in 
coldest weather. A turn of the big, attractive button sets the 
carburetor richer for starting or leaner when the motor is warmed 
f the same button chokes the motor. No holes to 


on each clamp and  0»box. 7 
. : p and a lift o 
Specify the genuine. Get and © 1922 drill. Can be put on in five minutes with a screwdriver. Saving 
ive compete satistaction. on ig | and in fuel wifl pay for it in a few weeks. Lists at 
only $1.25. 


Attractive Demonstrator Dis- 
plays Furnished to Dealers. 


TURNER MFG. CO., Dept. E 


UNIVERSAL INDUSTRIAL CORPORATION : 
HACKENSACK NEW JERSEY Kokomo, Indiana 


f,stents, Granted 
March 20, 1917. 
March 1, 1921. 














Sell More 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 


Cabinets. 


Let us show you how to increase your sales with- 
out increasing your stock. 


Write for Reference Book No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and_ Factory: [Eastern Display Room: 


700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New York City 








Heller Shelving in Payne-Cummings Hardware Co., North Adams, Mass. 
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Holds them open! 
Keeps them closed! 
Locks them at any angle! 


That’s why the Monarch Casement Check sells! A handsome, 
sturdy device, it permits casement windows, transoms, chest and 
window seat lids to be opened or closed as much or as little as 
Stops slamming, rattling and noise. Requires only 2 
Copper against steel at 


desired. 
inches space between sash and screen. 
2ll friction points. 


FREE BOOKLET—“Casement Windows’’ 
tells the whole story. Write for tt. 


MONARCH METAL PRODUCTS CO. 


4960 Penrose St. St. Louis, Mo. 





Also Manufacturers of Monarch Automatic Casement Stay, Monarch 
Control Lock, Monarch Surface Bolts 


MONARCH 
CASEMENT CHECK 








Ashaway Lines 


Mason Lines 
Chalk Line 
Fishing Lines 





Ashaway Lines are 
standard for length 
and weight. 





Wh] 


Ashaway Line & Twine Mfg. Co. 
ASHAWAY, R. I. 


Manufacturers of Braided and Twisted Silk, Linen, Cotton 
and Metal Fishing Lines 























A Type for Every Service 


THE GOULDS MANUFACTURING COMPANY 
Seneca Falls, N. Y. 


GOULDS 


UMPS 








CuSHIO 
TIRE 


Insure perfect shelf service for any line of mer- 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 


Both hands free to remove or replace stock without 

danger of falling. Cushioned Tired Trolley and 

Truck Wheels eliminate noise and prevent vibra- 

tion. Erection as simple as A, B, C. Utilize 
Make top shelves safely 


le—neat of design—nicely 
y height ceil- 
ing. Thousands in 


ee MVE 


a 


- 
aie ~-—@G8088 


i 


yo 


f 


ladder permit mounting or descending with ease. { 





| 











OEOOHNH AT UA Tal 


Serena 











eteeareree teen 
erecee CO CPeeeeeeene 
Teeretrit tii tiie tte ee 


rrr)... were ee eee te ee 
eer rer) ) tees eee eee 


Oh eet en eee ee 


<seeeere~ 
(etereeareee eee e* = 
werrrrresrs ss) 
Pres) ttt. 
“eure 


sional barbers, 
| well as many home users, 
find complete satisfaction in Koken Razor 
Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 





| Me ’ 


Koken Companies, St. Louis, U.S.A. 





Steel Drop Forged Horseshoes for Horseshoe Pitchers; standard 
regulations, size and weight; will stand the gaff. 
Guaranteed for one season. 


Geo. W. May Design 


“Barnyard Golf” 
The Coming 


Game 


exclusively by 

eo. W. May, World’s 
Champion; Frank Lun- 
din, Ex - Champion; 
Frank Jackson, Ex- 
Champion. 

Write for catalog and 
trade price list. 
Sold through Dealers. 
NATIONAL STANDARD 
HORS co. 

Patented April 24th, 1923 AKRON OHIO 
Largest Manufacturers of Horseshoe Pitchers’ Equipment in America. 
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“OHIO” 


Shoe Lasts and Stands 


MADE ABSOLUTELY 
OF GUARANTEED 
SEMI-STEEL AGAINST 
Ee BREAKAGE 


a 








The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 


Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 
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Chair 
Tips 








No. 12, 1 inch 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against 
the sharp ends of rocking chairs. 
Durable and easily 
fitted to the rocker. 
Catalog, prices and 
terms on request. 


Elastic Tip Co. 


370 Atlantic Ave. 
Boston Mass. 


No. 13, % inch 














A MILLION KEGS 


A million kegs were sold last year by 
Hardware Stores. 

Are you getting your share of this 
profitable business? 

Best quality kegs direct from a respon- 
sible manufacturer will have a ready sale 
from April to November. 


The best kegs are trade-marked with 
the “Triangle C” and are made only by 








emmes Th 
CLEVELAND COOPERAGE COMPANY 
Cleveland, Ohio 


Builders of “Triangle C”” Barrels vW —"Built Right to Hold Tight” 











CARY’S 


Universal 
BoxStrapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Edge Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insurin 
a perfect fastener that will not ben 
while driving. You will not find frac- 
tures between the corrugations. Special 
effort is made to have the corrugations 
uniform so that they have equal draw- 
ing. strength. 

hese fasteners are the only fasteners 
manufactured with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 
Made in various widths and corrugations, also in coils wound 
right and left. 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 
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ee ere eee ——— 
Exclusive Patents — 


make Turner features exclusive. 
your trade gets them only by 
getting Turner. There is no 
substitute for the Safety Valve, 
Separate Needle System of Con- 
trol and Regulation, and 400 
degrees hotter flame due to the 
superheating Burner Baffle. Stock 
Turner NOW —vwrite your job- 
ber for No. 45 Turner—FEAR- 
LESSLY GUARANTEED. 


And—tTurner Plumber’s Furnaces SELL. 


(' JHE TURNER BRASS . 


Edgewood Ave., Sycamore, Il. 
District Representatives 
San Francisco... .Rice-Hitt Co., 623 Larkin St. 


nave 
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MACHINES 


HACK SAW BLADES 





“REDUCE YOUR COSTS” 


Samples furnished for testing. 
Write for catalog and prices. 
Sold by Jobbers. 





DIAMOND SAW & STAMPING WORKS 

















Los Angeles. Rice- Hitt Co., 324 "N. San Pedro St. World’s Largest Ex- 9 
Seattle... Rice-Hitt Co., 1427 L. C. Smith Bldg. clusive Makers 9 BUFFALO, N. Y. 
New York, & Blow Torches, Fire 
The Turner Brass Works, 1068 Chariton St. — Pots and Brazers. 
oe 
<9 TRADE MARK Osborne High Grade Punches 


Or 3ensen 


TTT 
U S&S PAT OFF 














caill Hand Screws 


Are asked for by 


name. 


Get them from your 
Jobber, or write for 
our Catalogue “B” 
for more complete 
description. 


ADJUSTABLE CLAMP CO. 
216 N. Jefferson St. Chicago, Illinois 
Hammacher, Schlemmer & Co., Distributors in New York. 








A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. 

The above tools will please your customers as well as our famous Round 
and Oval Punches. 


Remember we have had 98 years of successful manufacturing experience, 
employ only skilled werkmen and use the finest quality of materials in 
making our products. 


We stand back of every tool we make. Try us. Write for Catalog 
and Prices. 
Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 

















Heavy Duty Socket Wrenches 








> 


Extra strong construction with extra depth sockets— 
heat treated. 


Plain lacquer finish—twenty-six standard sizes. 
Ask for Catalog No. 500. 


WALDEN -WORCESTER 


INCORPORATED 
WORCESTER, MASS. 














Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 
tools to sell. 

Write for Catalog No. 23 “A” 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws U'nexcelled 


ATHOL, MASS. 





























In Your Next Order Write 


IWAN SOLID SOCKET HAY 
KNIVES 


Notice that the step and blade are one solid 
malleable piece instead of separate blade and 
step. 

The three sections are serrated and fast 
cutting. A strong durable knife that is selling 
in good volume. One-half dozen in crate. 


Iwan Bros., Mfrs., South Bend, Ind. 


Revolving Chimney Tops, Post Hole Diggers, Snow or 
Barn Scrapers, etc. 























| In 10c rackets your customers want | 
4 Sizes Advertised for 
No. 24—10 in Pkt. 24 Years 
No. 25— 6 in Pkt. Great Demand 
No. 27— 3 in Pkt. Good Profit 
No. 28— 2 in Pkt. Attractive 


24 packets to a carton Counter Displays 





















Moore Moore 
Push-Pins Push-less Hangers 
(Glass Heads-Steel Points) “The Hanger with the Twist”” 


To ‘‘Hang Up Things” in Homes, ‘ 
Offices and Schaole, Ask your Jobber. 


Moore Push-Pin Co. (,W#7"¢ ) Philadelphia, Pa. 
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The Most Popular 
Coil Fire Pot No. 22 


No. 22 has all good points found in 
other Coil Fire Pots, and in addi- 
tion our latest improved patented 
features. Drawn steel tank, tinned, 
is leak and rust proof. Three-piece 
coil cup fits into grooved top plate, 
which can be removed by unscrew- 
ing three nuts, exposing coil and 
burner. No coil cup lugs or nuts to 
burn off. The strongest and best 
made. Jobbers supply at factory 
prices. Write for a catalogue. 
No 2? 


bE eATEN TES CLAYTON & LAMBERT 
f: MFG. CO. 


10619 Knodell Ave., 
DETROIT, MICH. U. S. A. 


TONS ‘am 
cu ¢ BER 


src 





No. 22 Fire Pot 
Ask for latest price. 


INVISIBLE HINGES 


In making. cabinets of many kinds it is desirable to use 
hinges that leave no projections. 


For this purpose Soss Invisible hinges 
are used. They have all the rugged- 
ness of the common hinge, but cannot 
be seen at all when cabinet is closed. 
‘hey can be easily installed by any- 
one who can bore a hole. 


There is a size and style for each 
purpose. Just the thing for radio and 
music cabinets, etc. 


SOSS MFG. CO. 
775 Bergen St. Brooklyn, N. Y. 








[SOSS 














| PAINE STOVE BOLTS _ 


As Good as the Best 


Pa One hundred bolts and nuts 
in a strong, substantial box. 


In bulk if you wish. 
Prompt deliveries. 
Sold to jobbers only. 


Samples and discounts on request. 
o charge. 


THE PAINE COMPANY 


2949 Carroll Avenue, Chicago, Ill. 
33 Warren Street, New York, N. Y. 





























SUPERIOI 
Hex Mesh 


POULTRY NETTING 


G. F. Wright Steel & Wire Co. 
WORCESTER, MASS. 














LIC-WID-LES DOOR CHECK 


Needs no attention and meets every emergency to which a.door 
check and closer is subject 


Jobbers ! 


Dealers ! 





Let us tell you about our Real proposition 
The No-Liquid Door Check Co. Columbus, Ohio 





Ney No. 85 Reversible Carrier is 
a big seller. It is constructed so 
that all available space can be used 
for the storage of hay and grain. 
As the lifting pulley swings back 
parallel with track, more clear- 
ance space is afforded for the oper- 
ation of the carrier and its fork. 
This carrier has no springs. It 
has a patented snap hook and lift- 
ing pulley. And these carriers 
are both swivel and reversible. 


THE NEY 
MANUFACTURING CO., 


Established 1879 
CANTON, OHIO 


AE 









Minneapolis, Minn. 


Council Bluffs, lowa 











Sell More Pulleys 


Every Dealer can greatly increase 
pulley sales by selling the more 
practical and profitable— 


“Ezyrun” Pulley 


It is enclosed — en- 
tirely protected against 
the elements. Line can- 
not tangle or slip off. 
It operates on 


Ball Bearings 


For gymnasium work, 
EXTERIOR DESIGN specify “Ezyrun. 





Ask your jobber or write us. 


BROOKLYN PULLEY CoO., Inc. 


85 Sth Ave., Brooklyn, N. Y. 


INTERIOR 














American Steel & Wire 


rm 


BARBED: Ellwood Glidden, Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman 

NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails 

ZINC INSULATED FENCES: American, Royal, Anthony, 
National, U. S. 

ARROW T-STEEL POSTS 

CONCRETE REINFORCEMENT 
BALE TIES: Old reliable brands 

TELEPHONE WIRE 

WIRE for every purpose 


Quick Delivery. Write us for selling plans. 
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; Ask for Catalog 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 




















STRATTON ™** «27 * Robertson “Horse Shoe —_ Hammers 


colors 
Permanent magnet which holds to: 


the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama- Pacific Exposition. 























For Small Tools, Utensils, Electrical Goods, Ete. Good profit. Write for price list. 
Enameling, both baked end air dried. Name and design trade marks registered U. S. Pat. Off. 
STRATTON MEG. CO., Stratton, Maine ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
FIVE TOOLS IN ONE!! Waste — Mops — Wicking 












a Can Opener 


Glass Cutter dé 


MASCO 
PRODUCTS 


Cleaning Cloths 
Caulking Cotton — Chemical Cotton 


Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall River, Mass., U. 8S. A. 


Rew teork (tilice - - - 350 Broadway 


BROWN & SHARPE | 


MACHINISTS’ TOOLS 


Knife and Scissors Sharpener, Bottle Opener and 


Ice Pick. 
EASY SELLER, RAPID TURNOVER AND GOOD PROFITS. 
RETALLS 50c. Send 25c for sample and price list. 


PEERLESS TOOL CO., 543 Broadway, Dept. 4, N. Y. C. 

















The first choice of skilled mechanics for three generations 


Expansive Bits of All Kinds IBS Ping npn wahag eg 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. Providence, B. I, U. 5 A 


screW “JT JBI NOX” orivers 























“PADLOCKS 


FOR EVERY CONCEIVABLE PURPOSE 





Connect DROP 










7 =———=BEED .... FRAIM-SLAYMAKER 
“ , . ” HDW. CO., INC. 
She Jools in Lhe Paid 4 au Lancaster Pa., U. S. A. 






AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


MACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 






BL ASTRA OAR 








FIELD SASH PULLEYS THE FOWLER & UNION 
Made of Pressed Steel HORSE NAIL CO. 


No sandy cast surfaces to chate and wear sash HORSE SHOE NAILS 
cord. Write for Catalog and Prices. OF HIGHEST GRADE 
FIELD HARDWARE MFG. CO. Plant of 
111 E. 3ist St., Kansas City, Mo. 1000 MILITARY RD., BUFFALO, N. Y. 




















A Faster Selling Mop Offers More PRIEST’S CLIPPERS 


Profit and Quicker Turnover— have been the standard 

















Convince yourself by selling SQUEEZ EZY BLY. a ne — 
mop that wrings by a st o our Shaver No. 00 is a big 
—. ——— of water. Saves seller for home use. 
SQUEEZ-EZY MOP CO., INC. American Shearer Mfg.Company 
New Orleans, La. Nashua, N. H. 
Mr. Retailer: Insist that your jobber supply you . : 
with s complete line of SEYMOUR SMITH PRUNING Says this advertiser,— 
SHEARS and have best made. “We are pleased to advise that we have succeeded 


in getting compilers from the advertisement we 
ran in your publication, and we give it as our 











aes Sy opinion that for anything connected with the hard- 

years’ satisfac- ware business, Harpware Acz is, without a doubt, 

tory service. the best medium fer advertising.”—J. H. Yewdale 
& Sons Co., Milwaukee. 

SEYMOUR SMITH & SON, INC., Oakville, Conn., U. 8S. A. _It pays to use the Classified Opportunities Sec- 
Bales Agents John H. Graham & Co., 113 Chambers 8t., New York. tion of HARDWARE AGE. 
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Balloon Tires 


The Springfield Jack No. 9 
especially designed for bal- 
loon tires— 

Double Screw—Ball Beari 
Low Placement—High Li 
Height when closed, 7 inches 
Extends to 17 inches. 


Convenient handle excellent 
workmanship and quality. 


Dealers—J obbers—Write 
us for discounts 


THE SHAWVER CO. 
Springfield, Ohio 





Weight 8 pounds 
Capacity 1 ton 
Price $4.75 























HARDWARE AGE 








Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 











The illustration 
shows an End 
Cutter — one of 
the several 
highly efficient 
models of the 
famous PORTER 
line. All leading 
jobbers carry 


gio 
POR iDl 


EVERETT-MAS 
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QUICK SELLING; POPULAR PRICE; NICE PROFIT 
Ask Your Jobber for Marcy Drivers 


MARCY TOOL WORKS, Inc., Putnam, Conn., U. S. A. 


NEW YORK CHICAGO 
75 Barclay St. 180 N. Market St. 














ADJUSTABLE 
IPE WRENCHES 


KEYCO 








r ty. 
Me KenEYCO - 


Faig Ne v FG eg 
PATENT APPLIED FOR 


“Keystone quality."" Made from Alloy Steel, heat treated 
by our own process. The most durable Wrench on the 
market. Light in weight, can be used with one hand on 
pipe, nuts or studs. Fully Guaranteed. Packed 12 to a 
Carton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 














Russell Jennings 
Auger Bits 


Two styles of shanks—three threads for 
boring all woods 


Patented by Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 


CHESTER, CONN. 














Of Quality 


at The Standard 
—— 


‘Geo. W. Diener Mfg. Co. 
400 N. Monticello Ave., Chicago, lil. 








IDEAL LINE 


ROLLING STEP LADDERS 


Fifteen styles Eliminates the 


for every store lost motion 
requirement. in reaching 
stock. 
Will last a Write us for 
lifetime. complete 
catalog. 


Quick service. Easy operation. 





SUCCESS FURNITURE CORP. 


St. Louis (Kirkwood) Mo. 
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Classified Op 


An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Saleemen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allow seven words for Keyed Boz Number Address. 














Bach addi 
1 inch “Box”’ 
Each additional inch 6a 
4 insertions, 10% off; 8 insertions, 15%. of 
Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisements 
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Set Solid, Minimum 50 words.. eeereerern bwedeeéesccous'ecote 

additional WEE cccceccccceceseceeececece 
All Capitals, Minimum 50 WOTEB. ccccccccccccccccesonccces 4. 
thomal word... ..csscccccccccccccccccccccecs - 






pececccce --. 40 





Business Opportunities 


INVESTIGATE—Good paying hardware busi- 
mess established over forty years. wner retir- 
ing. Clean, well kept stock. Located in a vay 

ood farming community. Two story bric 
puilding to - Low overhead. Can interest 
anyone ry for a good opening. STAHL & 
BAILEY, La Rue, Ohio. 


FOR SALE—Hardware stock, building ane 
fixtures. Located in Ohio city of 8000, in_ the 
best agricultural section of that state. Good 
reasons for selling. Write for full description 











and terms. Address Box G-355, care of Hagrp- 
ware Acre, New York. 
HARDWARE in all its branches. Best loca- 


tion in city. In business over eighty years, can 
do many thousands of dollars more per year than 
now doing. Business handicapped by lack of 
money. , = a man that has ten to fifteen 
thousand dollars who wishes to invest in a 
hardware business as part owner or stock- 
holder—this is his chance. Address Box G-366 
care of Harpware Ace, New York. 





FOR SALE: Hardware, Coal, Feed and 
Lumber Business, on main line Boston and 
Albany Railroad. Sales average thirty-five 
thousand. Stock and equipment inventories 


fifteen thousand. Real estate Store, Mill, Store- 


house, six thousand dollars. With or without 
six acres and beautiful country residence, all 
improvements at nine thousand dollars. If you 


want an established good business _ in healthy 
American country town, address Vincent R. 
Scofield, Chatham, N. Y. 


FOR SALE: Manufacturing Hardware busi- 
ness located in Rhode Island. Good paying 
business. Price $30,000 cash. Apply P. O. 
Box 122, Providence, I. 

HARDWARE, hustling Ohio city of twelve 
thousand. Good clean stock. Modern brick 
building, central location. Reasonable rent, long 
lease. oss business last year seventy-two 
thousand. Owners have other interests and will 
sell at inventory. About fifteen thousand cash 
required. Balance eecmactory terms. Hunt, 


339 Brisbane Bldg., Buffalo, N. Y 


FOR SALE: Long established hardware store 
consisting of builders’ hardware, factory suppres, 
auto accessories, paint, tools and genera! line 
of shelf hardware. Reasonable price and long 
lease at low rental. Address Box G-372, care of 
Harpware Ace, New York. 


Help Wanted 

















WANTED—EXPERTENCED SALESMAN to 
cover our Maryland, Delaware and Virginia terri- 
tory selling the advertised and well known line 
of Star Barn Equipment, includin stalls, 
stanchions, animal s, water bowls, litter 
carriers, v tools, door hangers and hardware 
specialties through the retail dealer trade. Also 
our line of Overland wheeled goods to the retail 
trade. Salary and expenses with an opportunity 
to make a bonus. HELM FERRIS & 
CO., Box 231, Albany, N. Y. 


HARDWARE MEN WHO WANT experience 
that fits them to sell or improve their sellin 
want Norvell’s “Forty Years of Hardware.” tt 
is crammed with good selling ideas. Ask any 
five hardware men about it and then order your 
copy ($3.00). Harpware Acz, New York. 








Help Wanted 


Positions Wanted 





EXPERIENCED RETAIL hardware salesman 
fully acquainted with builders’ hardware, Ca- 
pable of taking full charge. Excellent possibil- 
ties for the right man. Store located in Yon- 


kers, New York. Salary at start thirty dollars 
per week. State age, experience, married or 


single and references. Address Box G-368, care 
of Harpware Ace, New York. 





SALESMEN: Opportunity with manufacturer 
of well-known line of mechanics’ hand tools, for 
experienced young salesmen going to the good 
retail trade in San Francisco, Los Angeles, St. 
Louis, Philadelphia, Boston, New York and other 
large cities. Permanent position with a future. 
The right men can sell other non-conflicting 
lines. Address Box G-365, care of HarpWware 
Ace, New York. 





HIGH GRADE FURNACE and stove sales- 
men for next year. Services must be available 
December first for factory training. Territory 
open, Maryland, Virginia, Delaware, District of 
Columbia, North and South Carolina. Largest 
line high grade stoves, ranges and furnaces on the 
market. Only real salesmen with experience 
need apply. Address Box G-370, care of Harp- 
ware Ace, New York. 





ENAMELER—Thoroughly experienced, to 
take charge of plant making White Enameled 
Kitchen Utensils. Address Box G-359, care of 
Harpware Ace, New York. 





Positions Wanted 





——_ —_ —, O_O Oe, 0a, oo 


4 





— 


POSITION WANTED by an_ experienced 
salesman, (age 40 years) with a first class 
wholesale or retail hardware house, inside 
or traveling. My experience covers a 
period of eight years selling stoves and 
house furnishings, also twelve years selling 
crockery and glassware. With present em- 
) ployer twelve years. Open for proposition. 
State full particulars. Address, Box G 350, }) 

care of Hardware Age, New York. ; 














A RESIDENT of the South, familiar with 
wholesale and retail hardware, mill supplies and 
housefurnishing field, wants to act as Southern 
sales representative for a well known manufac- 
turer. Address Box G-363, care of Harpware 
Ace, New York. 


POSITION WANTED by young married man 
as salesman with retail or wholesale hardware 
firm. Have had eight years’ experience selling 
Builders’ Hardware, Plumbing Supplies, General 
Hardware, Paints, Housefurnishings, Glassware, 
etc. Will furnish references. Address Box 
G-369, care of Harpware Ace, New York. 





| 
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POSITION WANTED—Window Trimmer 
and Advertising Manager for retail hardware 
and sporting s store. Eight years’ experi- 
ence in retail hardware, with ability to produce 
results. Thoroughly conversant with modern 
business methods. Original ideas, resourceful. 
Highest business references as to qualificatio 
ability and reliability. Permanent position; 3 
yeers old. Single. Address Box G-360, care of 

ARDWARE Ace, New York. 





Sales Representatives Wanted 


HUSTLING SALESMEN wanted to sell on 
liberal commission basis our popular line of 
labor saving Magic Weeder Hoes te hardware 
trade. REICHARD MFG. CO., Bangor, Penna. 








ing hardware, 


EASTERN MANUFACTURER of builders’ 
hardware desires representatives to cover several 
Eastern and Southern States with an established 
trade. Write full particulars as to lines handled 
and experience. ddress Box G-362, care of 
Harpware AcE, New Yerk. 


; TRAVELING MEN WANTED who can en- 
joy and increase their sales from Saunders Nor- 
vell’s “Fo Years of Hardware.” It is 
crammed with sales inspiration, background and 
ideas. $3.00 a copy. Order your copy now 
from Harpware Ace, New York. 


ATTRACTIVE side line for salesmen callin 
on jobbing trade. We want salesmen to 
our fly traps to wholesale hardware jobbers 
now for next spring delivery. Sales run into 
good volume. 20 per cent commission. In reply 
state experience in selling jobbers and territory 
covered. The Thompson Company, Red Oak, 


Iowa. 


WE WANT EXPERIENCED salesmen sell- 
xy: 


urnishing, 
ine, commission basis, fast selling hardware spe- 














ent store trade, who can take on as 


cialty that will shortly be nationally advertised 
Choice territory open. Profitable connection for 
right men. xperience in full to Box G-354, 


care of Harpware Acez, New York. 


REPRESENTATIVES WANTED. A manu- 
facturer of high grade coaster wagons requires 
representation in several states. Exclusive terri- 
tory available to big producers. Salesmen cov- 
ering territory in a car handling one or two 
other lines for the hardware trade preferred. 
In your first letter give age, experience and 
oo. Address P. O. Box No. 321, Salem, 

10. 








AGENTS—Desiring side lines; live line of 
gasoline mantels that sell rapidly to hardware 
and general stores; small pocket samples; good 
ers cg % ties 4 c i's vicinity very 
productive, ° ° 
166 Greene St., New York. wuEee o0.. 








HARDWARE MAN with 10 years’ experience 
in buying, pricing and handling general inside 
work for large hardware jobber, desires position 
as buyer; oe in New York City or metro- 
olitan section. est of references. Address 
ox G-375, care of Harpware Ace, New York. 








FOURTEEN YEARS’ experience in buying 
and selling departments of large hardware jo 

in Middle West. Excellent record and can pro- 
duce results. Address 7072-A, care of 
Harpware Ace, Otis Bldg., Chicago, Til. 








Sales Accounts Wanted 


OLD ESTABLISHED manufacturers’ agents 
with lar e and valuable connections with hard- 
ware jobbers are open to receive additional sales 
see enens for GREAT BR ‘ and 
IRELAND. Large offices, warehouse and sample 
rooms in center of London. First class refer- 
ences from American manufacturers. Address 
Box G-373, care of Harpware Ace, New York. 














Get The Fighting Spirit 
Your business paper—HARDWARE AGE—brings to 
you each week the latest selling hints. 
that “inspiration” and “determination” are just as 
essential to business success as is ability. Get in 


We realize 


the habit of reading your trade paper carefully 
from cover to cover each week; get the fighting 
spirit it instills and your books will show a better 
balance at the end of the year. 
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is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. This does net 
include replies that have gone direct to advertisers using their signature. 








Sales Accounts Wanted 


Sales Accounts Wanted | 








PRESENT executive of the Retail Hard- 

ware Dealers Association of Southern Cali- 
fornia, and the present Pacific Coast Salesman- 
ager of a nationally known Hardware Jobbing 
Institution are formulating a partnership for rep- 
resenting manufacturers of hardware and sport- 
ing goods on the Pacific Coast. 


Both of these men are widely known, having been 
identified with both the wholesale and retail 
hardware and sporting goods trade on the Pacific 
Coast for the past fifteen years; are amply 
financed and want to hear from manufacturers 
desiring the highest type of representation to both 
the wholesale and retail trade. 








Address ) 
Box G 374, care of HARDWARE AGE, New York ! 





THE H. L. BROWN FENCE AND MFG. CO., Cincinnati, Ohio 


All Pickets Made of No. 9 Heavily Galwanieced Wire 











Cia MANUFACTURERS OF fp Ati. hie 
Re ornamental Lawn Fence Se ~«%TROMPT SHIPMENT oe 
ss ~ wel ayave and wesen snnen Aig ai h | FROM STOCK ss 

u ~ urners, Trellis 
am a Flower Border, Tree Guards WRITE FOR PRICES we A 























The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 


American Can BALE TIES 
Cs Best Made—Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 





American Can Company 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Silver Lake Co., Newtonville, Mass 




















-J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


AA 


“They Have a 
Bull Dog-Grip” 


Manufactured by 
U. 8. Clothes Pin Ce., Montpelier, Vt. 
S 


ales Dept. 
Union Bank Bidg., Pittsburgh, Pa. 
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Economy 
Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 


Economy Mfg. Co. 
rman n Ave. 


Philadelphia, Pa 


ELEVATORS 
DUMBWAITERS 


airy 
Perfection Pattern 
Made in All Styles 
Syracuse Stamping 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 





Syracuse, New York 


CARPENTER’S | | 
—_CHALK— 
STANDARD CRAYON CO. 

















Self Lighting Gas Lighter 
a0 Wielien ELEVATORS 
and Dumbwaiters 
for House, Store or Warehouse. 
Write for particulars. State your 
requirements as to size, capacity 
and lift. 
The SIDNEY ELEVATOR Mfg. Ce. 
Sidney, Ohie 


great 25¢ Sellers 
$10.00 per Gross to Agents 
Big profits easy to demonstrate 


Rapid Mfg.Co.,10 E.14 St.,N.Y. 


SCYTHES AXE % 


and 
Scythes since 1912. Axes since 1880. 


RIXFORD 2 SSineace.v. 


Danvers, Mass. 




















GRANITE 
CUTTING TOOLS 


Trow & Holden Co. Barre, Vt. 
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One of the Favorites” 








The Sterling line in- 
cludes a wheelbarrow 
for every purpose 
Write now for our ; 
ndsome cata 
and special price to 


ealers- 


The greatest demand for Sterling 
Wheelbarrows is in the Con 
tracting, Foundry and Mining 





Industries, where wheelbarrows 
are subject to the roughest pos. 
sible service. 

Regardless of service—there 
is no reason why a high qual- 
ity wheelbarrow should not be 
furnished wherever a wheel- 
barrow can be used 

For engine rooms or indus- 
trial plants, for greenhouses 
or farms, for the home gar- 
den and lawn there 1s a Ster- 
ling Wheelbarrow designed 
for the purpose andif itisa 
“Sterling it will wheel 
easier and last longe 


STERLING Wheels Have /O Spokes 
Others Have 8 


ee 


STERLING Wheel Hubs 
Have Self-Orling Besrrings 


es es 


‘CES IEEE EE ATIEIE ILE IEEE LEE IEE LEE) SELLE TS DLE LEL LDPE LLLP LIE PAPEL LLEIDPLIEAA en 


TOLLE ILE EE EE EEE 
POET Rae 





STERLING Legs 
Are Equipped With Shoes 











Sterl ING (Wheelbarrow (hy Miho CMs. 


Boston, New York, Chicago, Cleveland, Detroit, St Louis 
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Tell How Far a Frog 
Will Jump 


by the Way © 


He Holds Jilkwelyere! 


ee 


Af Good Brush “ ine 
always Looks Good at 


But—Not All Good-Looking 
Brushes Are Good Brushes 


T is impossible to judge the 
: quality of a paint or var- 

nish brush by appearance 
alone. 


Even an expert can be fooled. 


The mixture of stock used may 
be blended from very inferior 
bristles or bristle adulterants. 
Only actual use will show its 
real quality. 


rw CPG? 


To be certain of quality, make 
sure of your source of supply. 


This is the one way to build a 
profitable paint brush business. 


A reputation of 73) years of 
making highest quality brushes 
is built into Wooster Brushes. 


Their quality is always to be 
relied upon. They both /ook 
and work like the superior tools 
they are. 


November 20, 1924 









Ask your jobber for the FOY. It 
is an excellent Foss-Set Varnish 
Brush, triple thick, pure black bris- 
tles, guaranteed. A fast seller and 
a credit to your paint department. 


Merchants: Send for proof 
sheet of free advertisements 
for your use. Also the life- 


size 188 Pound Boy display. 


| 


THE WOOSTER BRUSH CO. WoosTeR 
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